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e appeal and matching eye appeal... 

igned by an old-line manufacturer for to- 

’s great new market... 

pletely replacing the former “UNION” 
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e first line with a positive replacement guar- FY 
ee prominently displayed on every handle. Hine ZZ Ze j J il 
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t full information on the biggest news in 
tl goods, ask your UNION wholesaler or 
d for new Catalog No. 18 — your complete 
yage buying-selling guide. 


UNION FORK & HOE COMPANY 
Columbus 15, Ohio 


Also Makers of SPEEDLINE Lawn & Garden Tools, 
FLEX-BEAM Forks, RAZOR-BACK Shovels, 
UNION Heavy Industrial Tools, 

RIGHT REPAIR Handles 
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Reg. U. S, Pat. Od. 
SLIDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES e GARAGE DOORS & EQUIP- 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS e 
ELEVATOR DOOR OPERATING EQUIPMENT 


Richards -Wilcox Ball Bearing 
Hangers and Lock Joint 
Trolley Track 


Any door that slides, slides easier and 
smoother with Richards- Wilcox door hardware. 
It’s designed for safe, silent operation of sliding 
doors in barns, industrial and commercial doors 
and interior vanishing doors in homes. 


When customers want the finest, it pays 
to recommend the finest . . . Richards- Wilcox. 
R-W door hardware is a winner all along the 
line. It builds profits—and good will—for your 
business. 


For complete information on the 
complete R-W line write to: 


Richards-Wilcox Mfg. Co. 


“A HANGER FOR ANY DOOR THAT SLIDES” 





310 THIRD STREET, AURORA, ILLINOIS 





SO FEW PARTS DO SO MUCH 


KWIKSET’S “400” line 
lock parts are precision 
manufactured from brass 
stampings and pressure cast 
from Zamak No. 5, the 
exceptional zinc alloy that 
was developed after 20 years 


of metallurgical research. 


The dependability of these 


modern materials and 





methods has been proven 






by the more than 


18,000,000 KWIKSET 








locksets now in unconditionally 





guaranteed service. 


wikset 


LOCKSETS 





(400 LINE” \ LINE’ 


KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, their end 
uses differ, resulting in poor service if a substitu- 
tion is made. For instance, the three heavy 
welded chains in the middle above appear almost 
identical except for size. Yet one is designed for 
general service where great strength is not re- 
quired, one is for logging, while the third is for 
heavy duty service. 

The same thing applies to the weldless chains. 
Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain 
near the right side. One has only to keep some- 
thing from being lost; the other must carry 
weight and run over a pulley. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Canada: Dominion Chain Co., Ltd. 
Niagara Falls, Ontario 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


Alike in looks, yes— but that’s as far as it goes. 


Probably we can suffice by saying —“‘AMERICAN 
makes all basic chain patterns so you can sell the 
best (and most economical) chain for every use.” 


Check your stock. Mark down the items to be 
reordered—and—other items you are not stock- 
ing now so you can sell your customers the cor- 
rect chains for each of their requirements. Your 
AMERICAN CHAIN wholesaler stocks many pop- 
ular numbers. He can get any 
others for you. Write our 
York office if you don’t 
know his name. 










American 
Chain 
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Let's Keep Do-It- 
Yourself to Ourselves 


Probably the greatest activity in the current 
hardware merchandising scene is centered on the 
“do-it-yourself” market. 


The attention being focused on the homeowner 
market and on the home craftsman market by 
manufacturers, by articles in general magazines 
and by the current NRHA promotion is bound to 
have a beneficial effect on hardware store sales. 


A great many dollars are being put into this 
activity and it is important that every dealer 
capitalize on it in every manner possible. His 
store advertising, his store windows and his dis- 
plays should emphasize that the store is head- 
quarters for all do-it-yourself supplies. 


Several old time dealers wrote us recently and 
asked why was there all this excitement about do- 
it-yourself. What’s new about it, they asked us. 
The homeowner purchases of supplies for main- 
taining and improving his home has always been 
the real heart of the hardware business, in both 
suburban and farm areas, they pointed out. 


Well, that question is largely academic. New 
or old, this market has been given a new dress 
and new prominence and any hardware dealer 
who fails to tie in with this new activity in every 
manner possible, is missing an opportunity for 
more sales and may actually be weakening his 
own future sales potential. 


The homeowner, whether farmer or subur- 
banite, has always been a prime source of busi- 
ness for hardware stores in his purchases of 
tools and supplies for repairing and improving 
his home. This type of trade has always been a 
major producer of traffic in our stores. Whether 
it be a simple faucet repair, an elaborate paint- 
ing program, or supplies for some hobby project, 
the general acknowledgment that the hardware 
store is the natural source of such material has 
been responsible for much of the traffic develop- 
ing in these stores. 
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Just Among Ouseloes 


Informal Editorial Comments 


By W. A. Phair 


This traffic, when exposed to other merchan- 
dise through effective displays, is the key to a 
good, substantial hardware store volume. 


The current promotional emphasis on this old 
market in new guise and enlarged form, is bound 
to attract other retail outlets and to inspire 
efforts to cut into this trade. In fact, this is 
already happening. 


Specialty stores claiming to specialize in do-it- 
yourself supplies are already springing up. De- 
partment stores are setting up special depart- 
ments to cater to the homeowner who wants to 
do his own work around the house. This sort of 
thing always happens. 


How far this competition will cut into the 
hardware store business will depend upon how 
much effort our dealers will put into re-empha- 
sizing to the consumer their role in supplying 
the needs of the homeowner market. 


The size of the do-it-yourself market is tre- 
mendous. It is so large and has so many ramifi- 
cations that it has been impossible to measure in 
accurate fashion the true size and scope of the 
market. 


Events over the recent past, especially in the 
post-war years, have served to enlarge the scope 
of the homeowner market. The increase in home 
ownership; the high cost of labor have been 
factors. . 


The development of tools and equipment that 
simplify some home maintenance activities have 
enlarged the field by making it possible for 
women to do work that has previously been re- 
stricted to men. 


Equally important has been the amazing tech- 
nological advances of American industry which, 
through mass production and mass distribution 
methods, has made available to the average home- 
owner power tools and other powered equipment 
that previously have been accessible only to the 
professional craftsman. 


All these elements have combined to develop 
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this natural hardware store market to tremen- 
dous size. It is a market that is well worth pro- 
tecting by tying in with the current promo- 
tional activities that put the spotlight on the 
do-it-yourself idea. 


What About Hardware 
Distribution? 


Conditions in the distribution picture today 
are symptomatic of the more competitive condi- 
tions that all retailers, wholesalers and manufac- 
turers are facing. 


This disorganization of historic distribution 
channels is also finding reflection in a smaller 
degree in the hardware trade. 


Efforts to maintain sales volume are leading 
to the growth of some rather erratic policies, 
especially at the wholesale level. Discount houses 
are just a phase of this disturbance. 


Too many sources are being sold today, at 
dealer prices, that are not legitimate retail out- 
lets. Requests for purchases, at dealer prices, 
from “clubs” and unions are being filled without 
regard for what this does to the legitimate re- 
tailer. Too many factories are being sold mer- 
chandise as “industrial supplies” that have abso- 
lutely no connection with the operation of the 
plant. 


All of these practices tend to cut the ground 
from under the established dealer and he under- 
standably resents it. We can detect, in our con- 
versations with dealers and in our mail, a grow- 
ing resentment against such practices and the 
feeling that “something must be done about it.” 


One of the most difficult points to be under- 
stood by the dealer in considering these distribu- 
tion practices is that there is no law restricting 
to whom a distributor may sell. He can decide 
for himself whom he will sell. 


Conversely, there is no law requiring a dealer 
to buy from a particular distributor. 


In the past, the dealer-wholesaler relationship 
has been based on a mutual respect for each 
other’s business policies and reciprocity in their 
business relationships. But relationships built on 
these principles seem to be disappearing. 
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Just Among Ourselves «: 


informal editorial comments 


Certainly the dealer has not been blameless in 
this situation; but the wholesaler plays a major 
role. 


if ' 
Much of the present unhappy conflict in loyal- 


ties could be corrected by the reassertion of sell- 
ing policies; and adhering to them. If a whole- 
saler feels that his sales should not be restricted 
to any one type of outlet, he should be frank and 
say so. His frankness will not go unappreciated. 
But it is an extremely questionable practice 
to claim to serve only one type of trade, while 
undercover, with foreign trucks, etc., servicing 
other outlets. 


A policy of saying one thing, but doing an- 
other, fools nobody very long. This type of policy 
does more damage in the end than a policy of 
servicing several outlets and being honest in 
saying so. 


A great part of the economic stability of the 
hardware trade in the past has been due to the 
strong, healthy dealer-wholesaler relationship. 
Any action that would help re-establish that rela- 
tionship would be of immense value to the entire 
trade. 


What Do You Know ? 


Each mail brings us letters from dealers tell- 
ing us how they solved a specific problem, or ask- 
ing us how other dealers have handled a particu- 
lar problem. 


Many of the ideas contained in these letters 
lead to the helpful articles you read in HARDWARE 
AGE. 


This constant exchange of experiences with 
common problems helps vitalize the whole hard- 
ware trade. The total strength and influence of 
the trade is the aggregate strength of its indi- 
vidual members. As we help individual members 
do a better job, so do we help ourselves. 


We welcome hearing from any dealer who has 
developed a merchandising technique that might 
be helpful to other dealers. 


Write us a short note outlining some of your 
experiences that have proved especially success- 
ful. We’d be especially interested in reports of 
how you did a more profitable Christmas mer- 
chandising job. 
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Right or Left hand 


without change 


A Yatural for retail selling 


The ILCO “UNIVERSAL” 


There’s nothing complicated about this door closer. It’s ready for mounting, as is 
... works on right or left hand doors without change. And, because you don’t need to 
stock special right and left hand closers ... ILCO’S UNIVERSAL cuts your inventory 
problem in half. . 

CHECK THESE QUALITY FEATURES 


@ Extra powered helical coil spring @ Single valve provides dual speed control — 
@ Heavy, one-piece forged steel shaft designed one speed for closing — one for latching 
to eliminate breakage @ Precision-made « Rugged « Leak-proof 


And, remember ... for extra-heavy duty installations, you should stock and sell ILCO’S 
ball-bearing closer, the finest item in our door closer line. Ask your jobber to show you 
ILCO’S popular screen and storm door closers, too. 


The stuaighet Line to satisfied customens..,stesly profits 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


New Revenue Search May Force 
Rise in Corporate Tax Rate 


It now looks as if Congress must tackle a job it has 
ducked for years—revamping the tax base. 

Treasury officials are now studying about 40 tax 
proposals, including a Federal sales tax. But the 
White House has turned down the sales tax idea, im- 
plying that it would go along with proposals for new 
taxes at manufacturing levels. 

But retail groups won’t go along, spokesmen say. 
They are gathering ammunition to fight the manu- 
facturers’ excise if proposed. 

Their basic arguments will be that such a tax nearly 
doubles by the time it reaches their customers’ purses. 

However, the Government faces a $7 billion revenue 
drop next year even after counting a rise of $1.3 bil- 
lion in Social Security collections. 

Government economy drives can’t offset this loss 
largely because of fixed costs such as the $6 billion in- 
terest on public debt. Defense expenditures won’t 
drop more than $2 billion. 


OUTLOOK—Best bet, insiders now say, is 
for a new corporate rate of 50 pet instead of 
& the old 47.5 pet. Also for excises to be cut in 
half, but at the same time adding numerous 
items to the present list. 


President Reluctant to Reveal 
Labor Strategy Before January 


Labor union sniping at the White House over the 
proposed Taft-Hartley changes fails to draw return 
fire from President Eisenhower. 

Efforts to get the President to tip his hand on how 
the labor law should be rewritten, and to force a 
hurry-up announcement of his new choice as Secre- 
tary of Labor are drawing only blanks. Insiders be- 
lieve the Cabinet labor post will continue to remain 
vacant for several more weeks. 


Union officials are putting in plenty of overtime in 


10 


attempts to force a disclosure of Administration 
strategy as to Taft-Hartley revisions. But the White 
House is playing a tight-lipped game. 

Administration’s labor advisers got their fingers 
burned on August 3 when plans for rewriting the 
Taft-Hartley Law in 19 major respects were divulged 
on Capitol Hill. They see no reason for setting up 
ready targets for union marksmen to shoot at. 


OUTLOOK—President Eisenhower makes 
it clear that he will send to Congress in Janu 
ary—not before—his recommendations for 

> correcting a “number of defects” in the Taft- 
Hartley Law. Meanwhile, he’s not saying 
what he considers “defective” in the present 
law. 


Higher Benefits May Come From 
Proposed Social Security Change 


President Eisenhower’s request this year for broader 
Social Security coverage could prove valuable to those 
already within the Federal program. 

He asked that everybody now eligible for benefits 
be allowed to omit their three years of lowest earnings 
in figuring average earnings for the Social Security 
record. 

This is important for if the average is high, the 
retired person is in line for greater benefits. 

In addition, if Congress agrees to this portion of 
the President’s request, made too late for action this 
year, it may raise the three years to four to cover 1958. 

No certainty exists that the lawmakers will go along 
with the President’s program. Rep. Daniel A. Reed 
(R., N. Y.) submitted a bill carrying the White House 
plan, but Representative Reed did not back the mea- 
sure wholeheartedly. 

Reed’s powerful Ways and Means Committee may 
decide to draft and push through a new bill of its own 
next spring, after holding hearings on _ recom- 
mendations. 


(Continued on page 152) 
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The ability to do all things well, that so 

characterizes the triple threat star in football, 

is no better expressed in business than hy 
the manufacturer-jobber-dealer system of the 


independent hardware trade. 


We at Master are proud of our part in that 


system and will continue to carry the ball for it. 


Make sales faster with 


WER mw ETIGT es 





MASTER NO. 500 


A typical example of how 
Master “holds the line” on 
prices . . . laminated steel 
case construction... retail 
only 65¢! Ask your jobber. 





Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacturers 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 





Four Pruning Saws 
Four pruning saws have been 


added to this line of garden tools. 
No. 1 has 10-in. b!ade, 6% points; 





Sa i we 


No. 414, 14-in. blade, 6 points; No. 
8, 22-in. blade, 514 points; No. 14, 
14-in. blade, 7 points. Handles are 
hardwood in natural finish. Blades 
are of hardened, tempered steel. 
Henry Disston & Sons, Inc. 


For more data circle No. 1 on postcard, p. 165 


Bottle Storage Rack 


All-metal rack holds 12 quart- 
size or smaller bottles. Safety 
guard at rear of each depression 
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keeps bottles from sliding. Rack 
has metalized rust-proof coating. It 
is 1544x13x6%4 in., and fits into 
shallow cabinets or closets. Sug- 
gested retail price is $2.98. Ekco 
Products Co. 


For more data circle No. 2 on postcard, p. 165 


Home Plumbing Kit 

Nine different items are included 
in Hoco home plumbing kit for 
use by home owners in making 
common repairs. Illustrated  in- 


struction booklet is included. Pack- 
age has acetate cover to increase 
Kit contains toilet 
ball guide 


display value. 


tank ball; tank rod; 





faucet, ballecock, faucet top and 
garden hose washers; basin and 
bath stoppers; and closet seat bum- 
pers. H. O. Canfield Plumbing Sup- 
ply Co. 


For more data circle No. 3 on postcard, p. 165 


Plastic Weatherstrip 


Weatherstripping made of wool 
pile in a plastic base is offered for 
door, window, screen, and store win- 
dow installations. Color-matching 


tacks are provided. Installation is 
done with hammer and scissors. 
“Adjusto-Seal” is available in bulk 





or in 17-ft. package reel. Price is 
approximately 10¢ per ft. Schlegel 
Mfg. Co. 


For more data circle No. 4 on postcard, p. 165 


Kitchen Starter Set 


Farberware kitchen starter set 
has 13 pieces: 7, 8% and 10% in. 
fry pans, Dutch oven, and 1, 2, 
3 and 4-qt saucepans with covers, 
all individually packaged in a mas- 
ter carton. Switching cover of 
Dutch oven to large fry pan creates 
chicken fryer, and covers of 2 and 
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4-qt saucer 
fry pans. 1 
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Dutch oven 
All items a 
less steel. | 
for approxi 
set, appro 
slightly hig 
issippi. S. 
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Want more information on these 
products? Then use free post 
card on Page 169. 











in hardware merchandise... 


FOR THE HARDWARE DEALER 


ti is 7 . 
con 4-qt saucepans fit 7 and 8% in. tinued because of a postwar short- 
~ bulk fry pans. Ten-piece starter set is age of chrome. Solid copper kettle 








also available; it does not have 
Dutch oven and 10% in. fry pan. 
All items are aluminum-clad stain- 
less steel. Set of 13 pieces retails 
for approximately $57.95; 10-piece 
set, approximately $36.75, both 
slightly higher West of the Miss- 
issippi. S. W. Farber, Inc. 


For more data circle No. 5 on postcard, p. 165 


Christmas Gift Stocking 
Colorful, plastic Christmas Gift 

Stocking, No. 553-X, contains new- 

ly designed, all chrome, precision- 





is chrome-plated and has cane- 





TO HELP YOU 


SELL 





AND OTHER DEALER 
SALES Bees 





Kitchen Utensil Display 


Self-selling display is offered 
with assortment consisting of 1 doz 
Junior can openers; 1 doz Top 
Off bottle and jar openers; 1 doz 
bottle openers; 2 doz Tu Ways; 
six No. 0 egg beaters; six No. 2 
egg beaters, and six No. 77M can 





rice is Edlu d wut 78-64) 
hlegel wrapped handle. Kettle will sell n wer] 
for $3.95. Revere Copper & Brass, OA ane 
1, p. 165 Fue. > ad ie — sa 
For more data circle No. 7 on postcard, p. 165 > =f 
er set Weather Strip 
Y, in. This casement window weather 
i. Z strip slips over window frame and 
overs, snaps into place permanently with- 
, mas- 
or of 
reates 
2 and openers. Retail value of assortment 
is approximately $72.50; dealer’s 
cost is $36.25. Display is adjust- 
= : able as to price tickets and wire 
ace ce ag bracket which holds merchandise, 
eek ts candied ao Gut cetinn so different display can be arranged 
: : after original merchandise is used. 
can be hung up for display. Retail, Edlund Co 
e $1.98. Burgess Battery Co. For mee Paxagrere No. 8 on postcard, p. 165 
For more data circle No. 6 on postcard, p. 165 


1953 





Whistling Tea Kettle 

This whistling tea kettle, of 2- 
qt. capacity, is again being pro- 
duced after having been discon- 
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(Continued on page 162) 





Pipe Fitting Display 
Pipe fittings have been arranged 
in buying guide display unit for 
use on counter, or on islands or 
(Continued on page 190) 
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ALL RETAIL 
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1953 - 
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adjusted) 
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- (in billions) 
Source: U. 8S. Dept. of Commerce 








Late Summer Sales 
Sustained By High 
Wages, Peak Employment 


With two million more people 
working in late summer than at 
the same time a year ago it was 
not surprising that latest avail- 
able reports show retail sales con- 
tinuing at the same high level. 

Consumer purchasing in August 
remained strong despite a marked 
seasonal decline in new automobile 
sales. Appliance and furniture out- 
lets also shared a modest decline 
with automobile salesrooms. 

Not only are there more workers, 
at higher wages than a year ago, 
but actual buying power has been 
advancing faster than the cost of 
living, with the result that wage 


earners have increased’ buying 
power. 
Business inventories failed to 


show the usual seasonal decline 
in July. There had, however, been 
some cutback in appliance out- 
put. 

While the book value of inven- 
tories increased an estimated $609 
million, after seasonal adjustment, 
in July, half of the rise was charged 
to higher replacement costs. The 
physical volume was actually well 
below the high second quarter. 

While the extreme hot weather 


14 



































> Fall Selling Prospects Good 


> Sales in Most Cities Higher 


> Inventories in Better Balance 


of late August had an adverse ef- 
fect on many lines of trade, hard- 
ware stores generally got an extra 
sales spurt in lawn and garden 
items, fans, circulators, sports 
equipment and picnic supplies. 
Unadjusted retail hardware sales 
in August rose an estimated 4 pct 
above the like month in 1952. 





Fall Retail Trade 
Shows Improvement 


Fall retail sales are picking up, 
promising a brisk fall business and 
good returns for all concerned, a 
survey of leading chains and de- 
partment stores shows. 


Federated Department stores, a 
leading chain, reports it expects a 
big sales gain for September. 

Allied Stores, the nation’s larg- 
est chain in dollar volume terms, 
reports its sales picked up sharply 
in the latter half of September. It 
expects the month’s volume to top 
September, 1952, by 4 pct. 

A large Chicago mail order 
house reports its business slumped 
below last year in the early part 
of September, but notes a pickup 
in sales in the middle part of Sep- 
tember. A national dry goods 
chain reports a 5 pct sales boost 
over September, 1952. 





Retail Store Sales 
6% Higher in August 

Total retail sales of all retail 
stores in August amounted to $14.2 
billion, nearly 6 pct above a year 
ago, reports the Dept. of Commerce. 
After adjusting for seasonal fac- 
tors, though, the department finds 
that sales were down about 2 pct 
from July. 

Overall retail sales, reports the 
department, approximated 70 pct 
of disposable income in the last few 
years. Durable goods store sales 
this year accounted for about 
25 pet of disposable income—up 
slightly from last year. 

Sales of nondurable goods stores 
currently account for 45 pct of dis- 
posable income, about the same as 
prior to the war. 


Says Consumers Can 
Offset Federal Cuts 


The answer to fears of a reces- 
sion, production cutbacks and a 
falling off of defense business is 
a “hard-hitting” selling job by 
business, says Melvin H. Baker. 
chairman of National Gypsum Co. 

Speaking before a panel of econo- 
mists assembled by National In- 


(Continued on page 226) 
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Emphasize this point when you sell... 


rushes with Du Pont Nylon Bristles 


0a smooth job 





SS 


a 





And here are five more good reasons why your 
best brush sellers have Du Pont nylon bristles: 


LONG, FINE TIPS. Filaments of Du Pont nylon 
that have long, thin, slightly curled tips mean 
excellent paint pickup and flow. 


RIGHT FOR ALL PAINTS. Brushes with Du Pont 
nylon bristles are ideal for all paints — including 
caseins and the new rubber-base paints. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 


BRISTLES WON'T BREAK OFF. Nyicn is tough 
and durable. Bristles won’t break off to mar work. 


LONG-LASTING. Nylon outlasts other type bris- 


tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 
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Yes, brushes with DuPont nylon bristles do smooth 
work every time. Be sure to make a point of this fact 
whenever you’re selling a brush—and see how it pays 
off in extra sales. And explain the reason: it’s because 
nylon bristles don’t cut through paint film. They flow 
the paint uniformly ... lay down a smooth, even coat. 
Talk up this important feature for bigger brush profits, 

Brushes with Du Pont nylon bristles are made in all 
types and sizes by leading brush manufacturers. Always 
keep a full stock on hand. 


Point out the name 





BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 
15 





























ALL NEW from shaft to shell, this G-E motor was designed for ALL-ANGLE operation in every model is x NEW A 
industry, is now available to consumers for the first time. possible by the new bearing design shown beld 


NEVER BEFORE... 


counter or 


a motor like this all-new G-E motor! 


Now, get a bigger share of the immense shop, farm and home 
motor business by selling the completely new G-E Utility Motor. F ‘pigaoh 
It packs more power per pound — it’s smaller, lighter, easier to / pense big 
handle and use! Its new blue-grey enamel finish and eye-pleasing hii ’ Wick deposits ments in ti 
design attract buyers. It’s completely versatile — use it shaft up, oil on shaft first order 
down or at any angle — it will maintain the right lubrication and pall attract 
no oil leakage! More than 11,000,000 home workshop owners will 
want this all-new G-E Utility Motor, available in %, ¥, 2, %, and 1- 
horsepower models. Stock up now! Section 674-165, General Electric sea 
Company, Schenectady 5, N. Y. Ta! Y TM sees: ual 


Gou COR pul pow confidence wn felt wicking 
GENERAL @ ELECTRIC 








shown beld 


Wick deposits 
oil on shaft 


100% wool 
felt wicking 


leakage 















MOUNTS 
WITH SHAFT 


* UP. DOWNE 
“~ ANY © 
ANGLE e 














NEW ANIMATED DISPLAY sells, sells, sells! Use it in window, on FAMOUS G-E “SILENT SALESMAN” 


counter or on top of famous G-E “silent motor salesman,” shown at right. sells G-E motors in thousands of stores! 


NEVER BEFORE... 


merchandising like this to help you sell! 


When you sell G-E Utility Motors, you are backed up by the NATICNAL ADVERTISING pre-sells G-E motors for you 


world’s biggest motor manufacturer. Millions read G-E advertise- he mageee snes Sy your Sew entened 


ments in their favorite magazines. FREE of extra cost with your 
first order of the all-new G-E motors, the animated display above po. 4 
will attract more customers. The famous 17-inch-square chrome-and- >. 
steel G-E “silent motor salesman” is still available at moderate cost. 
FREE 16-page booklet also available, tells your customers how 
to pick the right motor. Other FREE promotional aids available. 
Stock G-E Utility Motors now! Contact your local G-E distributor or 
write Section 674-165, General Electric Co., Schenectady 5, N. Y. 


Gou can foul foe confidence mn — 
GENERAL @@ ELECTRIC 
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a A 








a size for every customer need! 


ee 
£ 


6 iw 
— % _ 
(pronounced ‘‘MIGHTY”’) 


THREAD CUTTING 


1 GAL. CANS 1 QT. CANS 1 PT. CANS 2 PT. CANS 


3 in a carton 12 in a carton 12 in a carton 12 in a carton 
Shipping Weight 28 Ibs. Shipping Weight 30 Ibs. Shipping Weight 16 Ibs. Shipping Weight 8 Ibs. 


For hand tools and power pipe machines 


Lithographed cans . .. No paper labels to tear or soil! 


SEE YOUR JOBBER 


jouN SUNSHINE CHEMICAL co., inc. 


600-602-604 W.Lake Street © Chicago 6, Illinois 


MAKE YOUR PIPE CONNECTIONS LEAK-PROOF 
WITH MITEE PIPE JOINT COMPOUND 


HARDWARE AGE, OCTOBER 15, 1953 








TO HARDWARE SS 
DEALERS EVERYWHERE IES 
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NOW ...TWO PROFIT-MAKING 
PREMIUM PROMOTIONS 


10 and ‘20 
MERCHANDISE 
CERTIFICATES | 


[folme[ol¥] 0) [Ma ol! am oleh -1 am colo) ME Yo] (19 




































Promotion fofall 


Thi 


SKIL ADDS AMAZING DRILL KIT DEAL 
TO SENSATIONAL SAW CAMPAIGN! 















FREE $10 Gift Merchandise 
Certificate to Every Customer 
Who Buys a SKIL Home Shop 
Drill Kit in Your Store! 
Worth $10 on the pur- 
chase of a SKIL Home Shop 
Bench Grinder—a ‘“‘must”’ 
for every homeowner’s shop! 






The SK 
big nati 
mium v 
again a 
Decemb 
Nothing extra for you to stock 
—no inventory problem—no 
paper work! SKIL handles all 


the details! 





1 


FREE $20 Gift Merchandise 
Certificate to Every Customer 
Who Buys a SKIL Home Shop 
or Homebuilder’s Saw in Your 


Store! “ 
Worth $20 on the pur- 
chase of a SKIL Saw Table 


and Sander-Shaper Kit... 
and all-purpose combina- 
tion tool set-up. 












Merchandise Certificate 


all and Christmas Sales 


This year—double your tool business 








with premiums for profit! 





d we're bombarding 


ers 
87,000,000 gble-to-buy ~~ 
“with these premium © er 7 
i r 
planketing every home in You | 
right where your prospec 


The SKIL Premium Offer is Pre-Sold for You! Ten 
big national magazines pound home the SKIL pre- 
mium value story to 82,000,000 magazine readers 
again and again all during October, November, 
December! 


And we've added “‘LIFE’’ for the 
biggest blast of all! 


There's sales power plus 
behind your secret weapons! 








* Tool Sales are what you want! 
* Tool Sales are what you get! 
¢ And Tool Sales give you big profits! 


Plus! ... Local 
Newspaper Supple- 
ments to Deliver a 
“Sunday Bombshell” 
in Your Market, in 
Your Neighborhood 
Among Your Cus- 
tomers! 




















































YOUR PO 


2 TOOLS TO STEP UP 
ER TOOL PROFITS 


You'll Never Miss a Sale SKIL—the biggest, best-accepted 


Because SKIL Gives You a 


Tool ...in a Price Range... line of tools in the Home Shop field! 


for Every Buyer! 






































Model 587 
Y%" Drill Kit—$26.95 
De Luxe 595 —$44.95 














’ 
Model 516 Model 586 Model 565 Model 686 Model 687 Model 698 
| 6” Saw—$43.95 6” Saw—$59.50 8% ” Saw—$77.50 6” Saw—$69.50 7%" Saw—$79.50 8%” Saw—$89.50 Saw Tables 
$33.95 for 6° Saws 
| $39.95 for 7%" 
| and 8% ° Saws 
\ 
| 
ib>tve 
| 
} x ~~. 
| mages 4 \ ei) 
ee Bx ; . 
i Sax. 999 Le / yh 
* * 606 =. / 
Model 518 Model 522 unin 
%" Dritl—$22.95 * Drill—$42.95 ws 
Sander and Shaper Kit with hex-key chuck wt hex- a7 ant 6” Sander- _ f 
$19.25 and $19.75 Model 549 with lodel 542 with ~$39 Model 582 é Bench Stands W | 
geared chuck—$24.95 out —_ $44.95 Power Chest—$54.95 $12.25 for %° drill 


$18.50 for % ° drill 





Model 52 
2%" Belt Sander—$68.00 


All prices subject to change without notice 





PORTABLE 


Made only by SKIL Corporation 
formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 









Model 578 
Oscillating Sander 


TOOLS 







-$64.50 


Mail coupon and call your SKIL Wholesaler— today! 


CL 


Model 676 
3” Plane—$139.50 







Model 512 
Trimmer—$44.95 
(incl. excise tax) 


Pees eee SS See ae 


SKIL Corporation 

5033 Elston Avenuve—Chicago 30, Illinois 

Please send me FREE newspaper ad mat folder, window 
banners and window spots, catalog sheets and full it 
formation on SKIL's “Secret Weapon" Campaign. 








Name —— 
Street — 
City State —— 


























I 
€ 
I 
t 
r 
a 
t 
8 
\ 


s 
- 
} 
a 


HARDWA 











ITS 





del 512 
ner—$44.95 
excise tax) 





Ider, window 
s and full ir 
paign. 












HERE’S HOW IT KEEPS 
SAWDUST OUT OF CUT 


a” wee 


SIMONDS 
“Stand- All 


(PATENT APPLIED FOR) 


Here is the biggest advance in saw bit design in many years 
— the first to prove successful for all year sawing, 
especially in frozen timber. A new sales leader for you! 
Designed to break up the sawdust and deflect it away from 
the swage of the shank or holder, this new type bit greatly 
reduces shank wear, helps expel the sawdust more effectively 
and, most important, prevents sawdust from slipping past 
the shank and spilling into the cut. So friction is reduced, 
saw runs freer and cooler, and saw tension remains more constant. 
With “Stand-All” Bits, saws will take full feed without 
“snaking” or dodging knots. Leading due to tough bark in 
sapling pine is eliminated. Smoother, 

straighter cuts are assured in all kinds of timber. 

Most popular kerf sizes in Styles B, F & D and No. 2}, 3, 
3% and 4% are now available. Order today! 


SIMONDS 


| SAW AND STEEL CO. 


— 





Factory Branches in Boston, Chicage, San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Quebec. Simonds Division: Simonds Steel Mill, Lockport, N. ¥ 
Simonds Abrasive Ce., Phila., Pa., Meridian, Miss., and Arvida, Que., Canada 


HARDWARE AGE, OCTOBER 15, 1953 


Sell this NEW 















GET A LARGER SHARE OF THE “DO-IT-YOURSELF” MARKET 
Superior "RIGID-BILT” WORK BENCHES 


Most work benches cost more—but none are built better! Legs are one solid piece 
made of heavy gauge steel. Brackets and steel cross bars, for top and shelf, are 
securely bolied, eliminating vibration. Top is heavy hardwood, tongued and grooved, 
each piece glued together as one solid piece. Natural wood preservative finish. 
Handy tool rack has 





















graduated slots for SPECIFICATIONS 

holding screwdriver, Werk 

hammers, etc. Shelf | Model Surface Height Thickness 
can be adjusted to | 3236-20-8 20''x36" 32" ‘a 
various heights; back | 3248-22-8 22"x48" 32” ” 

and side aprons pre- | 3348-22-16 22"x48" 33" 1%" 
vent articles from | 3360-22-16 22"'x60" 33" 14" 
falling off. Available | 3460-22-25 § 22'x60" 34" 12" 
in 5 different sizes. 





THERE'S A WHALE OF A CHRISTMAS MARKET FOR 
SUPERIOR BENCHES, STANDS and STEEL LEGS 













































Superior HEAVY DUTY STEEL LEGS 


THEY'RE PRACTICAL—With Superior legs you can make stands, 
benches and tables into any length or width and any desired 
height from 20” to 32”. Four legs in set, including two 
brackets for each leg for top and shelf mounting, together 
with nuts and bolts. 





THEY'RE STRONG—Made of heavy gauge steel. Will support 
a quarter of a ton . . . strong enough for factory assembly or 
work benches! 5/16” holes for fastening to floor. 











THEY'RE INEXPENSIVE—Far less costly than buying wood and 
cutting it to fit per- 
fectly for a work SPECINCATIONS Set 
bench. Not every- Model Length List Price 
1420 20" $5.95 

, 1428 28" 6.95 
everyone can afford | 1439 30" 7.45 
Superior legs and | 4432 32" 7.95 
“do it yourself.” 


































SUPERIOR POWER TOOL STANDS 


with machine grey 


er inish. ‘ ne atin 
enomel fin cked in © Lower list prices than any yet offered in the marke 
_ Comes knocked ha hare and =e heavier and more rigid than conventional types! Power 


tools mounted on a wooden base are 4 ways better: 1) 
less vibration; 2) less noise in operation; 3) hold firmer 
te wood than steel; 4) tool and stand become practically 
one unit. Made of solid hardwood top 114°’ thick—shelf 
for motor mounting 1°’ thick. Heavy gauge steel legs firmly 
fastened to top. 


corton with voles drilled for top 
brockets. NS 
spEciFICATIO 
Size pe te 25” 
Model ] x . 
mego-1e 90° * '? Ui price 


Ww nt 4 $14.95 29" 
igh 33 30” x 18” x ts @ Top and shelf completely machined—corners rounded 
209019 46, $16. © Ail holes drilled and countersunk 

















@ Bolts and nuts included for quick assembly. 
See your jobber — he stocks our line. If not, contact us direct. 


SUPERIOR PRESSED STEEL COMPANY 


Manufacturers of pressed and stamped steel products for over 25 years 
3 Maitland St. Boston 15, Mass. 
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Fast-selling Christmas packages 
of World Famous 


and RIEAID Stillson 


PIPE WRENCHES 


Tops in the kind of practical gift people 
are always looking for! A fine chance 
to boost your holiday gift business. 









e No. XR3—1 each 8”, 10” 
Thousands of these Christmas packaged par pl hentes 


sets have been sold—the hardware stores No. XS3—1 each 8”, 10” and 
served by one wholesaler alone sold 14” Rima Stillsons t 
over 3000 sets in one holiday season. r | 


RegularRIZ&ID Wrenches andRIEAID 
Stillsons, all factory tested. Regular prices, 
no charge for Christmas packaging. 
Order from your Supply House now — 
don't miss this profitable gift business. 


No. XS14—1 each 10” and 
14” rime Stillsons 
No. XR14—1 each 10” and 
14” rime Wrenches 
No. XR2—1 each 8” and 10” rime Wrenches 
me No. XS2—1 each 8” and 10” rimmup Stillsoné | 
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am, 

2 You needed it 
dream come tr 
carton that loo 

If you are located in either of these thriving areas, Developed by 
you are being serviced with of drill use anc 

e kin . lif 

Sharon Refillable Assortments essen 
packed drills o 


made to sell o/ 
or SOUTHERN NEW JERSEY? 

other stores sel 

self-selling pac 

steady and im, 


through Sharon Service Units operated by 


OAKFORD SALES COMPANY 


OAKFORD, PENNSYLVANIA 


Oakford is yet another top grade concern joining with Sharon 
to give you service with a capital S. The entire refillable line of 67 
Sharon Fastener Assortments is now no farther away than your 
own door, for Joe Massa of Oakford drives right up with 
more than |,000 sets of the most-wanted nuts, bolts 
and screws . . . making available a complete 
fastener department at amazingly small 
investment without any inventory 
problem. Ask Odakford about 
the Sharon plan! 














STACK-I 
DRILLS | 


202-216 PURCHASE ST. — BOSTON 10, MASS. SALES 4 





Sharon Assortments Mean Compact Packing... Large Selection... Small Investment — 


from the 
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INDIVIDUAL drill packaging 
ot mo increase in price! 





NOW FOR THE FIRST TIME IN DRILL HISTORY CONTINENTAL Certified 
A COMPLETE LINE OF FIRST QUALITY, HIGH-SPEED HIGHSPEED 
DRILLS (29 sizes) THAT ARE MERCHANDISED FOR fD DRILL 

QUICK SALES ON YOUR COUNTER... 4 


You needed it for the longest time—packaged drills that's pile NS a 
made to sell one-at-a-time! It's here now, the merchandising man’s KL aid 
dream come true! It's called PERMA-CASE! Not another box or NO MORE 
carton that looks like hundreds of other products you and CUT FINGERS 
other stores sell. But something that’s practical—useful—permanent! Press down on 
Developed by drill merchandisers—men who know the problems shank— point 
of drill use and selling—PERMA-CASE is the perfect end stands up! 
self-selling package for today’s display counters. Perma-Case 

packing simplifies your whole problem of display and selling. 

Your customer finds the exact size he wants quickly. Perma-Case 

packed drills are ready now to boom your drill sales into 

steady and important profits. 





SELL PERMA-CASE PACKED 
DRILLS AND SETS AT THE SAME PRICE 
AS BULK DRILL STOCK... 


We've increased the value and saleability of 
your Continental Drills—but we didn't increase the 
price! Now you can feature Continental Drills 

as the foremost quality and value drill line in 
America today. 


NO! Each Perma-Case is molded of sturdy Vinylite. 


NO! Each Perma-Case will be used and reused con- 
stantly as a permanent holder for each individual 
drill size. 


NO! Perma-Cases are compact. They stack neatly 
on your counter. 


- 
—s YES! Selling of single drills are BIG BUSINESS! With 


ae Perma-Cases you stock, merchandise and sell a com- 
plete line of drills to fit every need. 








Write for New 1954 Catalogue 
STACK-UP A COMPLETE LINE OF PERMA-CASE 


ALF 
DRILLS ON YOUR COUNTER—AND YOUR ae CONTINENTAL 
SALES ARE IN FOR A / 

BOOM: DRILL CORPORATION 


Another Merchandising FIRST... : ROR. 80 widen 
from the Fastest Growing Drill Line in America! ae Oa © ' o_o - 
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UTICA 




























| FULL FORGED RIBS 
CAN TAKE IT! 
AND HERE'S WHY: 


CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 








' —S———SSS—SS=—aHaaHHHSSS===——S= 
STRON BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF RIBS 











EACH RIB SHARES THE SINEW-LIKE 


STRENGTH OF THE ENTIRE JOINT MEMBER 





Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 
sinew-like strength of the entire joint. There is 



















ADLAM TOOL & SUPPLY CO., LTD., MONTREAL 








28 


Ri 





UTICA 4, NEW YORK GORPORATION 


NEW 
_ ARMRE 


Pliers + 507-10 


With FOXGED rib-joint 
for added strength 
exactly where you need it. 





See us at the National Hardware Show 
Booth Nos. 37, 38 and 39 


no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Unica quality. 





AND TOOL 


"Utica Tools" are Trade Marks Reg. U.S. Pet. Off 
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“UTICA” (When referring to the line of hand tools) ond 
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COMBINATION SAW 
RENRY DISS mc. 


TON 4 
PHILADELPHIA.USA 





Why should you stock the 
Disston line of circular saws? 
That’s easy. They make your 
selling faster and easier. 
Customers believe in Disston 
quality . . . know that the Disston 
trademark means superior steel, 


— precision grinding, painstaking inspection. 


Tell your customers that Disston 
makes a complete line with all sizes, 
for all makes of portable electric saws 
and bench saws. Explain that a 


soy circular saw cuts smooth, stays DISSTON Deluxe Circ 

sharp, runs true. Each saw is guaranteed 

by Disston to give satisfaction. a + a gp ; 
or @ encn saws:' 


’ ° . . 
are Show There’s good retail business in the Disston’s saw experts have worked for years d 
39 huge, increasing use of portable blades for leading bench and portable elect; 
: . Disston always has an edge when it comes to e 
electric saws. Get your share by stocking ship. A good example is the new Combing 
: . Disston to meet the demand for a combinat 

method Disston circular saw blades. Order them cn dhan...cieg deena. ae 


from your hardware wholesaler today! motors. Made with various shapes of cente 
hand saws and round center holes for 






PORTABLE ELECTRIC 
SAW BLADE NO. 5-128 
Te AOE WHA FET BH Saw ACHES 
NO IT7AND IRF Om OTHEM MAC HES 

PE OMRING OL AOER OF Lent Orne 






































ok, one 


a wee eee eee + OTHER DISSTON PROFIT MAKERS 















Disston Dado The Disston wood turning Disston Deluxe hardened 
Heads are made chisel set, consisting of band saws for wood or \ 
of high carbon 8 fully polished chisels, metal are made for H 








virtually all home- 
workshop machines. ry 
Supplied set, satpened i 
and joined ready for i} 
immediate use. 


offers the very finest for 
professional or home 
craftsman use. Made of 
high carbon steel, 
hardened to take and hold 
the keenest cutting edge. 


steel, hardened to 
take and hold 

the keenest 
cutting edge. 


















| tools) end 
Pat, Of. 
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DISPOSABLE FUEL TANK 


A really fine tool of superior quality ... e Has wide-range positive-control flame 
complete with all-brass burner and fittings. adjustment for varying job requirements. 


Lights instantly ... is handy, clean, easy e Compact in size... fits conveniently in 


to use. 
A year-round seller . . . ideal for solder- 
ing, light brazing, many other uses in the 
home, at the shop, for hobbycraft 
work, etc. 

No filling required ... entire fuel tank 
is replaced as needed (which means 


tool box or pocket. 

Operates within a wide range of tem- 
peratures ... burns in any position. 
Complete with pressure relief valve. 
Special accessories available (as illus- 
trated below) to do more jobs... 
easier, better, faster. 


steady repeat business for you). e@ Tested, sales-proved merchandising aids 
I.C.C. approved heavy-gauge large-dia- free on request... display cards, win- 
meter tank designed for greater stability, dow streamers, newspaper ad mats, 
easier handling. / electros, etc. 


$695 Display Packaged / 


As illustrated, every Turner No. LP500 
Torch comes individually packaged in 
COMPLETE bright red and blue die-cut counter Vv 24 Car 
a 
REPLACEMENT FUEL TANK 


12 Asso 
Brushes, 





display box at no extra charge to you. Vv 18 Ree 
Eye-catching . . . informative (tells a . > i She 
complete sales story) ... a “natural” 
for effective counter merchandising V 15 Ox 
either singly or in mass display. 





hens Cie Pts = sic ahs 


RKS - SYCAMORE, ILLINOIS - SINCE 1871 
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SELL THE SUPER MARKET WAY 


AT A GLANCE YOUR CUSTOMER SEES 
THE BRUSH, SIZES & PRICES A BIG 


DEAL! 
prusHes 247 
YIELD > 175-99 


YOUR 
cost 7° 65-°° 





PROFIT” 5 0. 


WITH 


EY NAS el yh 


(On this deal only) 


HERE IS WHAT THE YOU CANT 


| , é GO WRONG! 
<S)|0=. Self Sewice Catinet . 
o CONTAINS... The CABINET 


Made of Strong Plywood Frame, 
covered with attractive Green 
Leatherette, with Plastic - Glass 


Lift-up Action Cover. Size 1512” 
V 24 Camel Hair Water Color / 24 Red Sable Water Color wide, 15%” high, “12%” deep. 


V 18 Red Sable Round V 22 Flat Sablene One Stroke init ' 
Showcard V 12 Camel Hair Sword Shipping Weight Approx. 12 Ibs. 


V 15 Oxhair Si it Stripers 
v 24 Round Red Sable Oil 24 Flat Red Sable Brights MAIL COUPON TODAY! 
is rtist 


Vv 24 White Bristle Round \ 24 Camel Hair Round 
Marking Marking 1.940 EIGHTH AVENUE Dept. H-1015 


V 24 White Bristle Flat V 12 White Bristle Angular See Vas ey HS. 
Artist Fresco (NOTE: As orders are exceeding our current facilities, 


* Refills are available on Complete Cards or in Bulk ee ee 


SOLO-HORTON BRUSH CO. INC. 


940 EIGHTH AVENUE + NEW YORK 19,N. Y. 
‘Americas Most Complete Line- 
Ouer 7500 Different Brushes” 
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12 Assortments of best selling Artist and Signwriter 
Brushes, mounted with Elastic Sewing on strong attractive 
Display Cards. 


Please ship No. A-6500 Self-Service Display Cabinets @ 


Pew www www ee ew ee 
































With L-O-F Window Glass... 





Mr. Steve Vesha of New Deal Hardware, Cleveland, Ohio, showing 
Y," strip he has just trimmed off a piece of L-O-F window glass. 


It’s easier to trim an edge! 


You'll Trim Your Waste, Too! 

L-O‘F is easier to cut into big pieces or little pieces. 

It's easier to cut angled or curved pieces. You can 

even cut off a narrow strip with a light, easy stroke, , 
as illustrated above. 

L:O'F cuts easier because it’s annealed more 
slowly, more patiently. That makes it less brittle— 
so it’s a safer buy for your customers, too. 

In a recent survey, 30 dealers in different parts of 
the country were asked to take a “Blindfold Test’. 
They test-cut four well-known -brands of single- 
strength window glass—the labels had been re- 
moved and the brands were identified only by the 
letters A, B, C, D or W, X, Y, Z. 28 of the dealers 
picked L-O-F as the easiest to cut—no matter how 
they cut the glass, or in what order! 


SD EES ED ED ED GES ED GED ES EE NI I waaay 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 


[ 
| | 
| Cut L-O'F first, last, or in-between the other | 
| brands. Run any kind of a cut you want. You'll | 
| see why you have fewer bad cuts, less waste and | 
| more profit with L:O-F. | 
Call your nearest L-O-F Distributor. These 
| rs | 
| local businessmen are listed under ‘‘Glass”’ in | 
i the yellow pages of phone books in many prin- 
| cipal cities throughout the country. 
And send for your free copy of our booklet, | 
I For Greater Profits in Window Glass. Write Libbey: | 
I Owens‘Ford Glass Company, 67103 Nicholas | 
pan) 
! Building, Toledo 3, Ohio. 7 
I. J 


es LIBBEY: OWENS: FORD the casy-to-cut WINDOW GLASS 
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THE QUALITY THAT NP. 
MEANS REPEAT SALES! S% 


PLASTI-GLAZE 


America’s Leading Glazing Compound 











THE T WHITE GLAZING COMPOUND — easier to 
paint and clean-looking if unpainted. Plasti- 
Glaze is ready for oil-base paint immediately 
after application. No bleeding — ideal for 
| filling nail holes. 


ALWATS READY TO USE=needs no mixing or thinning. 
Plasti-Glaze stays fresh, smooth working, non- 
crumbling throughout —-DOES NOT HARDEN 
OR SETTLE in the can. Superior shelf-life 


saves inventory losses. 
ibe, shout Available in all ; from fast-selling 
one pound cans 00 pound drums 


ow glass. THE ab-Punpose GLAZING COMPOUND — excellent for contractor 


for primed or unprimed wood, steel or alu- You'll like the a oe 
minum sash. Plasti-Glaze STAYS ELASTIC — play cartons shippec with twenty-four 
a perfect, permanent bond that resists one pound cans. 

weather, vibration and time. 


...in collapsiblffubes, spouted or 
+. anajher money-maker! 
unspouted ridges, quart or 


gallon can 


} 
l 
4 


... eye-stopping@iellow and blue 


labels. 


. shipped in ractive counter 


A low cost, white caulking rn FF display. 


household use only. 
Write today for generous FREE SA 2a 
| PLASTI-GLAZE ona STATON 


Detroit + Chicago 
- Jersey City ° 


THT Tit) —_ 
PLASTIC PRODUCTS COMPANY (225. 
General Offices and Laboratories masts HE 


6461 GEORGIA AVENUE DETROIT 11, 











MICS AS Outland, Calif. 
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THE WIZARDS WITH WOOD | 
Are wondrous wise A 
They know it Pays to Advertise 

| no scads of Ads electrify 
\Your customers who eye-and BUY 











Big demand for natural wood finishes, sells 


SATINLAC 


te The big modern style 
trend is for light 
SATINLAC | natural wood fin- 
cs a ishes — on furniture, 
'f, wood panelling an 
woodwork. en 
customers ask for 


S , what to use, you ll 
make friends by re- { 
commending SATINLAC. It brings = | 


out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 


/ Th 





















r avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in ¥ 
20 minutes, ready for next coat in 3 | = | 
- 








or 4 hours. 


In pints, quarts, gallons, drums. 
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FIRZITE? 
L Order from your wholesaler 





Win 
¢7 





~ here’s how YOU profit DIRECTLY 
rom our ads in Saturday Evening Find 

Post and 29 other magazines: we 

a refer ALL inquiries to our registered 

lealers, give them literature and store 
‘a signs besides. If YOU stock Weldwood ME 

ee a Firzite and Satinlac, write us today 

we'll refer nearby inquiries direct to you. 


UNITED STATES PLYWO 
OD CORPORA 
Dept. 264 55 West 44th St., New York ~ery : 
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BUY 


wholesaler 


RECTLY 
Evening 
nes: we 
gistered 
nd store 
'Idwood 
is today 
to you. 
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MAKE YOUR PROFIT! 


Line Up With Either or Both of 
These Customized Paint Color Systems 
-eeBy Martin-Senour 








FLAT ENAMEL 





Heu-Tene Customized 
Color System 


Famous M-S 
Tube Deal 





% Color added to white and grayed 
bases . 

% 144 colors in flat-enamel, satin 
finish and full gloss enamel for 
interiors 

% PLUS—48 exterior colors 

% Puts you in the color business in 
a Big Way with minimum stock in- 
vestment for maximum turnover 
and profit 


% Color added to color 


% 144 completely different interior 
colors in flat-enamel 


% Package color quickly converted 
to deep tones or delicate pastels 
with addition of only one tube of 
color 


%* Circle seal containers with room 
for addition of tinting color 
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Now choose the Martin-Senour color system that meets your exact requirements. 
With either the Neu-Tone Customized Color System or the famous Martin- 
Senour Tube Deal you’re in the color business in an effective and profitable way. 
Or you can augment one system with the other for even greater customer service 
and money making volume. 
No expensive equipment! No costly training program—anyone can work 
them! No obsolesence! No mess! No trouble! 


ems 


Find out about these programs Tod ay! " Send the coupon NOW! —~—~~~—~-~— = 


Martin-Senour Paints, 2520 South Quarry, Chicago 8, Ill. 


j 
3 
‘ 





| 
% | 
die Please send me FREE information about the new Martin-Senour | 
MARTIN-SENOUR PAINIS = ““"" | 
fo eae ee ee 
America’s Color Lead ns | 
mericas olor Leader ie OO — ———-——— | 
2520 South Quarry St., Chicago 8, Illinois pe Address AD 
New York 22 + Los Angeles 15 + Dallas 10 fs City__ State | 
Biase 





























The BIG demand 
is for “Scotch” Brand! 


Now sell MASKING TAPE in four sizes for every customer need 
--- a roll for every job, a price for every pocketbook 





“SCOTCH” Masking Tape—Job Size 
Display No. 183 12 rolls. % x 300” 
“SCOTCH” Masking Tape —Home Size 
Display No. 181 12 rolls. %’’ x 30’ 





“SCOTCH” Masking Tape —Wide Size 
Display No. 188 12 rolls. 12’ x 300” 


Make your counter space pay off... “SCOTCH” Masking Tape — Economy Size 


Display No. 185 12 rolls. % x 90’ 


Order displays from your supplier today! 
SCcoTcH 


The term “Scotch” and the plaid design are registered trademarks for the more than 300 pressure-sensitive adhesive M ASK | NG 
tapes made in U.S.A. by Minnesota Mining & fe. Co., St. Paul 6, Minn.—also makers of “‘Scotch” Sound Recording 

Tape, ‘‘Underseal’”’ Rubberized Coating, ‘‘Scotchlite” Reflective Sheeting, “‘Safety-Walk” Non-slip Surfacing, “3M” TAPE 
Abrasives, ‘‘3M” Adhesives. Genera] Export: 122 E. 42nd St., New York 17, N. Y. In Canada: London, Ont., Can. 
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Swe g othEnd 
PAINT 


Inside this can is the “plus” ingredient of skill. It has fits of a Lowe Brothers agency. Our files of actual 

assured consistent high quality for Lowe Brothers dealer histories are open for your inspection. Get the 

Paints year after year. The natural result of consumer facts — write or wire today! . 

acceptance has helped build one of the nation’s great- 

est dealer organizations. The Lowe Brothers Company ¢ Dayton 2, Ohio 
Behind this can is a tremendous selling 

force, in the form of great advertising and mer- 

chandising programs. This backing has made 

the Lowe Brothers proposition outstanding in 

the industry, for it has provided dealers with 

the kind of pre-proved support that pulls peo- Me ee 

ple into the store... to buy! The result— “ ~ 

steadily increasing sales volume for Lowe 

Brothers dealers year after year! PA N TS * VA R N S H E S 
You have everything to gain and nothing 

to lose by checking into the many extra bene- 
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nee Advertised in 
This two-page spread appears November 23 .. . : 
and features TV’s famous Mister Peepers. : 
Big ads in other national Network TV commercials Hand-out folders and en- 
magazines including Pop- on the popular “Mister velope stuffers, window 
ular Mechanics, Popular Peepers” Program, NBC- streamer, 16-page Do-It- 
Science, Mechanix Illus- TV reaching over 22 mil- Yourself book, dealer ra- 
trated, Science and Me- lion people each week! dio commercials, ad mats 
chanics, Home Craftsman, and other merchandising 
Homecraft and The Home aids...all available free! 
Owner and Family Han- 
dyman. 
DEALERS APPROVE! CONSUMERS APPROVE! TOOL MAKERS APPROVE* 
In test markets, dealers found that In the same test markets, consumers Reynolds Do-It-Yourself Aluminum is 
Reynolds Do-It-Yourself Aluminum took to Reynolds Do-It-Yourself approved for use with ordinary tools by 
began to move the minute they in- Aluminum like ducks take to water ATLAS * DELTA * DISSTON 
stalled the rack shown at right! It . .. came back again and again for BLACK & DECKER * STANLEY 
was an instant success! more and more! DE WALT * SKIL CORPORATION 
and many others. 
*NOTE: Customers should be cautioned to use only Reynolds Do-it-Yourself Aluminum ... regular aluminum may harm tools. 
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MAKE MONEY! 


«say Reynolds Metals Company opens a great 
esssg) ew Profit Opportunity for you with 


REYNOLDS sorser ALUMINUM 


HERE’S THE COMPLETE, 
QUICK-SERVICE RACK 
THAT BRINGS ‘EM BACK 


This compact, self-service rack puts you in business. 
It contains TUBING + RODS + BARS « ANGLES > 
PLAIN SHEETS « EMBOSSED SHEETS - 
STORM WINDOW AND SCREEN SECTIONS + 
HANDY FASTENERS + TRIM STRIP « 
PLASTIC FILM FOR STORM WINDOWS - 
WINDOW HARDWARE 








EASY, NEW WAY TO IMPROVE THE 


HOME ACCLAIMED BY HOMEMAKERS 


Reynolds Do-It-Yourself Aluminum is a new type 
of aluminum specially designed for home use. It has 
all the beauty, rustproof qualities and sturdiness of 
regular aluminum. But it is specially engineered 
for astonishing workability. You can cut it with 
scissors . . . bend it, saw it, plane it, shape it, using 
ordinary hand or power tools. Since no special skill 
is needed to use it, anyone can make and repair 
1001 things around the house. 


A SURE MONEY-MAKER FOR YOU 


o 

You'll make money in many ways with this amazing ° 

new material. = 

a “ - All it e-labeled and priced 

1. It’s a brand new, high-profit item that sells : a ee 

quickly, easily. e 

2. You’ll make important profits on sales of tools : 

and other related items. ° 

3. It will increase your store traffic, bring in new . 

customers for your other products and services. “ 
° 
> 
° 


4. You get profitable repeat business. 


IT’S LOW IN COST...AND FILLS A GREAT NEED 


Home owners can save real money .. . and have 
plenty of fun . . . with new Reynolds Do-It- Yourself 
Aluminum. Besides doing important repairs them- 
selves, they can make everything from sturdy storm 
windows to handsome house numbers, from fishing 
nets to fine, modern end tables. So be sure to get 
your share of this profitable new business. For full 
details, write to the address below. 


peeeeee HORSES EEE EEHEESHEHSEHESHEHEESEEEHEHEEEEEEEE 


ad REYNOLDS DO-IT-YOURSELF ALUMINUM 


2500 South Third Street + Louisville 1, Kentucky 
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IF YOUD LIKE TO 


WAKE Up’ 
YOUR PAINT BUSINESS 


HERE’S HOW 
TO DO IT Sell Pratt & Lambert Paints, Varnishes, Stains and 


Enamels — the complete line specifically geared to the needs of the 





independent merchant — a moderately priced line that can open the door 
to more business and more profits. You'll find that P&L advertising plus 
personalized merchandising and sales assistance are keys to an ever growing 
stream of customers — that uniform P&L quality brings both small and 
large users back to you whenever there’s painting to be done. Best of all, 
with an exclusive P&L franchise you know that the business you build 


in your territory will always be yours. 


For the complete story write or wire Pratt & Lambert- 
Inc., 77 Tonawanda Street, Buffalo 7, New York. 


PAINT and VARNISH 





PRATT & LAMBERT-INC. — NEW YORK BUFFALO CHICAGO ° FORT ERIE, ONTARIO 
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RANCH HOUSES are having a marked effect on modern living. Owners and non-owners alike are 
building panelings and furnishings that match their natural-wood finishes. Today, this booming “do it 
yourself” trend is bringing retailers four times as much business as it did just thirteen years agol 


Trouble-Free Results 
For Your Customers 


Trend toward “ranch-house styling” increases 
demand for natural-wood finishes. Rez Color 
Tones give striking results in natural colors. 


@ Builders and contractors are turning to Rez 
for smart two-coat exterior finishes. 


@ Indoors or out, Rez protects the wood. Seals 
pores against moisture. Controls warping, 
swelling, twisting. 

@ Rez is easy to apply . . . goes on with brush or 
cloth. Won’t blotch, won’t streak. 

@ Also Rez Sealer and Primer is the best possible 
primer for paints and enamels, helping to pro- 
duce a surface that is free from grain raise. 
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Growing Profits 
For YOU 


Profits go to the dealer who rides the “ranch- 
house” trend! Any kind of natural wood can be 
finished with the short line of seven Rez colors. 
This means low inventory expense for you at a 
33144% margin of profit! 


@ Thecomplete Rez line consists of Clear, White, 
Cedar, Driftwood, Redwood, Sage, Mahogany. 


Show your customer how he can finish his rooms 
or furniture with a modern ranch-house flavor 
with effective Rez displays, sales helps, actual- 
color samples. Write MONSANTO CHEMICAL 
COMPANY, Merchandising Division, St. Louis 


4, Missouri. Laux Rez: Reg. U. S. Pat. Off. 














: Where on this map 4) 
is your business located ¥ 
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F LE} 
sprir 
The shaded areas mark the 1,908 counties— counties—wherever there is good farming and good as ri 
out of the 3,071 U. S. total— where Country country living—your best rural customers are get- attra 
Gentleman carries advertising into more homes than ting buying ideas from advertising in Country Higl 
; pian ta 4 

Life magazine! Gentleman. and 
In fact, in nearly 2 out of 3 U. S. counties, FLE: 
; ; : IT MEANS THIS TO YOU: When a manufacturer says “‘It’s LE’ 

Country Gentleman has more circulation than any ; : a 1 
je 3 oe advertised in Country Gentleman,” he is giving you sales 

weekly, women’s or home service magazine! : . 
powerful selling support in a lot of homes other maga- thin; 
Throughout the rural portions of all the other zines miss—right in your own local trading area! It’s : 
est | 
your cuslonttta... Con 
742. 

CIRCULATION NOW OVER 2,550,000 

A CURTIS PUBLICATION r ee 
HARDWA 
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HOSE SALES 
BUILDER! 








OMPACT, colorful package for profit is 
Goodyear’s new FLEx1I-Spray Lawn 
Sprinkler with its unique, plastic reel. 


FLEXI-SPRAY is an all-vinyl, self-flattening 
sprinkler that’s light and tough—yet flexible 
as ribbon. High eye-appeal comes from its 
attractive green color and its bright red reel. 
High sales-appeal comes from unusual design 
and ease of efficient use. 


FLEx!-Spray is bound to build your hose 
sales. It gives you and your customers every- 
thing that’s wanted in an on-the-lawn sprinkler. 
It’s a great, new addition to Goodyear’s great- 
est line of garden hose—the line designed to 
“sell more in °54.’’ For details, write 
Goodyear, Industrial Products Division, Dept. 
742-C, Akron 16, Ohio. 





TSE ET a 











LOOK AT THESE SALES-PROVOKING FEATURES! 


1. Variable Length—available in 25’ 
or 50’ lengths—clip-type reel seals off 
open end at any desired point along 
length—directs spray where, and only 
where, wanted. 


2. Plastic Reel — durable, lightweight 
reel provides permanent and conven- 
ient storage—sprinkler quickly rolls up 
flat and compact. 


3. Open End—permits ecsy, thorough 
flushing free of sediment in water— 
eliminates need for filter. 


4. More Uniform Water Pattern — 
proved in comparative tests — assures 
equalized soaking and most efficient 
use of water. ‘ 


5. Double Use — throws hundreds of 
jets for deep watering of lawn or gives 
slow, even flow for soaking of flower 
beds. 








GOOD/ZYEAR 


THE GREATEST NAME IN RUBBER 
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We think you'll like "THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network ~THE GOODYEAR TELEVISION PLAYHOUSE —every other Sunday—NBC TV Network 
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Foreca 

Your best ‘selli 
with BOSTO! 
hose 





NOW AVAILABLE 
TO 
HARDWARE DEALERS 


SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER’S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 

















The young 
price. The 
beautiful 5 
Custon 
YOU" 
Let your 
price or st; 
you'll show 
tic or rubbh 
wants! 25, 
lengths, gi 
wear and si 
ORDERS OF $50.00 OR MORE, FREIGHT PREPAID. Orders of customers 
Capacity — 10 MIKE; Items less than $20.00 f.0.b. Mill, Lawndale, N. C., Los Angeles, antees plai 
- : agit - California, or Marietta, Minnesota. Orders of $20.00 to $50.00, carrving di 

Size — 56” High — 22%2" Wide — 15% Deep freight allowed to $1.00 per cwt. Freight prepaid does not in- Wa: g 
clude extra charges incurred outside carrier's regular zone ey e-catchel 
Color — White Background — Red and Blue Lettering of delivery. ne nsie 
ustomers 

Construction — Heavy Corrugated Board DISPLAY UNITS SHIPPED FREE WITH ORDERS hw an 

UPON REQUEST - 

Further Details on Request BOSTO! 

for 1954! 

- _ 
Cleveland Mills Company awnoace, nortn canouins 
ESTABLISHED IN 18673 2102 Colorado Bivd. * Marietta 

Los Angeles 41, Calif. Minnesota hi. elt 
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Forecast: 
Your best selling season 
with BOSTON garden 
hose 








poston NEWS 

















BOSTON WOVEN HOSE & RUBBER CO. 





ales and Profit 








The youngster likes the weight and the color. Mother likes the 
price. The retailer likes the profits. Boston Garden Hose is a 
beautiful package, no matter which way you look at it. 


Boston Vinal unc Rusbbrar 
GARDEN HO 


_ oe 








Customer names it, 
YOU'VE GOT IT! 


Let your customer name his 
price or style preference .. . 
you'll show him the fine plas- 
tic or rubber garden hose he 
wants! 25, 50, and 75 foot 
lengths, guaranteed for long 
wear and sturdy service. Your 
customers will see the guar- 
antees plainly marked on the 
carrying discs . . . attractive 
eye-catchers that double as 
attention-getting displays. 
Customers see ’em, read ’em, 
buy ’em. 

BOSTON’s your best bet 
for 1954! 


ka sie aa. 


BOSTON GARDEN HOSE 


sie LP ee ae 


BE READY FOR 
SPRING SALES 


Make sure you'll be all set 
next Spring to meet heavy de- 
mand when Boston’s consum- 
er advertising begins and cus- 
tomers start asking for Boston 
hose. Order now and stock up. 
Call your Boston distributor 
or mail the coupon at right. 
Along with the hose, you'll get 
some outstanding sales helps 


mats, window displays, etc. 
Let everyone know that your 





Boston for 1954! 


Sebi ulead 
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like mailing pieces, newspaper | 


store is the sales headquarters | 
for Boston garden hose! It’s | 


| 
| 
| 
| 


| Biggest news in the hard- 
| ware world is Boston’s 
| great garden hose line for 
| 1954. Today, Boston offers 

the most complete sales 

package in the business: a 
| complete selection of the 
most attractive, sturdiest, 
and most colorful plastic 
and rubber hose . . . an ag- 
gressive advertising and 
promotional program to 
help you sell . . . and com- 
plete factory guarantees to 
back you up. Always a sales 


mail this coupon: 


Garden Hose Dept. 


Box 1071 
Boston, Mass. 





| NAME 


| Gentlemen: I'd like more information about Boston's 
garden hose line for 1954: 


MAKE IT YOUR BIGGEST 
MONEY- MAKING LINE! 


leader, Boston Garden 
Hose will move faster than 
ever next Spring because of 
Boston’s greatly expanded 
sales promotional budget. 
You'll see 


hitting sales messages in 


Boston’s hard- 


Saturday Evening Post, 
American Home, and Bet- 
ter Homes & Gardens. Sup- 
ported by literature, mats, 
the works!! No wonder so 
many new distributors and 
retailers are betting on 
Boston for 1954! 


FOR MORE INFORMATION™@ 3m ow aa(jee 
Call your Boston Woven Hose & Rubber Co. distributor or 


Boston Woven Hose & Rubber Co. 





COMPANY 





ADDRESS 





FOR FAST 



































measure-marked 
every 5 feet 


Oa irees ar) 


1 Rey \ 


a sweetheart to handle... 


From 3/16” to 34” sizes inclusive, 
that good H & A “Blue Heart” 
Manila and “Red Heart” Sisal Rope 
now comes measure-marked. And 
what a tremendous difference in 
convenience and time saving those 
distinct marks mean to everyone who 
handles rope. Accurately mill printed 
every five feet, they completely elim- 
inate all necessity for slow cumber- 
some measuring of any kind. No 
matter what length is called for, 
just start counting marks as you pull 
rope out from the coil. 


Whether you run a retail store or an 
industrial stock room, you have the 





same problem. Always folks come 
asking for a piece of rope some defi- 
nite number of feet in length. And 
unless you carry H & A measure- 
marked rope, right there you have to 
stop and find the time, patience— 
and space—to start measuring. Qual- 
ity has won H & A Rope its excellent 
reputation. Measure-marking makes 
it the easiest rope on the market to 
handle. 


Full Coils, Half Coils or Display 
Coils—if it is H & A “Blue Heart” 
Manila or “Red Heart” Sisal rope in 
sizes from 3/16 inch to 3%4 inch inclu- 
sive, it comes measure-marked. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 


XENIA, 


BRANCHES: KANSAS CITY, MO. @ OMAHA, NEB. @ MINNEAPOLIS, MINN. 


\ 


A 
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H & A Display Coils containing 20 
Ibs. each are increasingly popular 
with merchants whose store space is 
limited. Attractive hexagonal car- 
tons form their own compact display 
and protect contents unusually well. 
Hold plenty of footage. 1% inch, 1000 
ft. 5/16 inch, 700 ft. 34 inch, 500 ft. 
7/16 inch, 380 ft. % inch, 260 ft. 
Write today for information on 
H & A measure-marked rope. 











In addition to “Blue Heart’ Manila and 
“Red Heart” Sisal Rope, H & A 
produces cordage of all standard com- 
mercial grades, including Transmis- 
sion Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute 
Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Mar- 
lines, Plumbers and Marine Oakum. 








en 









HARDWARE AGE, OCTOBER 15, 1953 


| ! 
‘ 
k 
¥ 
\ 


” Sie ! 


wide 


; 


seaadaaad 


cD 
~ im 
9) | 








HARDWA 





“MY TRADE KNOWS I STAND BEHIND THE 


ED HEAD 


NO GAUZE JACKET TO RIP, STRIP OR PUNCTURE 


There’s a steady volume in well point sales when you show your 
customers a visible difference in quality. The ‘“Red Head” drive point 
for tubular and drive wells lasts longer and can’t clog because it’s made 
by an entirely different principle. 

It has a continuous V-shaped inlet slot and a direct waterway— 
with no pipe base! There’s several times more opening for water and no 
gauze screen to clog up or rip away. 

Welded from top to bottom into one solid unit, the “Red Head’”’ is 
made-:of low-carbon steel, double galvanized. It can be driven as hard as 
necessary under all normal conditions. Since it’s used both as a flush point 
and drive point, there 1s no necessity for duplicate stocks. 

Available in 114” and 2” sizes. 
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, 1000 ' 4 3 ' FOR BULLETIN 

00 ft. : 
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} the pump 
that delivers 





GOULDS 

FIG. 3371 
MULTI-STAGE 
JET PUMP 





MEN profit-maker* 


It's just the pump you've been looking for—built especially for those 
extra deep well jobs (up to 200 ft.) where higher pressures are 
GOULDS required! This new Goulds Multi-Stage Jet Pump delivers capacities 
FIG. 3658 up to 1175 gallons per hour—plenty of water with plenty of pressure. 
DEEP WELL PUMP Built in 2-stage and 3-stage models, in %4, 1 and 1'4 H.P. units, 
Goulds Fig. 3371 has adjustable automatic pressure control valve 

which guarantees maximum capacity at all times. 


EASY TO INSTALL AND SERVICE...a completely flexible system, 
it may be used for twin pipe installations in 3”, 4” and 4'4” well 
casings, or single pipe jobs in 2”, 2!” and 3” well casings. Motor and 
rotating element can be quickly removed without disturbing pipe con- 
nections—mechanical seal easily replaced without dismantling pump. 
SELL THE COMPLETE GOULDS LINE... let Goulds leadership in 
products, performance and prestige lead you to a completely 
profitable water systems business! See your Goulds distributor . .. 


See your distributor or write: Dept. HA-8 WATER SYSTEMS 
GOULDS PUMPS INC. wy: ce 1648_F ae 


Seneca Falls, N.Y. FOR EVERY FARM AND HOME NEED 
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Hurricane quality- N 
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HURRICANE JUNIOR 


—An 18” replic 

re é ‘a of th i 

= Fyre Light “a —, 

adh fey handling. Same 

cated oe as Senior model 
atic governor coated. 


MAIL NOW 


TODAY! 


National Metal products Co., Inc. 
Dep - 

2722 Cherry $t. 

Kansas City, Mo- 


ns business- Rush com: 
at once. 


Show me that Hurricane mea 

plete selling ond merchandising plans 
Nome -- 

Address 


City 

















FLEXIBLE 


A 25 foot wotering system 


ail 3% 


SAVES WORK SAVES WATER 
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__ Fully gueranteed 


New Package 


Bright colors invite cust s. 

sales story on every package. Six 
sprinklers per carton. Weight per carton 
—13 pounds. 


QUALITY PAYS 


“‘We chose to feature the Gates 
Flexible Sprinkler in our lawn de- 
partment because of the reliable name 
of its manufacturer, and because of 
its appearance as a quality product. 

We sold over three gross of 

‘your sprinklers last season.”’ 

—R. B. Langenwalter, 
Reno Implement € 
Hardware Co., 
Hutchinson, Kansas 





*..,it's certainly wonderful to 
‘shave a product like yours that will 
not blow out and be brought back to 
the store in a few weeks for a cash 

refund. That's why I sell the 
Gates Flexible Sprinkler.’”’ 
—Charles Pierce, 
; Carlson Supply Co., 
4 Pompton Plains, N. J. 


“I am in business to make money 
so I sell the Gates Flexible Sprinkler, 
which easily outsells low-priced 


sprinklers and gives me.up 
to two times the profit.”’ 
—B. E. Olsson, 
] Olsson Hardware, 
Fs Salina, Kansas 


HIGHER PROFIT 


At the new retail price of $3.95 your 
profit per sale is close to twice as 
much as profit on many other plastic 
sprinklers. 


QUICK DELIVERY 


Handled by 300. leading hardware 
wholesalers drawing on Gates na- 
tionwide network of warehouses. 
Supply is never more than 36 hours 
from your store. 


NATIONWIDE ADVERTISING 


More than 50 million households have 
been or will be reached by Gates TV, 
magazine and newspaper advertising. 





Your customers are being pre-sold on 
quality. K<Y 


Gates Flexible Sprinkler 
makes satisfied customers...here’s why: 





As 15,000 dealers learned in ’53—when you sell a Gates Flex- 
ible Sprinkler, it stays sold...because it is made to last...made to 
give complete satisfaction... made to spare you complaints and ad- 
justments. 


TOP QUALIFY from end to end...a 25 foot tube of pure vinyl 
plastic 3 times thicker than many plastic sprinklers...no 
seams or sealed ends to come apart... withstands 30 times 
normal water pressures... yet weighs only 25 ounces. 


EASY TO FLUSH CLEAN: Removable end cap makes it easy 


to flush out alkali or other sediment often present in 
water. 


~ 
SPRINKLES FASTER—1000 DRILLED HOLES: puts 
out up to 4 times as much water per square foot as com- 
petitive sprinklers. Customers get watering done faster 
—far more thoroughly. 


FLEXIBLE: Single tube bends easily around sharp 
corners and into odd shapes without constriction or 
“tipping over.”—The Gates Rubber Co., Denver, Colo. 








Build store traffic in ’54 with thi: 
QUALITY PLASTIC price leader 


eosJust one well 


50. 


MARVEL-LITE 
popular green plastic 
fully guaranteed 
priced so you can sell at 


4. 


95 


or less 


Also available 
in 25 ft. length 


This is how Gates keeps you competitive...50 feet 
of Marvel-Lite—a tough, lightweight, fully guaranteed 
hose of popular green plastic—that looks like and ac- 
tually is a bargain at $4.95. 

Amazingly flexible. Easily withstands ordinary 
city water pressure. Has Full-Flo couplings which stay 
firmly fixed indefinitely. Extremely resistant to oil, 
abrasion and weather. 

Place orders with your wholesaler now...be billed 
next Spring...for this plastic price leader...and other 
items in Gates complete line of rubber and plastic Sede: 4 
hose for 1954. The Gates Rubber Co., Denver, Colorado. 


plus FREE SALES HELPS ¢ 


Ask your wholesaler — 
or write for what you need _ 


ant 


“patio Spot 
boo fi 


ecommend U7, 
Gi Fate PLASTIC 


oe Hose 


‘a 


Gates ae Co., Sales Division, Inc. 
999 So. Sreadway, Denver, Colorado 
Gentlemen: 


in the comple 
fast-selling 
line of 
Gates 
Garden Hose 


GARDENETTE ® 

The ONLY rubber garden hese 
reinforced with featherweight 
NYLON cords. 


a. =a 


VULCO & 

A popular-priced, heavy-duty 
hose, reinforced with two lay- 
ers of braided cord. 


TRUCORD ® 

A One-braid premium hose 
at a bargain price. Champion 
of its class. 


RIPPLE ® 
Designed especially for price. 
minded shoppers. 


MODERNETTE ® 

The original ‘King-Size” 
Plastic Hose—Easily the best 
plastic hose buy on the mar- 
ket today. 


RIVIERA 

A brilliant new transparent 
plastic hose that combines 
Emerald-like beauty with un+ 
surpassed Gates quality. 


SPRINGTIME © 
Popular in price—a real fast. 
seller. 


ty 


PLASTI-CORD ® 

A new idea...combines eye- 
appeal and light weight of 
plastic cover with durable 
flexibility of a braided ruby 
ber core. 


Baus a pa 


FREE 


Without obligation send to me immediately your 


@ fast-reading book of tips— 
More Garden Hose” 


“10 Tested Ways to Sell 
containing methods actually 


m used by successful dealers to boost hose volume and 


@ profits. 
g Name 


Address 


- 2 _State. 


~ Give us number of sales persons and we'll send booklet for each. 
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Introducing... 










...who will help you sell more JOHNSTON 


For the first time in the lawn mower industry 
Johnston offers its wholesalers and dealers a dy- 
namic new approach to lawn mower sales... with 
an advertising and merchandising program that 
“sells the sizzle instead of the steak.” 


It faces the fact that nobody buys a lawn mower 
for mechanical pleasure . . . that what the customer 
is looking for when he walks into the dealer’s store 
is the best, the easiest, the most practical way to 
have a smooth, trim, neat, beautiful... yes, 
VELVET LAWN! 


Johnston has the answer with its quality line of 
reel and rotary, power and hand lawn mowers 
for home owner use. 


To make the buying public more LAWN CARE 
conscious and more JOHNSTON LAWN MOWER 
conscious ... Johnston has created the original 
title: VELVET LAWN...represented by a 





CRUISER 


smooth, attractive, wholesome young lady who 
personifies fine lawn care. 


Velvet will help you sell more Johnston lawn 
mowers through widespread national publicity — 
newspaper, radio and television, in national maga- 
zine advertising, in local dealer advertising, in trade 
journal advertising, in sales literature and in special 
promotions. 


Now, Johnston asks you to select the real life 
counterpart of VELVET LAWN... a beautiful 
girl from the famous Conover Studios in New 
York ... who will be crowned VELVET LAWN 
of 1954, America’s Queen of The Lawn! 


From the pictures on the opposite page please 
select that lovely Conover girl you would like tu 
have help you sell more lawn mowers this season. 
And, remember... when Mr. and Mrs. America 
think of FINE LAWN CARE... they'll think of 
JOHNSTON! 





ELECTRIC ROTARY HAND MOWER 


LAWN PATROL 


21-inch and 18-inch cutting 
widths; 1.6 and 1.1 hp., 4- 
cycle engine. Leader in the 
Johnston line of precision 
built mowers. 


52 


GASOLINE ROTARIES 


20-inch and 18-inch cutting 
widths; 2 and 1.5 hp., 4- 
cycle engine. High velocity, 
adjustable rear discharge 
chute, Safety silhouette. 


18-inch cutting width; 1.1 
hp., 4-cycle engine. Rug- 
ged, all-steel construction. 
Lightweight, easy to handle. 


18-inch cutting width; 
hp., heavy duty motor. 
Three position handle. Rug- 
ged Construction. Highly 
maneuverable. 


Write for Catalog Sheets and Complete Brochure on Johnston 1953-54 Program 


JOHNSTON 


18-inch and 16-inch cutting 
widths; All-steel construc- 
tion, Lightweight, easy to 
handle. Precision built with 
Johnston lifetime quality. 
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*K 
America’s “Queen of the 







Lawn”... to be chosen 
LAWN MOWERS om America’s hardware 
industry 





r 


which of these 


lovely Conover girls 
is your choice for 
“VELVET LAWN” of 1954? 





Clip and attach to postcard or drop in 


SEND IN YOUR BALLOT envelope. You don't have to be a Johnston 


dealer or wholesaler to vote. 





JOAN TUBY 


JOHNSTON LAWN Mower CORPORATION 
Brookhaven, Mississippi 


My choice for VELVET LAWN of 1954 is (check 
opposite one name): 


O MARILYN TANGEMANN O FRAN MILLER 
0 Joan TuBy 0 Joyce Lewis 


Name:_— 





Firm: 








City: 


Johnston Wholesaler: {[) Yes 
Johnston Dealer: 0 Yes 





ax hes 


“FRAN MILLER JOYCE LEWIS 
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FEATURES 


@ Easy to Handle... 
@ Easy to Store... 





@ Easy to Dispense... 
@ Keeps Rope Clean... 
@ More Sales Appeal... 


Iai 


COLUMBIAN 
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COLUMBIAN ROPE COMPANY, 400-70 GENESEE ST., AUBURN “The Cordage City’’, N.Y. 
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SWAN 





id THE CROWN JEWELS we 
of Plastic Garden Hose 


® VIRGIN VINYL PLASTIC e LIGHT WEIGHT 


PRICED * EASY TO HANDLE © DURABLE « BEAUTIFUL 


Guaranteed in writing for 10 Years! 











SWANLITE is quality merchandise, 
guaranteed in writing for 10 years! 
Best of materials — virgin plastics — 
solid brass MAXIVOLUME couplings. 


SWAN JEWEL BOX 
CAN BE LIGHTED 
FROM WITHIN! 


hen you open your Swan Jewel Box, 
ou will find complete instructions for 

king a beautiful internally lighted 
isplay with material every hardware 

ler has on hand. When light is turned 

the brilliant colors of the hose sparkle, 
making a dazzling, eye-catching day 
i night-time display that rings the 
ash register! 








SWAN  ewel ~ cv DISPLAY... 


of the Crown Jewels of Plastic Garden Hose! 


Here they are — the sparkling Crown Jewels of plastic garden hose! Beau- 
tiful, transparent SWANLITE — made of virgin, vinyl plastic. Each Jewel 
Box contains five coils of SW ANLITE, each coil a different color — brilliant, 
gorgeous colors as follows: Kelly Green; Light Green; Cherry Red; Amber; 
Aquamarine. Coils available in 25 or 50-ft. lengths equipped with famous 
MAXIVOLUME coupling for 50% faster water flow! The right color and 
the right length to please every customer! 

The sturdy shipping carton, when opened as directed, makes this lovely 
Jewel Box, ready to display on table, counter, or in window. Can be lighted 
from within to make a dazzling night-time display. 














COLOR SIZE PACKAGING UNIT SHIPPING CARTON WEIGHT 





Kelly Green 
Light 

om oye a 
iy oes inside 


Amber diameter 50-ft coil coupled in Jewel Box Display 5 coils per 250-ft. carton 
Aquamarine 


Full 25-ft. coil coupled in Jewel Box Display 5 coils per 125-ft. carton 14 Ibs. 




















SWAN RUBBER COMPANY w» BUCYRUS, OHIO, U. S. 
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IMPROVED Sx<~ SPRINKLE-SOAKER 


Does the work of @ lawn-sprinkler and soil-soaker 
and DOES IT BETTER! 


The Swan SPRINKLE-SOAKER is a‘ must 
for everyone who wants beautiful lawns, 
flowers, shrubs and gardens. 


The oval-shaped tube of the SPRINKLE- 
SOAKER has hundreds of tiny holes pierced 
on one side only. To sprinkle, turn the open- 
ings up; to soak, turn them down, and 
adjust the water pressure. The SPRINKLE- 


SOAKER will not wash away soil, or dam- 
age roots when used as a sprinkler, and it 
will not wet the underside of foliage when 
used as a soaker. 


Made of beautiful green plastic. Easy to clean 
and keep clean. Will not fade, mildew, rot, or 
sun-check. Available in 25 and 50-ft. lengths 
with solid brass male and female couplings. 





WEIGHT PACKAGING LENGTH 








25-ft. 10 SPRINKLE-SOAKERS to carton 24 Lbs. 
50-ft. 10 SPRINKLE-SOAKERS to carton 42 Lbs. 

















Ci 


The only practical way to sprinkle or soak long, nar- 
row strips. Puts the water on the grass, not the house 
or sidewalk. 


SPRINKLE-SOAKER is mounted on a strong display 
board, printed in three brilliant colors. Displays a strong 
selling message. Board is equipped with twin easels for 
easy display on counters or in windows. 


Sway LAWN SPRINKLER 


An inexpensive sprinkler only. Not a combina- 
tion sprinkler and soaker. Has full 34-inch 
diameter strong plastic tube with hundreds of 
tiny holes punched all the way around it. At- 
tached to garden hose, they shoot out a gentle 
cloud-like spray about fifteen feet wide. Makes 


SWAN RUBBER 


World’ olde 


COMPANY «+ « -« 


it easy to sprinkle those hard-to-get-at areas 
whether oval, circular, or rectangular. Puts 
water on the grass, not the house or sidewalk. 
Made of tough vinyl plastic in attractive grass 
green color. Equipped with solid brass coup- 
ling. Available in three different lengths. 





STYLE LENGTH PACKAGING WEIGHT 





12 20-feet 10 Sprinklers per carton 15 Lbs. 
12 35-feet 


12 50-feet 


10 Sprinklers per carton 21 Lbs. 














10 Sprinklers per carton 35 Lbs. 








BUCYRUS, O 


Manufacturer of Garden Hose 
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Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
... Steel fence posts ... barbed wire... 
nails and staples . . . bolts and nuts 

... bale ties... baler wire . . . clothes 
line and other Bethlehem products. 


*. 
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Announcing the new 








The Big Line 
that began with 
Black Leaf 40° 


“Black Leaf 40’’ is the famous insecticide used by 
millions of gardeners for many years. One teaspoon- 
ful makes two quarts of spray that kills aphids, leaf- 
hoppers, most thrips and other soft-bodied sucking 
insects that attack flowers, vegetables, fruits and 
shrubs. It’s selective...does not destroy friendly 
insects that attack your insect enemies. Also spares 
bees. Repels dogs, keeps them away from shrubs. 
Also destroys lice and feather mites on chickens. 

Black Leaf 40 is the leader of the Black Leaf line 
—the first product te carry the famous Black Leaf 
trade-mark. Now many other products have been 
added, some of which are shown here. 








Controls mites which 
cause bronzing of foliage 
of evergreens and other 
ornamentals during hot 
weather. Also controls 
hard-to-kill scale insects. 
Kills many garden in- 
sects, such as Mexican 
bean beetle, tarnished 
plant bugs. Mixed with 
sugar syrup, attracts and 
kills house flies. 





Controls chewing in- 
sects, such as cucumber 
beetles, flea beetles, 
plant bugs, etc. Works 
fast, leaves some resi- 
due for protection. Con- 
trols many soil insects, 
but avoid use where root 
crops are grown. Sprayed 
on walls or painted on 
screens, controls flies 
and mosquitoes. 





Used indoors, controls 
termites, ants, roaches, 
spiders, centipedes, 
flies and mosquitoes. 
Used on lawn, controls 
lawn moths, white grubs, 
webworms, ticks, chig- 
gers, ants and grass- 
hoppers. Used in garden, 
controls mole crickets, 
— potato beetles, 
etc. 


Controls scale insects, 
mites, mealybugs and 
white flies on ornamen- 
tals. Ideal for use in 
dormant sprays and spe- 
cial summer sprays. Ex- 
cellent spreader to add 
to Black Leaf 40 — helps 
penetration and wetting. 
Mixes with DDT or Ar- 
senate of Lead to make 
spray adhere. 











Non-injurious to humans 
and pets, but deadly to 
many insects. Can be 
used on edible vegeta- 
bles to destroy chewing 
insects, such as bean 
beetles, cabbage worms, 
asparagus beetles and 
flea beetles. Also con- 
trols fleas and lice on 
domestic animals. 





Multi-purpose spray or 
dust — all the protection 
most small gardens need 
against insects and fun- 
us diseases. Excellent 
‘or roses. Available in 
a handy dust-gun or by 
the carton. 





Works like any push-but- 
ton aerosol. Kills insects 
of many kinds in the gar- 
den and on potted plants. 
Contains rotenone and 
pyrethrum. Can be used 
in homes, apartments, 
hotels, or in the garden 
for treating one plant or 
many. Very convenient. 
Just press the button. 





Attractive and palatable 
to snails, slugs, cut- 
worms and strawberry 
root weevils, these pel- 
lets quickly destroy 
these pests. Easy to use. 
Just scatter the pellets 
evenly over your garden. 


. 
Always look for the 
Black Leaf on the red 
and white package. 





This selective weed killer 
rids lawns of dandelions, 
plantain, dock, beggar- 
tick, burdock, lamb’s 
quarter, pigweed, mus- 
tard, wild morning glory 
and many other broad- 
leaf weeds. Does not 
harm good lawn grasses. 
Non-poisonous, easy to 
mix with water. 





Selects and destroys 
crabgrass and chickweed 
without permanent injury 
to desirable grasses. 
Just mix it with water 
and apply it to lawns 
with a sprayer or sprin- 
kling can. Crabgrass and 
chickweed wither and 
die. No toxic residue on 
the lawn or in the soil. 





many new products...new prices...quantity discounts 


... attractive terms for deferred shipment and hilling 


There are big profits for you in the new 
line of Black Leaf Pest Control Products for 
house, garden, lawn and small orchard use. 
Many new products have been added. Here are 
insecticides, fungicides, rodenticides and weed 
and brush killers—all attractively packaged— 
all carrying the reliable Black Leaf trade-mark. 


It will pay you to stock a complete line of 
Black Leaf products — intensively advertised 
and well known to your customers — recom- 
mended by gardening experts everywhere — 
priced to move off your shelves and give you a 


big “turn-over.” Every product has behind it 
the research, experience and resources of the 
national organization that made “Black Leaf 


40” famous. 


Write, wire or telephone us today, or contact 
your regular distributor, for a complete dealer 
price list giving full information about the new 
line of Black Leaf products. See the liberal 
dealer mark-ups, the profitable quantity dis- 
counts and the attractive terms for deferred 
shipment and billing. Before you place an order, 
see what Black Leaf has to offer you! 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 


Sales Offices in 19 Cities 


Executive Offices: 401 East Main Street, Richmond 8, Va. 


Western Division Office: P.O. Box 817, San Jose, Calif. 
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Black Leaf line... 





Well-known and widely- 
used for spraying to con- 
trol leaf-eating insects 
which damage vegeta- 
bles, flowers, fruit and 
shade trees and orna- 
mental shrubs. Also con- 
trols lawn insects, such 
as June beetle larvae, 
sod webworms, lawn 
moths and similar in- 
sects. 


Controls chewing in- 
sects, bagworms, most 
caterpillars, potato 
beetles. Also controls 
Japanese beetles on 
plants, cabbage worms, 
codling moth on apples 
and many insects that 
attack vegetables. Con- 
trois lawn insects and 
clears buildings of flies 
and mosquitoes. 


Stops fungus diseases 
before they ruin your 
garden. Controls black 
spot and powdery mil- 
dew on roses and other 
ornamentals. Controls 
apple scab, brown rot, 
blossom blight, bitter rot 
and similar fruit dis- 
eases. Controls late 
blight, gray mold, phoma, 
other vegetable diseases. 





Fungicidal spray for 
flowers, ornamentals, 
fruit. Controls powdery 
mildew, red spider mites, 
peach leaf curl, cherry 
leaf spot, apple scab and 
San Jose scale. Contains 
spreader to make spray- 
ing easy. Mixed with 
Black Leaf 40, makes an 
excellent combination 
spray. 





A versatile insecticide 
dust with long-lasting 
killing power. Controls 
both chewing and suck- 
ing insects. Widely-used 
on lawns to control in- 
sects that cause yellow- 
ing of grass, thin spots 
and dead turf. Also used 
on shrubs and ornamen- 
tals and to control 
household insects. 


New, highly-effective 
lawn insecticide. Con- 
trols lawn moths, lawn 
chinch bugs, ants, Japa- 
nese beetle larvae, white 
grubs, earwigs, wire- 
worms, cutworms, ticks, 
chiggers and grasshop- 
pers. Powerful and eco- 
nomical. No blowing dust. 
Granules spread easily 
from package. 








Destroys poison ivy, 
brambles, sumac, poison 
oak, trumpet vine, scrub 
oak, wild grape, wild 
rose and similar hard- 
to-kill brush. Non-poison- 
ous...does not sterilize 
soil. No permanent in- 
jury to grasses. Fumes 
do not drift to nearby 
fields. Mixes easily with 
water for spraying. 





Non-selective ...destroys 
plants of all kinds and 
prevents growth for a 
long period after use. 
Excellent for sterilizing 
the soil in driveways, 
tennis courts and brick 
walks. Poisonous, but 
easily mixed with water 
and applied with sprayer 
or sprinkling can. Kills 
all plant life. 
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Fast and effective. Con- 
tains a new, anti-coagu- 
lant rodenticide that 
gives quicker control 
than earlier materials. 
Mixes with selected ce- 
reals that never become 
rancid. Mice like the bait 
and continue to eat it 
until they die. Quickly 
destroys every mouse on 
your premises. 





Quickly clears your premi- 
ses of rats and mice. Just 
put it in protected feed- 
ing places where rats and 
mice can consume it regu- 
larly. They like it and eat 
it until it kills them. 
Never develops ‘‘bait shy- 
ness.”’ Other rodents are 
not warned. Entire colo- 
nies easily destroyed. 


RS geet 


Economical, top-quality, 
household insecticide for 
use in hand sprayer. Kills 
flies, mosquitoes, fleas, 
ants, roaches, etc. New 
formula contains pyre- 
thrins, thanite and meth- 
oxychlor—no DDT. Excel- 
lent for use in the home. 
Can also be used in dairy 
barns. 
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These push-button, house- 
hold aerosols eject a fine 
mist that kills flies, mos- 
quitoes, ants, roaches, 
gnats, fleas, bedbugs, 
clothes moths and silver 
fish. Top-quality Pyrenone 
aerosol can be used in 
restaurants and dairies. 
11-36 aerosol contains 
economical DDT formula. 





Big Profit Deal | 


ON BLACK LEAF* 
RODENTICIDES 








$ 
84.12 worth of famous Black Leaf 
rodenticides plusa handsome display 
rack and a colorful 










































a 
id it window streamer for *49.50 
' the 
Leaf Here are the details of this big deal 
available for a limited time only: 
tact Dealer Retail Retail INSECTICIDES piack s WEEDICIDES 
RAT KILLER BAIT Value Price Each Value FUNGICIDE: Lea RODENTICIDES | 
zaler 72 1-Ib. cartons $37.92 $ 79 $56.88 - ' 
new 6 5-Ib. cartons 11.92 2.98 17.88 | 
MOUSE KILLER BAIT 
eral 24 4-02. cartons 6.24 39 9.36 ‘ | 
dis- REGULAR DEALER PRICE $56.08 RETAIL VALUE $84.12 
rred 
der, Special Deal Price to Dealers $49.50* — Profit $34.62 | 
*Net price including prepaid freight. No further dis- | 
counts. Must be shipped direct from Tobacco By- | 
Products’ warehouse to dealer. Floor display rack and 
window streamer will be shipped separately. | 
Order today from your distributor. Ask for Black Leaf | 
Fall Rodenticide Deal. Offer expires Nov. 15, 1953. 
Calif. 
iy 
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PENNSYLVANIA 


.-THE MOST RESPECTED NAME IN MOWERS 


ANNOUNCES THE GREATEST 


PENNSYLVANIA JR. 


Made to master. those really 
tough grasses! Triple-geared driv- 
ing power gives balance and 
strength to spare. Ball bearing 
mounted cutting reel. Extra-wide, 
double-ground finest steel blades. 


GREAT 
AMERICAN — HI-CUT 


New, improved model with 
greater range of cutting 
height is especially designed 
to make short, easy work of 
long, tough grasses. Semi-pnev- 
matic tires. Sectional roller. 









PENNSYLVANIA DE LUXE, 21” 


Dramatic new color styling, modern design, many exciting new exclu- 


METEOR 





sive features make the DE LUXE the “glamour model” in the profitable 
power mower field today. Self-whetting high carbon cutlery steel 
blades, double ground to stay sharp longer. New semi-pneumatic 
rubber tires. Dependable Briggs & Stratton 4-cycle engine, 1.6 H.P. 
Many other fresh features and exclusive, sales-inviting innovations. 







MOWER PLANT IN 


In this ultra-modern plant, three full acres of floor 





) a A 1 


space are dedicated to the streamlined production 


bring you 


of America’s finest hand and power lawn mowers. mowers in Pennsylvania 





Aluminum ailloy construction — 
25% lighter than other heavy 
duty mowers. For steep, sloping 
lawns and very fine grasses. 
New-type sectional wood roller. 
Pennsylvania quality throughout. 


FROM THE NEWEST, MOST MODERN 
THE WORLD! 


These fine facilities—backed by the “ 
al 


lawn 


know-how'"’ 
greatest line of 


mower history. 
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PENNA-LAWN 


Light, easy cutting, strong, 
durable. For small lawns 
and trim work. 16” cutting 
width. Ball bearing mounted 
reel.5 double ground blades. 



























PENNETTE 


Two cutting widths, 14” and 
16”, and low wheel height are 
features of this unique Penn- 
sylvania model. Ideal for ter- 
races, around planting, other 
hard-to-get-at spots. 


GREAT AMERICAN—REGULAR 


America’s most famous lawn mower is 
your quick way to extra mower profits! 
The all-around favorite of professional 
gardeners for more than 50 years. 
Smart looking twin tube steel handle! 
Ball bearing mounted cutting reel has 
5 heavy, extra-wide spring tempered, 
high carbon steel blades, 
double ground to retain 
scissor-sharpness longer. 








PENNSYLVANIA LAWN MOWERS 
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1 | PENNSYLVANIA 


-THE MOST RESPECTED NAME IN MOWERS 


PENNSYLVANIA LAWN MOWER DIVISION 





LINE IN 77 YEARS!... 





TRIMMER AND EDGER 


A good steady seller, year after 
year. Steel disc and plow (optional) 
does the work of half moon hoe. 


PENNSYLVANIA EXETER, 18” 


For extra profits, feature the power 
mower that has extra sales appeal— é 
EXETER! Self-whetting, full tempered 
steel blades. Appealing new color 
styling. Modern, sectional-type 
rolier. Briggs & Stratton 1.1 

H.P., 4-cycle engine. Preci- 
sion engineered parts 
throughout and — most 
important of all— 
customer-satisfy- 
ing Pennsylvania 
quality! 





Quality Lawn Mowers Since 1877 ACCO | 


AMERICAN CHAIN & CABLE COMPANY, INC. 
Bridgeport, Conn. °* Plant: Exeter, Pa. 
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No matter what your spring requirements may 
be—from the smallest to the largest, in any 
shape or design, we can meet your needs for 
standard or specially designed springs and 
formed wires. 





Write for free copy of our 48-page book, 
“Springs and Formed Wires.” It’s packed with 
helpful information on proper spring selection 
and application. Address your request to Sales 
and Engineering, 2 New Bond Street, 
Worcester, Mass. , 





ANNOY) AY) 


THE COLORADO FUEL AND IRON CORPORATION—Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION—Atlonta + Boston + Buffalo + Chicago 
Detroit + New Orleans - New York + Philadelphia 





WICKWIRE SPRINGS 


—e FORMED abies (iF) 
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a proved profit item...... 





with definite sales appeal 


With the Coburn #5916 Door Set, you’re able 
to offer your customers Sliding Door Hardware 
that’s attractively priced...complete in one con- 
venient package for easy handling and quick and 


simple installation. 


More and more, jobbers and distributors report 
that the full line of Coburn Sliding Door Hard- 
ware gives them a wide range of profitable 
business... has definite sales appeal for home 
owners, farmers, builders and industrial users. 
Send for catalog and price list to Sales and 


Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
PACIFIC COAST DIVISION—Oockland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 
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RAINFALL 


Retails at 


25 foot length covers a rectangular area % ge 
25 ft. long by 25 ft. wide (625 sq. ft.). 


Retails at with STORAGE REEL 


$ 98 50 foot length covers a rectangular area 
50 ft. long by 20 ft. wide (1000 sq. ft.). 


with STORAGE REEL 
(i; 





- you want it ! 
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SUPPLEX is the ORIGINAL SPRINKLER packaged on = SST SE 
oa handy reel for easy storage and longer life. THE iS 7 
TELL-ALL STORY ON THE ATTRACTIVE PACKAGE 

SELLS SUPPLEX FOR YOU. 
















PATENTED* 


TRIPLE TUBE construction 


SUPPLEX is wider than it is high, it must 
always lie flat even when curved around 
irregular areas or up and down grades. 
Since the holes are on the upper side 
i only, it sprays upward only, at exactly 
calculated angles, to provide perfectly 
even coverage along its entire length. 
Single tube sprinklers roll and twist un- 
controllably in use and spray pressurized 
jets in all directions. Because of the 
downward jets, they cover less width 
(square footage) for a given length, and 
may damage lawns. 














AS A SPRINKLER 
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RIBS DOWN, IT SPRINKLES UPWARD ONLY 


Valuable loam and seedlings cannot be washed 
out by jets of water digging into the ground. 


AS A SOAKER - 




























FLUSH-OUT CLAMP 


Since silt, mud, and pipe scale 










PD) against defects in workmanship ond : : 

materials for ninety 190) days. If any such defect linn y) og — se the mirror-smooth 
Ws opporent within ninety (90) days of purchase, you may walls, such impurities may collect 
(fm return the sprinkler (to the factory, not to your dealer), # at the very end of the SPRINKLER, 
a complete with reel and sales slip, postage prepaid, for@™| and can be removed through the 
repair or replacement. ‘| flush-out clamp. SUPPLEX SER- 
SUPPLEX CORPORATION Garwood, New Jersey@| VICE KITS available for tailor- 
Division of Industrial Synthetics Corporation (i made SPRINKLER lengths, to 
. , | repair accidental damage, or 
to connect two or more 

SPRINKLERS. 


*Manvufactured under U.S. Patent #2,621,075. Other Patents Pending. 




















vy wv 
RIBS UP, IT SOAKS DOWNWARD ONLY 
REDUCE WATER PRESSURE AT FAUCET, and 
flip over to this rib position. Water cannot wet 
foliage or flowers. 



















SuPPLEX CORPORATION, carwoce,new sss 


Division of Industrial Synthetics Corporation 
Manufacturers of SUPPLEX SPRINKLER and SUPPLEX GARDEN HOSE 
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COMPLETE SPRINKLER LINE 
sUPPLEX GARDEN HOSE 


10 YEAR GUARANTEE 
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CAN BE SHUT OFF AT THE NOZZLE 
AND LEFT UNDER FULL PRESSURE 
te HOTTEST SUMMER SUN FOR DAYS! 


STREAMLINE YOUR INVENTORY ! 


The SUPPLEX STANDARD GARDEN HOSE with its ALL PLASTIC 
INNER TUBE has a bore calculated to deliver all the water 
available in 90% of American homes. Why have a storeroom 

full of different diameter hoses when one diameter satisfies the 
needs of 9 out of 10 customers? For the 10% requiring larger 
diameter hose, stock SUPPLEX HEAVY DUTY. , 


REATTACHABLE COUPLINGS: : 


Solid machined brass. Locked-tight seal assures increased cou- 
pling grip as water pressure increases. No returns: Leaky 
couplings or accidentally damaged hose can easily be repaired 
at home. Service kits of reattachable male and female cou- | 
plings available to splice hose or for tailor-made lengths. | 

| 
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giving your customer Construction details and | 
what he wants when guarantee on every package. 
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CONSISTENT NATIONAL ADVERTISING 
in Magazines, Newspaper Garden Sections, Television and Radio 
JERSEY DEALER AIDS SUPPLEX 50 FT. STANDARD 
Mats, Window Streamers, Envelope Stuffers sunpested extall $8.95 WITH REEL 
E TELEVISION FILM AVAILABLE x 
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SECURITY! 
YALE* 042 NIGHTLATCH 


With the easy instructions 
in each kit, you can install 
the 042 in just three steps. 
STEP 1: Bore a hole thru 
door, insert cylinder from 
outside. 

STEP 2: Screw latchbolt 
housing to opposite side of 
door. 

STEP 3: Countersink and 
attach strikeplate to sash. 
Your Yale nightlatch is now 
ready to operate .. . ideal 
security for all doors of 
your home or store. 

*Reg. U.S. Patent Office 


YALE & TOWNE MFG. CO. 
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Yale* 042 Nightlatch 


advertised in 
America’s +1 Magazine 


irha-and LIFE Magazine combine on 
October S5th...the day the smashing 
8-page ad will appear! The Theme: “Do- 
it-Yourself”...the modern way to save 
money and still have a more beautiful, 
more efficient home. 


Millions upon millions of LIFE read- 
ers will be told to visit you...their local 
hardware dealer. They'll buy the prod- 
ucts you sell... get their “How-To” Book. 


But, YALE does even more for you! 
For the first time in hardware history, 
YALE introduces a new type Self Display 
Box for the 042 Nightlatch...the same 
nightlatch your customers will see ad- 
vertised in LIFE. It’s a self-displaying 
carton that'll push these popular items 
over your counter as fast as you can get 
them in stock. 


Remember, irha Hardware Week starts 
this year on October 5th...be set for it. 


———_—__>———__. 


Get ready for Nightlatch 
sales with this brand 
new SELF-DISPLAY BOX 


Now, another sales-getter from YALE... 
a sure-fire SELF-DISPLAY Box in eye-catch- 
ing color. And, the three 042 Night- 
latches are easy to see and easier to sell 
because they’re enclosed in acetate. If this 
isn’t your fastest moving lock, it’s sure 
going to be now! So, order today... wire 
or call your distributor to make sure you 
have plenty on hand. 
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Yale Lock & Hardware Division 











VALE FOR GHRISTMAS 


Another Yale first— 


padlock packages for 
hardware sales 


Put these two items at the very top of 
your Christmas List and underscore them 
in red...they are the ever-popular Yale 
Nugget and Yale Ziplock. 


Everybody wants a Ziplock and every- 
one can use a Yale Nugget. That makes 
them ideal gifts and that’s why we've 
packaged them in handsome gay cartons 
decorated with the colors of the season. 
Ziplocks come individually boxed and 
also 6 in a carton, each in an individual 
transparent envelope. Nuggets come in 
two kinds of cartons to clinch more sales 
—one with two locks opened by the same 
key; the other, one lock. Both Nugget 
Cartons are the new “store window” 
type and come complete with the sales 
story on the back of each. 


Order early...avoid the rush 
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Be sure to order your new stand-up display cartons 


Gift business is big business...and Christmas time is your biggest opportunity 
to cash in on it. That’s why YALE designed these colorful new STAND-UP 
DISPLAY Cartons...to help you sell even more Ziplocks and +711 Nuggets. 
They make folks reach out and take the locks for themselves... for their 











































friends and members of their families. 
Get yours now. ..let your counter be a YALE salesman that'll keep your cash 
register ringing the kind of profits you want. Don’t wait until it’s too late! 
Get in touch with your distributor as soon as you can! Today! 


YALE & TOWNE 


*Reg. in U. S. Pat. Off. 
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Go modern . . . specify CARLON Plastic Pipe! sults 


CARLON is lightweight, only 4th the weight of steel . . . one man 

can carry a 400-foot coil... large stocks are handled easily. CARLON is 
flexible ... it curves around obstacles . . . follows irregular ground contours. 
Long length and flexibility make possible low-cost 

installations requiring a minimum of fittings. 


CARLON practically sells itself! Installations last longer ... CARLON 
is completely immune to acid or alkali soils and waters that destroy 
ordinary metal pipe. And CARLON is guaranteed forever 

against rot, rust and electrolytic corrosion. 


Stock the modern plastic pipe developed for modern needs. 


Specify CARLON Plastic Pipe. 
Every foot of CARLON is factory-tested at 


greater-than-working pressures for more than 8 hours. 
































Write today for catalog. > HERE’S | 
1, Get 
SELL the Pipe with the Stripe* Mot 
2. Chec 
the } 
3. Mak 
CARLON PRODUCTS =m me 
fi 
CORPORATION =_——_ ase 
Pioneers in Plastic Pipe MOE, 
10300 MEECH AVE. ~ CLEVELAND 5, OHIO PLANTS A 
i| CARLON plastic pipe is produced in Ohio, Colorado, N. Carolina, Oregon, Texas & Ontario. Export: H. E. Botzow, New York City 
i ' HARDW: 
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,..Complete the Sale 


and Add fixture profits 








Your customer has improvement in mind 
whether he’s building or remodeling. He’ll 
be eager to put this effort in its best light. 
Why be satisfied with half a sale . . . why lose 
fixture profits when Inspiration-Lighting will 
make the complete sale for you. 

Here’s the hottest thing to hit lighting 
fixture merchandising since the invention of 
the light bulb. Sells lighting and lighting re- 
sults instead of simply selling fixtures alone. 


$ # 
lf 
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Inspiration-Lighting is added profit that costs 
you little—multiplies by many times the 
number of fixtures sold for every home. 

Inspiration-Lighting makes the home builder 
lighting-conscious before building, not after 
—makes it easy to sell better lighting and 
more MOE Lights. 





Easy to sell, 

easy to stock—a 
*MOE Light Home 
Lighting Center 
display takes up 
little room, creates 
buying interest, 
shows customers 


what they want! 
*See your MOE 
Light distributor 
for details. 








IF YOU ARE 


that you have - 


HERE’S ALL YOU NEED TO DO... 








NOT ALREADY 


1. Get your free catalog from your 
MOE Light Distributor. A MOE LIGHT 
2. Check your inventory and re-order DEALER, RUSH 
the MOE Light stock you need. mes counel 
3. Make sure that MOE Lights 
are on your display. FOR FULL 
4. Order mats for local advertising PARTICULARS 


iz 





from your MOE Light distributor 


MOE LIGHT, Fort Atkinson, Wisconsin 
(Division of Thomas Industries Inc.) 


| 
ee 2 





MOE Light pre-sells for you... 
Full-color, full page ads in lead- 
ing magazines that your cus- 
tomers look to for new ideas, 
new trends and styling in home 
decorating. 


MOE Light full-color catalog... 
A real heavyweight sales tool! More 
than a catalog, this book graphically 
presents the story of Inspiration-Lighting 
and what it can do for every home and 
every budget! And, what's more, it costs 
you nothing! 


MOE LIGHT, Fort Atkinson, Wisconsin 
Gentlemen: 
Please send me full details on how | may become a dealer for 
MOE Light fixtures and Inspiration-Lighting. 
[[] Send name of nearest MOE Light Distributor. 
([] Have a salesman call. 


DEPT. HA-1053 


Pe teiiticsnsiintnniiniente 





ee 


CITY. ZONE STATE — 








PLANTS AT FORT ATKINSON AND SHEBOYGAN, WISCONSIN; PRINCETON, KENTUCKY AND LOS ANGELES, CALIFORNIA 
69 


HARDWARE AGE, OCTOBER 15, 1953 























YOUR CUSTOMERS PREFER THE STRENGTH AND BEAUTY OF 


PATENTED 


HUTCHINSON’S 


C1O~ 


Hutchinson’s Scro-Grills are designed and built to give the 
utmost in beauty, strength, and sales appeal. They speak for 
themselves in the language of profits. Adjustable in both width 
and height, they fit any standard size screen door. For added 
protection against prowlers, install Scro-Grills on window 
frames. Cut burglaries 80 per cent. For extra profit, sell a 
complete installation of Scro-Grills for every new home or 
modernization job. Scro-Grills are fully protected by patents. 
Available in black-finish wrought iron or aluminum, ¥g”x 12”. 
If you do not already have Scro-Grills in stock, write us for 


descriptive literature, prices, and name of your nearest supplier. 
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BR5—Strong, perma- 
ment brace. Fast seller. 
Keep a good supply 
im stock. Height, 45” 
to 49” on 3-foot door. 
Packed 12. 


DEALERS 


BR2—This is the best 
guard made. Has ad- 
justable bar at top. A 
sure-stop, close-mesh 
protector. Sturdy ap- 
pearance. Packed 12. 


WANTED 


Write for prices 


‘ 





NeANSARNENANAN 


W-3, WINDOW 
GUARD—The big- 
volume seller worth 
stocking in quantity. 
Protection for women 
and children's bed- 
rooms. —~ 5 prowl- 
ers out of homes, 
apartments, stores, of- 
fices, motels. Quickly 
attached to window 
frames. Adjustable to 
fit. Packed 12. 











BR1—Has bar at top. Grill 
adjustable by sliding along 
bar. Height, 34” to 36” on 
3-foot door. Packed 12. 














xc, COWBOY—Very 
beautiful, strong, an orna- 
mental masterpiece, the 
most imitated grill on the 
market. Adjustable. Many 
different Silhouette Designs 
cut from sheet aluminum, 
some illustrated here. 


¥ ; = 
tO a,8 


H. HUTCHINSON & CO. 


s 
SYLVAN AVENUE 
LAS 8, TEXAS 
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When you sell high quality Griffin Butts you 
produce a satisfied customer ... and satisfied 
customers mean repeat business. Griffin Butts 
are produced from fine steel, carefully rolled in our own mill 
and finished by experienced craftsmen. : 
The entire line of Griffin fine builders hardware is designed 
to help you—by offering the best to your customers. 


INSEP my coon wens rm 
GRIFFIN obser art 


4 ERIE © PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Gerrison Bivd. 
Chicago 26, Illinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, mR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Read 1620 Gerfieid Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colerade 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Porkwey 6954 Olesthe Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansas City, Missoufi St. Levis 9, Missouri 
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TO SERVE... 


For many years, we have been producing Weslock units 
at a constantly increasing rate to meet the demands 

of our thousands of customers throughout the world. 
Our system of rigid quality control plus our high 
precision engineering standards have established the 


reputation of Weslock as America’s greatest lock value. 





ne\ 


The di 


Finish 
storag 
recess 


* Beautifully designed and finished © Millions in 





use * Unconditionally guaranteed for the life of the 
installation ° Simple, fast installation ° Budget 


priced * Expert field sales assistance 


For Economy, Dependability and Beauty, choose is 


Weslock, America’s greatest lock value! 


W E S T E R N L 0 C K M F G. C 0. Manufacturers and Sole distributors of Weslock residential locksets 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. @ FACTORY: HUNTINGTON PARK, CALIF. 
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The duette Custom Sliding Door Cabinet by Miami-Carey. (model SD1820FL) 


duette! Miami-Carey’s Sliding Door Bathroom Cabinet 
with Twin Compartments... twice aS much storage space! 


The duette DeLuxe Sliding Door Cabinet by Miami-Carey. 
(Model SD1818FL) 


Finished in baked-on gleaming white enamel. Twin 
storage compartments and sliding mirror doors. For 
recess or wall-hung installation. 


wet. 


ae 








Here now to make money for you! A bathroom cabinet that’s roomier, | 


more beautiful than any you’ve seen before. It’s the duette Sliding 
Door Cabinet by Miami-Carey, in four smart models—all so roomy, 
so brilliantly styled, so sensibly priced they’ll sell on sight. 

Dollar for dollar, no other cabinet can match the duette in customer 
appeal. Mirror doors slide open at a finger’s touch. Inside in twin 


compartments—more than double the storage space of most ordinary}| 


cabinets. Room galore for medicines, cosmetics, shaving needs, all the 


items that have a way of “cluttering” bathrooms short on storag¢) 


space. 
These new duette cabinets will be in big demand for new constructior 


and remodeling. So ask your Miami-Carey representative for all the! 


facts—or mail coupon on other side of this page. 


please turn the page 


aon yea 

; ‘S" Guaranteed by» 

Sell freedom from topsy-turvy Good Housekeeping 
ry 


bathrooms . . . New duette by : < 
Miami-Carey M | A A cine 


Available with or without tubular 
fluorescent light and shade, 
plus switch and electrical outlet. 


MIAMI-CABINET DIVISION—THE PHILIP CAREY MFG. CO 




































they're all-new 


new duette 


SLIDING DOOR CABINETS 
another first from MIAMI-CAREY 


@ Twin Sliding Mirror Doors (mirrors first quality 


plate glass, copper protected) 


© Fluorescent tubular light with shade, plus switch 
and electrical convenience outlet (optional) 


© Twin Storage Compartments 


© Stainless Steel Toothbrush Rack in each 


compartment (Custom models) 


© Razor Blade Chute in each compartment 


(Custom and DeLuxe models) 


© Crystal Glass Shelves (8 in Custom, 
4 in DeLuxe) 


@ Easy to Install 


© Overall Size: | 








and crammed with sales-making features 
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' 
HUETIE Custom (viodei $11820F 1.) features 
fluorescent tubular light unit with curved translucent 
shade, plus switch and electrical convenience 
outlet; welded one-piece steel construction; snow- 





Width Height 


Depth white baked enamel interior finish; Stainless Steel 





Custom (without light) 


38%6" x 23%" 


“picture frame’ trim, Over 3450 cubic 


x Mes inches of storage space. Also available—duette 





DeLuxe (without light) 


36%" x 25%" 


x 64? Custom Model $D1820 without light unit. 





Custom Light Fixture 


38%" x 2%" 





x 4h" 








DeLuxe (with light) 


364° x 28%" x OM Quithout = =e \ 
shade) 
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e “~~? 
Ps ASN 
~ 5) % s 
/ Separate mirror and separate storage compartment 
for Him and for Her—no more ‘“‘waiting turn’’; no 
duette Del. more bathroom clutter. 
UX (Model SD1818FL) features at} 
fluorescent tubular light with matching metal Be - 
shade, electrical outlet and switch—a lavish re tO Renter ; | 
cabinet at a budget price. } j 
Beautifully finished inside and put in baked-on 
leaming white enamel. Also available— r 
Model $p1818 without light unit. : 
Note: duette DeLuxe furnished in special colors 
if desired, when ordered in lots of 50 or more, } * 
at no extracharge. 
Ss ES cassis dh cid des Bhs ad CS Rs as Cs as is nh ln ens icin ideo 
| sp . 
MAIL COUPON TODAY |} 
Write Dept. D-10 He a 
for full dealer information on new | ra doors are fnihed x Ssestsaes seis pe 
idi j j a ‘ smoothly in specially designed metal channels. Lac 
duette Sliding Door Bathroom Cabinets by Miami-Carey ! { mirror door i alumina te icatctak Scent 
\ oor pull. (duette Custom) 
ae AN 
NAME | 
; L 
} ADDRESS 
| ABs vadage kes cage HARDWAI 
CITY STATE Middletown, Ohio 
| Utho wt $f 
; | I BATHROOM CABINETS © MIRRORS « MATCHING ACCESSORIES « KITCHEN AND ATTIC VENTILATING FANS 


Should Be Selling 


F , Fret 


Siege tg -l4 +: 
Maint 


Here 
Hort 


.. Pacemaker off Proqness! 





RANGES * REFRIGERATORS * DISHWASHERS * DISPOSALLS® + WATER HEATERS »* CABINETS 
FOOD FREEZERS * AUTOMATIC WASHERS «* CLOTHES DRYERS * ROTARY IRONERS * DEHUMIDIFIERS 
HOTPOINT Co. (4 division of Genero! Electric Compony) 5600 West Taylor Street, Chicago 44, Illinois 
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LIFETIME CHROME 


Display Creilld for volume profit 





new, é 











Fast-Movi 
e Fittings « 
this High 
-Catching 





mes to Yo 
ready in Pl 
rough Whe 


UFETIME CHROME Get these FREE Gerity 
chrome display boards 


¢ 


¢ GRABLER 


Turn the traffic past your store into on the board. And your profits will go up BUYING 


easy, profitable sales! These attention- as people see the beautiful Gerity Lifetime 
Easy installation with the getting Gerity display boards cost you Chrome... so smartly displayed. Call your 


Gerity self-centered back- nothing—you pay only for the accessories § Gerity supplier today! 
plate. Concealed screws. 








Gerity Lifetime Chrome 
guarantee. 


GERITY- MICHIGAN CORPORATION 


10 South Superior Street * Toledo, Ohio i = | 2 
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PIPE FITTINGS - | 





LL MORE 


new, eye-catching display..does big selling job in a minimum of space 





MAKES FITTINGS EASIER TO BUY..STEPS UP TURNOVER 


Reminds customers of their plumbing items. It’s properly 
pipe fitting needs. Helps them proportioned for counter or 
to help themselves. This bright, nesting into island compart- 
colorful, attractive display puts ments. It’s the quick, easy way 
punch into entire display of to sell more pipe fittings. 






SI 
iw 


















aw, 
+” Se 
Fast-Moving Grabler satan wa 
e Fittings are Shown ru , is 
this Highly Visible 5] oH 
-Catching Display a o 
h F a Y Peta ay \ 
mes to You with Fittings ~~ - 
ready in Place. Available my " 
‘ough Wholesalers Only o®, ~ - 
of. Ask Your Wholesaler ff 
a way About How to Get a | 
“ay Grabler Pipe Fitting }j 
ey Buying Guide Display | 


J — > 
ds : 


ill go up 
Lifetime 






4€ GRABLER PIPE FITTING 
BUYING GUIDE 





fZSRABI re MANUFACTURING COMPANY | 
. 6565 Broadway « Cleveland 5,Ohice — } ‘ 
Hl) 


HOUSES: New York « Philadelphia + Atlanta + Pittsburgh * Cincinnati * New Orleans + Dallas + Chicago « St. Lovis » Minneapolis * Denver + San Francisco + Les Angele) 


A 


When you sell Hall-Mack bathroom 

accessories, sales are easier... for 

in Hall-Mack’s complete line of 

bathroom accessories you'll find a 

number of specials which are ex- 

clusive Hall-Mack developments... 

ideas with extra appeal that build 

sales and pave the way to an order for all the bathroom 
accessories your customers need. And when you back it up 
with the finest of materials and craftsmanship your selling 
job’s half done. 


Write for complete information on Hall-Mack’s new con- 
cealed Toilet Paper Holder . . . and ask for a copy of their 
latest catalog that shows the complete Hall-Mack line. 


America’s Finest 


Bathroom Accessories. Mca is 
SO a nell Woe 


Sell Hall-Mack— ii <i HALL-MACK C OMPANY 
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TFC STOCK Columns, Rails, Brackets 


PATTERNS STANDARDIZED FOR FAST TURNOVER 


The ageless beauty and durability of 


Ornamental Iron is enjoying its 


greatest popularity ever! You 


cash in on this fast-selling building 


can 


material by stocking standard designs 


created by America’s foremost pro- 


ducer of ornamental iron. Tennessee 
Fabricating Company standard de- 
signs are easy to stock, easy to dis- 
play, easy to sell, easy to install. 

Cash in NOW on TFC’s standard- 
pattern, big-profit columns, railings 
and brackets. 
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- FORGED IRON HARDWARE 













oes DY 


NATIONAL 
LOCK 









Display 
No. 70 


Buy it from your wholesaler 





This new 18-piece line of fast-selling forged iron cabinet hardware for 
use on both natural wood and painted surfaces. Offered in Dead Black, 
Old Copper and Swedish Iron finishes. Natural 11 x 16” display board 
is FREE. Order No. 70 display and hardware stock from your wholesaler. & N 


| 


NY 


DISTINCTIVE HARDWARE....ALL FROM J] SOURCE 


NATIONAL LOCK COMPANY N 


% 


ROCKFORD, ILLINOIS @ MERCHANT SALES DIVISION Mo 
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THURSDA 
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PRIZES WiLL T) 
P.M. SATURDA’ 
end of “Ne 
Week.” 
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HARDWA: 


= | Traffic Building Ideas 
= eh cl an 
YOU 
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TO ATTEND © REFRIGERATORS ORANGE 
OUR Barmera ° 
Sor om aa a 
f yu Ng. - le Gr, NORGE ons 
; ES a WHIRLPOOL d 
WASHERS and DRYERS 
THURSDAY — FRIDAY and SATURDAY | orn owen oes a 
April 16, 17, 18 SUNBE AM 
Our Spring Festival ls a Three-Fold Event! Appliances 


. 
fr meray the completion of evr remodeling, which hos “GENEVA” K 
1 —_— taken many months, due to our continuing te serve our 
customers to the best of our ability during the remodel. 
ing period 






SPECIAL 


ft morks ovr intreductian to the public of sew lines of - 
— merchondise ~ (nationaliy-advertised lines, considered DELTA 
the best in their respective fisids)—for which we hove 
been official'y designated as representatives in this ter BLACK & DECKER 
ond 
sitery 








»ning of “Notienc! Hardware Week” . . 
Apell 17 thee the 23% . ond we hove made mony 






+ 

special purchases to offer you “reo! buys” at this time 
re pcod armen PAINTS 

@ BPs @ LUCAS 

@ BARRELED SUNLIGHT 
WONT YOU JOIN WITH US © AVON TEXTURE 

INTERNATIONAL MARINE 
IN THIS FESTIVE OCCASION? © EOIERNATS 
COMPLETE LINE OF 
see ovr completely remodeled store, look over our PAINTERS’ SUPPLIES 













2 lines of merchandise, visit with the fectory represente- 7 
vit be ce hand to demonsirote ther products. ond note URGE & UNITED 


Ai OFFERS being made 1 our veriqus departments. WALLPAPE .4 














pa 
s For THE Lapies | SIX GRAND DOOR PRIZES 
1-LEWYT VACUUM CLEANER 


PAY-OF 






JRAWINGS FOR THE GRAND | 


PRIZES WILL TAKE PLACE AT 5 | $25.00 Gift Gerlificate for BPS PAINTS 
P.M. SATURDAY, APRIL 25, ot the 
end of “National Hardwore VOU CAN eB A HNO PURCHASE REQUIREDE 
Week.” dust attend our Spring Festival . .. Thursday, Friday or 

<< @ amy time during "Notions! Hardwore Week,” ending 


i ewe . in the 
¥ Hostname he oanhs "| urdey, Apell 25, fil eyt your card ond drop i in the box 








OPEN THURSDAY AND FRIDAY EVENINGS 


F. A.CHURCH 











p4ANGE ST. 













OES a special promotion pay off? : 
If you are considering the advisability of conducting one in you is fall 


you would be convinced of the value of promotions after a talk with Fra Church, 
ster who operates a hardware, paint, and housewares store in Geneva, N. Y. 
Asked the question, “Did it pay off and would you do it again?”, Mr. Church replied, “Yes, 
definitely, and maybe even twice a year—in the spring and fall.” 
The fact that approximately 5,000 people were attracted to the Church store during the 
first three days of the sales event is convincing evidence that the promotion was a success. 
The event was so successful, in fact, that Mr. Church decided to continue the sale through 
the following week—Hardware Week. 


The promotion conducted by the firm was no ordinary promotion—and the results weren’t 
ordinary, either. 





It was the culmination of several years of planning and was conducted in connection with 
the completion of a store expansion and modernization program. 


The backbone of the promotion was a complete merchandising package developed by the 
W. Bingham Co., wholesalers of Cleveland. 

The Church store distributed 5,000 copies of the Spring Values Day circular that had been 
prepared by the Bingham Co. for its dealers. The store was decorated throughout with all 
the display materials provided in a complete merchandising kit. 

The Bingham circular and merchandising kit were only one phase of the F. A. Church 





15, 1953 ; 
HARDWARE AGE, OCTOBER 15, 1933 81 




















Special Promotions 


continued 





promotion. The other was the heavy newspaper and 
radio advertising done to promote the three-day event. 

There aren’t many hardware stores in a city the size 
of Geneva—population 22,000—that would venture to 
spend nearly $1,500 to promote a single merchandising 
event. 

Advertisements of the Church promotion dominated 
the April 15 issue of the Geneva Daily Times, the day 
before the beginning of the three-day event. 

Local radio advertising at the same time created 
much additional interest in the three-day event. 

The newspaper ads totalled 853 column inches, or 
nearly five pages. Principal lines advertised were 
Frigidaire, Norge, Sunbeam and BPS, Lucas and 
Interlux paints. 

The hardware store did not, however, have to stand 
the full cost of the advertising as cooperating manu- 
facturers paid part of the total cost of the newspaper 
advertising ($850) and radio ($278). 

The store did have an additional advertising invest- 


82 


ment of $180 for prizes and small souvenirs which 
were distributed, and the cost of the 5,000 sales circu- 
lars was approximately $150 more. 

The increase in sales during the promotion was 
satisfactory, but it was the impetus promoted by the 
event that was most gratifying to Mr. Church. Here’s 
what he says about it: 

“The immediate returns did not seem to warrant 
such a heavy outlay of advertising dollars, because we 
came out about even, but subsequent results certainly 
did—and continue to—justify the outlay. Our busi- 
ness has increased approximately 75 pct over the same 
period last year.” 

Here is an indication of how the promotion in- 
creased sales on just one line: 


Sold 30 Appliances 


“We sold,” said Mr. Church, “more than 30 Frigid- 
aire appliances in two weeks, whereas we had sold only 
five in one week before the promotion. And, as a re- 
sult of the special effort, sales in that line are still 
increasing.” 

Since the heavy advertising created so much inter- 
est it was decided to continue the sale through the 
following week. Registration of store visitors was con- 
tinued and the drawings for a number of prizes 
weren’t held until the end of the second week. No 
purchases were required for participation in the 
drawings. 

At no time during the 10 days of the sale was the 
store without customers. Extra sales people had been 
hired and salesmen from various manufacturing com- 
panies also offered their services. 
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More than 400 roses were presented to women visi- 
tors the first day, in addition to balloons, caps, knives 
and other souvenirs. 

Several demonstrations were going on at the same 
time so visitors had something to watch in every part 
of the store. 

There were paint demonstrations; cooking and bak- 
ing demonstrations; talks on lighting; and washing, 
drying and ironing demonstrations. Cookies, dough- 
nuts and coffee were served. 

The store started to line up its cooperative adver- 
tising for the promotion two months in advance. 


Timing Is Important 


Mr. Church points out that the biggest problem was 
not in getting manufacturers to participate but rather 
in selecting the best time at which to hold the special 
sale. A week was selected when there were no other 
local promotions that might conflict. 

“No pressure at all was required in getting manu- 
facturers to buy ad space,” Mr. Church stated. “They 
all went along with us.” 

The store handled the solicitations for the co-opera- 


Right, above—Store owner Francis A. Church ex- 
plains the functioning of a paint sprayer to a cus- 
tomer during the promotion. 


Right—A factory salesman demonstrates one of his 
compony’s products during the promotion. 


Below—The remodeled store as it appeared in 
readiness for the special promotion. 
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Saleswomen in the wallpaper department showed 
gifts which were presented to registrants at the 
close of the promotion. 





tive advertising and later rebilled manufacturers for 
their share of the advertising costs. 

Mr. Church, who had been in the contracting busi- 
ness, decided to open a retail store in 1946. It was a 
small store, 17x30 ft., and with paint and wallpaper 
the dominant lines. 

A fairly good business resulted and a year later Mr. 
Church’s brother, John, opened a store next door. Both 
businesses began to grow and there was need for 
expansion. John Church then moved across the street 
and Francis Church decided to take over the two 
adjoining stores. 

Francis Church said he started to think about a 
grand opening as soon as he started work on remodel- 
ing his two stores. Business continued as usual with- 
out interruption during the remodelling process. 

When the one store was completed, the business was 
moved next door and work began on the other store. 
This store was subsequently rented, but again Mr. 
Church felt an urge to expand so he again took over 
his original storeroom for the display of major appli- 
ances. A service department was also created. 


Promotion Draws 5,000 in Town of 450 


&1i 















1953 


come 70 OUR ioe no 
| Ea | 


Lecndl 


Y 
SpAY . “ERIDAY 2 SATURDA 


“THUR 
: MAY 7th 8th and 9th 
w09Pp ™ each doy 
: " GIGANTIC sate with ALL 
ys a — pom smuche from SY te 5% 


wet 
cur stEvs 1aGGEO 4% sat 
os we 


ALS 
LUMsER ond BUADING MATER! 


OW ARE 
NT and HARO! 
€ ond ELECTRCAL ITEMS 


FLOOR COVERINGS 
BEDDING 


PLUMBING HEATING 
APPLIANCES ©” nd 
FURNITURE, LAMPS 





EACH LADY WHO REGISTERS 


m. 
BETWEEN 1:00 ond 9:00 p- a 
| receive ° beautiful Cutting 


wil 





WILL BE GIVE 
TILE FLOOR 

© LINOLEUM 
*A PABC 


MATTRESS will be GIVEN 


EDIC 
*A SEALEY POSTUREP as 


Please accept this — to SAVE 














NAWAY * 


Away * 


COTTON - ~ HANLON 


The Home Complete 


New YORK 





ODESSA e 





Ads like this one 
of 1/4-page size 


The merit of a properly adver- 
tised store promotion was demon- 
strated most convincingly by the 
turn-out of approximately 5,000 
shoppers who crowded the Cotton- 
two weeks Hanlon store, in Odessa, N. Y., a 

before village of only 450 people, during 
sale. a 3-day sales event. 

The occasion was a 25th Anni- 
versary Sale, from Thursday to 
Saturday, May 7 to 9. 

Cotton-Hanlon, “The Home Com- 
plete,” is an unusual store, as any- 
one in the southern tier of New 
York State will tell you. 

Founded in 1922 as a lumber 
manufacturing firm, it added a 
hardware and retail division in 
1926 and since then has enjoyed 
continuous growth. 

The business is housed in a build- 
ing covering two-and-one-quarter 
acres of ground, with 100,000 sq 
ft of floor space—and is located in 
hilly pasture land on the outskirts 
of Odessa. 

The large white brick building 
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was constructed in 1947 by the 
company’s own workmen and ac- 
cording to their own plans and 
specifications. 

The largest portion of the 100,- 
000 sq ft of floor space is used for 
lumber storage and processing, but 
a fine hardware department covers 
9,000 sq ft and is located on the 
basement floor at the front of the 
building. It is easily accessible 
through a broad stairwell that faces 
the store entrance on the main 
floor. 

Plans for the three-day 25th An- 
niversary Celebration were based 
on tested promotional policies. Prep- 
aration began with the contacting 
of manufacturers and distributors. 

Nineteen agreed to provide dis- 
plays and personnel for the celebra- 
tion. 

The advertising campaign went 
into high gear about 10 days prior 
to the sale event. 


Invitations Sent to 20,000 


More than 20,000 rural box hold- 
ers were sent post card invitations. 
This mailing blanketed a farm area 
within the 40-mile radius of Odessa 
that Cotton-Hanlon considers its 
trading area. 

In the week of the promotion, 
radio and newspaper advertising 
were used extensively. Quarter-page 
ads were run for two days in three 
daily newspapers within the 40- 
mile radius. One ad was used in 
each of four weekly newspapers 
and ads were also used in two shop- 
ping papers. 

Spot announcements were broad- 
cast from four radio stations prior 
to and during the three-day anni- 
versary period. 

All the advertising stressed a 
five to 50 pet discount on every 
piece of merchandise in the store; 
a free cutting board to every 
woman who registered, and two 
valuable gifts. No purchases were 
required for participation. 

One of the major prizes was a 
linoleum tile floor and the other was 
a nationally-advertised mattress. 

Despite inclement weather on the 
first day of the promotion, the store 
was well filled. Although free park- 
ing facilities are designed to ac- 
commodate 900 cars, there were 
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D. Lloyd Cotton looks over the shoulder of his partner, 
H. A. Hanlon, at the first day registrations. 


These two bulletins are issued weekly. One lists good 
values; the other news of interest to builders. 
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Shoppers inspect pressure pan on one of the display 
units designed and built by the store. 





Above—A variety of electrical fixtures are mounted 
upon wall panels. 


Below—Maurice Lovell, of hardware department sales 
staff explains plane features to a customer. 
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periods when every space was filled. 

Guests registered at the door. 
These names are now being used 
to supplement the store’s mailing 
list. 

In analyzing the results, D. Lloyd 
Cotton, vice president and retail 
manager, said that more than 4,000 
people registered, where as during 
the usual three-day period store 
traffic is seldom more than 500. 

Dollar-wise, there was an in- 
crease of 300 pct. Of even greater 
importance, in the opinion of the 
owners, were the many new friends 
which the anniversary celebration 
created for the store. 

The hardware department of 
Cotton-Hanlon is designed to en- 
courage self-serve sales as much as 
possible. All merchandise is readily 
accessible to the customer. 

Knotty pine has been used ex- 
tensively in the hardware depart- 
ment, especially in the wall fixtures. 
In addition to its conventional store 
fixtures, this firm uses portable 
sales tables, mounted on saw horse 
type braces, which are set up where 
most advantageous. 


Bargain Counter Popular 

A popular spot with customers 
of this store is the Bargain Counter, 
located at the far end of the de- 
partment, which is always kept well 
stocked with marked-down mer- 
chandise. There’s always a_ wide 
variety, which may include cdds 
and ends in lamps, housewares and 
electrical goods. 

Emphasis in the customer rela- 
tions of this store is that Cotton- 
Hanlon is “The Home Complete.” 

A recent advertisement put it 
this way: “Remember, we handle 
everything for building anything 
from a one-room summer retreat 
to a $50,000 mansion. We can 
furnish plans, building materials, 
plumbing, heating, hardware and 
electrical supplies and equipment, 
decorating supplies, and last but 
far from least, beautiful home fur- 
nishings. The one-stop store for 
the Home Complete. 

“From our long experience we 
have accumulated a wealth of in- 
formation pertaining to building, 
remodelling, plumbing and heating, 
which is yours for the asking. We 
invite you to take advantage of our 

(Continued on page 128) 
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Full Displays Sell More Paint 


A Maine dealer exceeds $1,000 monthly volume in paint 
and related lines. Neat displays, newspaper advertising 
and advice to homeowners build volume for new store 


At his present sales rate—more 
than $1,000 a month—Nicholas 
Pulia expects the year’s volume in 
paint and related lines to exceed 
$13,000 in the store he opened on 
Jan. 1, 1953. 

Mr. Pulia, a 27-year old man, 
opened his Pulia Hardware & Lum- 
ber Co. in Rumford, Me., a city of 
11,000 population, in a former 
garage 100 ft sq. with a 30x70-ft 


display room. He was previously 


employed by another local hard- 
ware store. 
Full shelf displays, consistent 


newspaper advertising, prompt de- 
livery service, and advice to home- 
owners doing their own painting 
and decorating have been the rea- 
sons for his good sales. 

Ninety pct of the store’s paint 
and related line sales are made to 


“do-it-yourself” painters refinish- 
ing their own rooms or repainting 
their houses. The balance of the 
store’s sales in these lines is made 
to painting contractors. 

Since the store was opened by 
Mr. Pulia, most of his paint sales 
have been made to housewives. 
Catering to the feminine trade has 
brought good paint sales to the 


(Continued on page 122) 


Nicholas Pulia in his well stocked paint section. 
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Semi-Self Service 





ait on Y ourself— 


if you want to 


Semi-self service in suburban store enables salesmen 

to concentrate on customers who need help and aids in 

selling related items. Separate check-out counter setup 
serves customers who prefer self service 


Sign above aisle, held by Leon Samuels, secretary, 
informs customer store has self serve feature. 


Semi self-service has been installed by Ridgewood 
(N. J.) Hardware Co., to provide quicker service for 
customers who know what they want, and to give sales 

ER persons more time to serve customers who want help 
CASHI in the selection of merchandise. 

WRAPPER A counter near the front door serves customers who 
“ar Vek FROWT DOOR have waited on themselves. It has a cash register 
and wrapping facilities. One person always is on duty. 
During rush hours the cashier has an assistant to 
wrap packages. 

About 50 pct of the store’s cash business goes 
through the semi self-service register. 

A similar counter will be placed at the rear of the 
store for self-service customers who leave by an exit 
to the parking lot. 

Customers who have been waited on by sales per- 
sonnel have their transactions completed at separate 
wrap counters. Their cash or charge slips are sent 
to a cashier on the mezzanine at the rear of the store 
by an overhead carrier system. The carrier system 
has been used by the store for a long time. 

The single entrance, one central main aisle layout 
was retained when semi self-service was started. No 
turnstile or railing were installed to guide customers 
in and out, or to channel traffic past a check-out 
counter. 
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Physical changes in the store, for self-service pur- 
poses,- were replacement of counters with step-up 
islands to put more merchandise on open display, price 
tagging all merchandise, and installing signs along the 
central main aisle to advise customers that they could 
serve themselves and to indicate the self-service 
check-out counter. 

The cashier at the self-service counter knows that 
customers carrying wrapped packages have been 
served by a salesman. In case of bulky unwrapped 
items, like a garbage pail, the customer can show a 
sales slip if the cashier asks about the purchase. Any 
customer with unwrapped smaller merchandise obvi- 
ously is a self-service customer. 

Self-service and service customers mingle through- 
out the store. Salesmen ask customers if they want 
to be served and if customers do not want help they 
are left to browse. 

Self-service and service can exist in the same store; 
Leon Samuels, secretary of the Ridgewood Hardware 
Co., reports after 4 months’ experience with its dual 
selling system. 


Advantages of the System 


Advantages cited are: 


(1) Sales per customer are larger. Salesmen no 
longer use their time taking merchandise off shelves, 
wrapping and recording the sale for customers who 
know what they want. Salesmen spend their time 
helping customers who want service and thus are in 
a position to suggest the purchase of related items. 

(2) Thefts have dropped sharply. Apparently the 
cashier on duty near the door has a psychological 
effect in discouraging shoplifters and boys out on a 
pilfering spree. . 

The self-service feature, Mr. Samuels emphasized, 
is not intended to reduce nor eliminate any sales per- 
sonnel. The store did, and still does, employ 19 sales 
persons, and three from the management staff still 
assist on the floor during busy hours. 

“There is no need for a salesman to spend time try- 
ing to sell a demand item to a customer who knows 
what he wants and where we keep it,” Mr. Samuels 
explains. 

“Our salesmen now are available to those customers 
who have a special problem, and want the help and 
advice of an experienced person.” 

Some departments, Mr. Samuels pointed out, re- 
quire more service than others. These include build- 
ers’ hardware, electric housewares, plumbing supplies 
and lamps. 

Before installing semi self-service, Mr. Samuels 
studied self-service merchandising in hardware stores. 
He obtained five leads from HARDWARE AGE, and cor- 
responded with these hardware store owners as to 
their experiences with self-service. 

Step-up units were installed at the time the store 
was converted to semi self-service to place merchan- 
dise on more open display. Counters were replaced 
by 23 step-up units built by store personnel. These 
units extend from the center main aisle to smaller 
aisles along side wall displays. 

Each sales island has three display shelves plus 








Top—Customer brings lamp to self serve counter 
where Henry Pailet, vice-president, temporarily 
on duty checks her out. 


Above—-Wrapping paper and bags are conveniently 
located at self serve check-out counter. 


Below—Merchandise display built in lower part of 
counter. : 








































































displays at each end under the first level shelf near 
the floor. 

Each counter also was painted a distinctive, bright 
color. Customers have noticed the colors, and this 
has aided paint department sales. 

The store has a center entrance door, into a 5-ft 
aisle that extends to the rear of the store. Housewares 
are on islands to the right, hardware on islands to 
the left. 

The first display spot to the left, as customers enter 
the store, is a step-up island. The second spot is the 
self-service check-out counter. The cashier, when not 
ringing up self-service sales, functions as salesman 
for the first display island. 


The self-service cashier was stationed second from 
the door for two reasons. First, Mr. Samuels anticj- 
pated heavy traffic at the door during rush seasons 
and felt that location of the check-out counter at the 
first spot would increase congestion. Second, there 
is a structural column and radiator at the first spot, 
and to move these would have required major build- 
ing changes. 

The store does a big credit business. There are 
more than 3,000 accounts on the books and each month 
more than 1,200 statements are mailed. 

All charge account customers must be served by 
salesmen, and that immediately blocks off a large 
number of customers from self-service. 


Store Built Fixtures 





Step-Up Units Improve Displays 
At Semi-Self Service Store 


Merchandise display has been improved at Ridge- 
wood Hardware Co. with three-tier islands to replace 
counters. 

The store has two rows of these islands, built by 
store personnel, on each side of a main 5-ft aisle. At 
present 23 islands are in use. More are to be built as 
construction time is available. 

The islands are identical, except for the paint job, 
and an extra foot of length. Floor space on the house- 
wares side of the main aisle permits islands 5x9 ft. 


Step-up, three-tier islands built by Ridgewood 
Hardware Co. for hardware, housewares and soft 
goods displays. 





Those on the hardware side are 5x8 ft. Each island 
was painted a distinctive color, so attractive that cus- 
tomers have mentioned the colors and that has boosted 
paint department sales. 

Another feature was the fitting of islands to small 
structural columns. The first display shelf was cut 
out to conform to the pillar. Thus, the pillars do not 
interfere with the display value of the islands, and 
they are not in the aisles. 

(Continued on page 106) 


Note how the islands were made to wrap around 
ceiling support pillars and display merchandise 
effectively. 
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Pre-Season Selling 





Early Display Sold Heaters 
In Warm Months 


How an Indiana dealer got his space heater 
selling campaign off to an early start. He 
follows the same idea on other seasonal 


merchandising campaigns 


Charles H. McCarter is one of Charles H. McCarter arranges a pre-season heater display. In cooler 
two partners, who make Handy weather sign is replaced with one reading "It gets kold in Kokomo.’ 
Hardware in Kokomo, Ind., just 
what its name says. He and his 
sister and co-partner, Mrs. Pearl 
McCarter Tracy, have their neigh- 
borhood store a mile from the busi- 
ness center of their city of 40,000. 

The 15-year old Handy Hardware 


IF SUMMER CoM 


has been operated for the past CAN WINTER’ 
ma BE FAR BEHIND? 


three years by the brother-and- 
sister team. 

Prompt delivery service, ample 
parking space and the friendly per- 
sonalities of the two owners help 
Handy Hardware click. But that is 
not the whole story of their success. 
The owners believe in displaying 
what people want before they want 
it. A good example of this policy 
was their display of space heaters 
by July 15. 

Charles McCarter beats competi- 
tors to the draw by pushing many 
an appliance weeks or even months 
ahead of its traditional season. He 
says, “On June 20, 1953, a distri- 
butor salesman walked in here to 
sell me an ’Early Bird’ deal on 
Arvin heaters with which the mer- 
chant received a free outdoor chair 
for his participation. By July 15 
we had an island display of the com- 
plete line with a sign carrying the 
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Mrs. Pearl McCarter Tracy shows 

a prospect a heater on one of 

the wall shelves inside of one of 
the visual front windows. 


suggestion that cooler days would 
soon be on the way.” 

By Aug. 1 two heaters had been 
sold. Handy Hardware used local 
newspaper advertising and called 
some of its regular customers on 
the phone. 

“The first year we were here we 
sold five heaters. In 1952 by start- 
ing to push heater sales around 
Labor Day,” says Mr. McCarter, 
“I managed to sell a dozen units. 
Our start on July 15 of this year 
should help me to move at least 30 
heaters. After all, when you build 
heaters or anything else into your 
regular volume you like to hold onto 
those sales and increase that part 
of the volume rather than to let it 
stay or possibly slide off.” 

Charles McCarter keeps the store 
open three nights a week until 8 
and closes other evenings at five. 
He says that, “the first time there 
is frost, I am already in high gear 
on my heater program.” 

Space heater selling is typical of 
the merchandising approach at 
Handy Hardware. He will, for ex- 
ample, be displaying and selling 
baseball goods in February. 

Handy Hardware’s owners pride 
themselves on operating a handy 
place to buy a power mower, a box 
of screws, space heaters, paint, toys 
and other consumer goods. The 
owners believe in early display of 
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lines some stores show only at the 
height of the season. 

The previous owners of the store 
put toys on display just before 
Thanksgiving and placed them in 
the storage room after New Years’ 
Day. Toys are now well displayed 
12 months of each year. In the first 
six months of 1953, Handy Hard- 
ware sold more wheel goods than 
in the entire 1952 Christmas period. 


Attracted Women 


Of the toy department Charles 
McCarter says, “I wasn’t in this 
business three months when I no- 
ticed that about one woman out of 
three coming into the store had a 
youngster with her. And one of 
every seven men customers was ac- 
companied by a child. When we ex- 
panded our store we decided to keep 
toys on display 52 weeks of the 
year. Now I sell at least one toy 
every business day.” 

Prior to being a hardware dealer 
Mr. McCarter was a caster for 
American Radiator & Standard 
Sanitary Co. His sister had been 
with Reliance Mfg. Co. in Kokomo 
for a number of years. Neither 
knew the retail hardware business 
nor had they had any retail store 
experience excepting service for 
Mr. McCarter as a delivery boy for 
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52-Week Toy Section's Christmas Sign 


a local grocery store operator, 

In the three years Handy Hard- 
ware has been operated by the 
brother-and-sister team the original 
25 x 60 store has been expanded by 
addition of the adjoining store of 
the same size. The firm has tripled 
the variety of its stocks, doubled its 
inventory—dollar wise—and _ ex- 
pects that its 1953 volume will be 
twice that of 1950, the last full 
year under the previous ownership. 

Stock expansion, since the pres- 
ent owners have operated the store, 
has broadened tool, belt, pipe fit- 
ting, fastener, lawn and garden 
goods, appliance, fishing and other 
sports equipment offerings. Power 
mowers, radio, heating appliances 
and better displays of kitchen uten- 
sils and dinnerware were newcom- 
ers in the store’s stocks. The 
expansion of Handy Hardware’s 
stocks and improved display have 
brought more traffic into the store. 

Charles McCarter summarizes his 
merchandising philosophy in this 
direct manner: “You’ve got to carry 
what people want, when they want 
it, or maybe a little before they 
want something. You have to have 
merchandise they can afford to buy, 
and you must treat them in a 
friendly manner.” 


Sew 





Customers know of the second floor, 12-month toy department at 

the Grayson-Brown Hardware & Furniture store at 4860 Rainier Ave. 

in Seattle, Wash., but are given an extra reminder of it at Christmas- 

time. A large Santa Claus head, with St. Nick's hand pointing up- 

ward, tells people seeking juvenile gifts that they may be seen on 
the upper floor. 
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A Good Gift Ad Theme 
Is Worth Repeating 


This dealer features specific items in 
his newspaper offerings, but repeatedly 
advertises he has “‘over 18,000 items’’ 
many of which are suitable for gifts 


Have you an advertising theme 
for your Christmas merchandis- 
ing program? 

Flanegin Hardware Co., Iné¢., of 
Logansport, Ind., does. The firm 
stressed in each of its holiday ads 
that it stocks 18,000 different items 
many of which are suitable for 
Christmas gifts. The manner in 
which the 18,000 figure was publi- 
cized varied, but in all instances 
it was at the top of each ad and 
close to the firm’s signature cut. 

Post-season clearance ads con- 
tinued to stress the 18,000 item 
inventory carried. 

Some Christmas-season ads were 
of two-column width, others were 
three-column width insertions and 
of varied lengths. Large cuts 
showed actual merchandise. Santa 
Claus cuts showed that figure in 
different poses and sizes. 

Prices were in all instances in 
large type and other descriptive 
copy was notable for its brevity. 

When a special price was offered 
the reason was plainly stated. 

The firm believes that it is neces- 
sary to indicate the reason for a 
special. They say that customers 
might otherwise conclude that the 
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higher price had never been 
charged for the item or that some- 
where along the line it had been 
offered at an excessively high fig- 
ure. 

Although some ads showed a 
variety of items one insertion was 
limited to illustrations and brief 
copy on a well known vacuum clean- 
er and accessories. The cleaner was 
offered at its list price and its fea- 
tures were briefly outlined. 

Another ad showed five different 
power tools as something for “year 
’round happiness” and showed an 
illustration of a woman watching 
her husband work in his homework- 
shop. Closet hardware items were 
featured in a three column ad of 
full-page length. 

Repetition in all of its ads of the 
18,000 different items theme served 
to tie them together as part of a 
continuing series. 


Cartoons told the story in this 
clearance ad, three columns by 
81/> in., used after Christmas. The 
18,000 items inventory was men- 
tioned, but not at top of ad. 
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Seven different items were illus 


trated and described in a two- 


column by 161/5-in. ad. 





MORE BIG 
DAY LEFT! 


JANUARY 
CLEARANCE 
Sate! 









































Early American Hardware 





The Gifford Smith Collection 


No. 5 of a series on Old Hardware 














Gifford Smith’s hobby of collecting early American hard- 
ware started with an idea, eight years ago, that a few old tools 
would make an interesting window trim for his hardware store 

in San Gabriel, Calif. 

Customers loaned tools, and Mr. Smith became so interested 
that he soon was a full-fledged collector. 

He has traveled extensively, including trips to New England, 
the South and remote sections of Pennsylvania, to buy old 
tools. He is interested in all types, and has a large collection 
of wood planes, hammers, axes and shovels. Mr. Smith keeps 
his collection in his garage. Frequently he exhibits at hardware 
dealers’ meetings. 
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Assortment of tools mounted 
on display board. 


Opposite page, left, miner's 
pick, replaceable ‘prongs, 
1880; grain shovel, one piece 
basswood; pitchfork, dow- 
eled, 1875; shovel, one piece 
of wood; barley fork, six 
pieces of wood, no nails, 
1778; spade, laminated 
metal; tree caliper. 


Opposite page, right, hand- 

operated rip saw, 1877, W. 

F. & J. Barnes, of Rockford, 

Ill, demonstrated by Mr. 
Smith. 


Lawn mower, left handle sta- 
tionary, right handle move- 


able. 
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Typical of the windows that attract power tools prospects. 


Specialty Selling 





30% of Volume 


In Power Tools 
























Specialty selling helps Seattle firm attract both 

industrial and homeworkshop users of power 

tools. Basement department is located near 

firm’s appliance displays where housewives also 
see power tools 
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Power tools are a major line at 
the store of Aronson’s Hardware 
Co. at First and Pike Sts. in 
Seattle, Wash. The firm’s 1500 sq 
ft display of power tools and re- 
lated parts and accessories is in 
the basement of the store. 

Major appliances are shown on 
the same floor. 

Location of power tools and 
major appliances on the same floor 
works to the advantage of both 
sections, according to Richard J. 
Aronson, manager of _ industrial 
sales. He reports that the sales of 
power tools and related line to 
homeworkshop fans and industrial 
firms account for fully 25 pct of 
the company’s volume. 

Mr. Aronson says that it works 
this way: 

With a purchase that means a 
substantial payment, the husband 
often has to sell his wife on the 
idea. In many instances he will 
bring his wife to sell her on his 
need for power tools. Again, they 
may just happen to be shopping 
together. 

While the man is examining pow- 
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Power tools occupy more 
than half of the base- 
ment floor, this picture 
showing only a part of the 














A large neon outline arrow at the 


display. 


display of a wide variety of tools, 


line at er tools, parts and accessories, his : 
ardware wife will look at the appliance dis- bottom of the sign reading. Leonard Aronson believes. Most 
Sts. in plays. . “Appliances, Power Tools,” points units on the floor are hooked up 
1500 sq It often develops that in order to the entrance to the basement. for demonstration. 
and re- to get his wife’s consent to the A principal requirement of sell- By showing the prospect how the 
s is in purchase of a power tool, the hus- ing power tools is adequate floor tool performs and letting him 
band will have to agree to buy a 
y major appliance his wife wants. A 
own on . : 
like situation exists with respect to 
the sale of major plumbing fix- 
is and tures. A salesman shows a prospect how to do a job with a sander. 
me floor Leonard Aronson, who has charge 
of both of machinery and power tool sales, 
hard J. says that with any major unit of 
dustrial sale it is advantageous to display 
sales of them in a place away from the 
line to store’s main traffic items. He says 
dustrial that since power tools and major 
pet of appliances and plumbing equipment 
require a detailed sales presenta- 
| works tion with the fewest possible in- 
terruptions they do not have to be 
leans a where all shoppers will see them. 
usband The firm has no difficulty in getting 
on the prospects for merchandise dis- 
he will played in the basement to go down 
on his to that floor. 
n, they An electrically lighted sign at 
1opping the head of the staircase leading 
from the main floor may be clear- 
1g pow- ly seen by all entering the store. 
, 1953 















































make some practice cuts with it, 
desire for the merchandise is devel- 
oped. The firm specializes in just 
one make of shop power tool, and 
handles every major unit in that 
manufacturer’s line. The heavier 
industrial power tools are displayed 
in the room along with the home- 
workshop items. 

High pressure selling is avoided 
in their sales presentations, Mr. 
Aronson emphasizes. The power 
tool customer does not want to be 
pushed into a sale, he explains, and 
is usually very deliberate in making 
up his mind. He wants to try the 
machine and ask a number of tech- 
nical questions before he is thor- 
oughly satisfied. 

Sales personnel with technical 
knowledge are therefore needed, 


Effective 


Action, color and light were com- 
bined in this hunting goods window 
of Jaeger Hardware in Dubuque, 
Iowa, to attract the attention of 


both young and old_ hunting 
enthusiasts. 
A slowly revolving turntable 


and Leonard Aronson has found his 
experience as a machinist has been 
particularly helpful. A number of 
visits to the sales room are often 
necessary before a customer will 
make up his mind, hence prospec- 
tive buyers are urged to take their 
time and to try out the machines 
at their leisure. Sales are often the 
culmination of several months of 
looking and consideration. 

The store specifically refrains 
from trying to sell customers a 
complete work shop, particularly 
those without much experience with 
power tools. Too often, it happens 
that the buyer discovers a liking 
for a particular kind of wood or 
metal working that requires only 
one or two power tools. He then 
finds that some of the tools are be- 


showed 10 different models and 
types of guns. Step-up displays 
featured large flashlights, lanterns, 
camp stoves and ammunition. A 
mannikin dressed in a hunting 
jacket wore a fully loaded ammu- 
nition belt. 


ing used so seldom that they are 
not worth the investment. The ex. 
perience develops resentment 
toward the dealer who talked him 
into buying what the customer con- 
siders unnecessary tools. 

The Aronsons emphasize that 
home workshop skills are something 
the customer must grow into and 
that usually the best procedure for 
him to follow is to buy one tool at 
a time, as the need arises. He will 
then get maximum utilization out 
of his purchases and will continue 
to be a thoroughly satisfied cus- 
tomer. 

Credit selling is a necessity with 
items as costly as power tools, and 
Aronson’s concludes most sales on a 
conditional sales contract. The firm 

(Continued on page 148) 


Hunting Display Builds Sales 


Color was provided by materials 
supplied by manufacturers. The 
display itself was a_ well-lighted 
eye-catcher. A sign advertising 
hunting and fishing licenses was 
another means of getting hunters 
into the store. 


Equipment for huntsmen, plus a mounted pheasant, help sell the idea of buying to passers-by. 
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148) 
Builders’ hardware has been giv- 
: en more prominence by setting it 
materials § 4» as a separate department in the 
ers. The § jrogram of A. K. Barton & Son to 
ll-lighted 9 diversify the operation of its hard- 
ivertising § ware store in wassaic, N. J., to 


nses Was @ compensate for fundamental chang- 
- hunters es in the store’s market. 

Barton’s always has handled 
builders’ hardware but went into 
the line on a more comprehensive 
scale three years ago by establish- 
ing a specialized advisory ser- 
vice for architects. Efforts have 
been centered on schools, churches, 
office building, hospitals, larger 
private homes, and factories and 
laboratories. 

Time was when the store, es- 
tablished in 1902, had a general 
hardware business and attracted 
customers from a wide area around 
Passaic. There were few neigh- 
borhood stores in those days and 
people had to go “to town to shop.” ra ST MARYS 

Today hardware stores are in boiaiealgaal® ¢ SCHOOL 
nearly every residential communi- a. 
ty, explained Robert A. Barton, 
the son who took over manage- 
ment of the store when his father 
died in 1939. Fewer customers drive 
long distances, battling traffic and 
hunting parking space, to shop in a 
metropolitan retail district, hence 
Barton’s has a smaller geographic 
area from which to draw custo- 
mers. 

Location of the store, Mr. Bar- 





Lock display room used in selection of builders’ hardware. Ernest A. 

Detroyer, left, vice-president, and Robert A. Barton, president of 

hardware company; Raymond B. Flatt, architect; H. W. Crawford, 
Sargent & Co. representative. 





Office space of builders’ hardware department has wark table for 
handling and storing of blue prints. 
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V-belts used in textile mills are big item in store's mill supply line. 


ton pointed out, just prevented 
development of lines that suburban 
stores can feature because of con- 
venience in location. 

The builders’ hardware depart- 
ment has a separate sales staff, 
and its own display room and 
office quarters in the store. 

The department does draw on the 
store’s stock. That is a major ad- 
vantage of a retail store branch- 
ing into builders’ hardware, Mr. 
Barton noted. 

Many items normally sold in the 
store are used on building jobs, 
hence a separate inventory does 
not have to be maintained. Special 
items needed for buildings are 
ordered from suppliers. 

Two salesmen represent the de- 
partment. Both were experienced 
in the building industry before 
coming to Barton’s. One formerly 
worked for a contractor. The other 
worked for a contractor and then 
for a builders’ hardware manu- 
facturer. They are Ernest A. De- 
troyer, now vice-president of the 
company, and C. P. Donaldson. 

The department operates on the 
premise that its function is to be 
an advisory staff to architects on 
hardware requirements for each 
job. That means keeping archi- 
tects informed on developments in 
hardware, checking blue prints, and 
setting up hardware schedules and 
issuing templets to fabricators. 

The advisory approach, Mr. Bar- 
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ton noted, enables the department 
to relieve architects of their hard- 
ware problems. 

Barton’s service includes super- 
vision of installations, and a one- 
year written guarantee on hard- 
ware it recommends for a job. 

Hardware requirements vary con- 
siderably, Mr. Barton pointed out. 
In one office building hardware 
may amount to $10,000, in another 
it will be $150,000. A hospital door 
may use $50 worth of hardware. 
A 16-room school may use from 
$5000 to $12,000 worth of hard- 


ware. The average school installa- 
tion comes to about $10,000. 

The builders’ hardware display 
room and the department’s office 
were placed in the basement g9 
meetings could be held with archi- 
tects and builders in a quiet place 
away from the store’s normal 
traffic. The display room and office 
adjoin, and take up 360 sq ft of 
space. 

The display room is 10 x 12 ft. 
The floor was made of 2 x 4 in. 
timbers covered with plywood and 
asphalt tile. Walls are plaster 
board in knotty pine finish. The 
ceiling is plain plaster board. The 
wall with the entrance door has a 
large window so the display can be 
seen by everyone coming into the 
basement. 

Hardware, including working dis- 
plays of locks, is on a 3 x 9 ft 
table. Boards were placed on saw 
horses, and draped with a gold 
cloth that extends to the floor. 
There are three tiers, covered with 
black cloth. 

The office is 12 x 20 ft. It con- 
tains desks, tables and racks for 
the handling of blue prints. 

Barton’s also has handled mill 
supplies for many years. Mr. Bar- 
ton and one salesman make out- 
side calls. 

The store concentrates on fast 
moving items such as drills, taps, 
dies, files and machine shop items, 
and also V-belts, for mills and 
plants within 25 miles of Passaic. 





Specials Announced Over Speakers 


Increase Christmas Volume 


Christmas music and specials announced over a loud speaker system 
increase holiday sales at the Seitz Hardware Store, in Dayton, Ohio. 

The promotion was used first last Christmas, and it has been continued 
throughout this year to promote the sale of seasonal goods. 

“Right after Thanksgiving last year we installed a record player and 
loud speaker system so long playing records on an automatic changer 
kept the music going all day and put customers in a buying mood,” James 


T. Fenton, manager, explained. 


“Then, when we had a crowd we announced specials. 


At one time, for 


instance, we announced that at 7 o’clock we would feature, for 30 minutes, 


a special on toys at 20 pct off. 


“At another time we announced we had a new shipment of sleds, and 


other merchandise. 


“We found that customers would stick around for these specials, and 


many would buy.” 


Two speakers were installed. One was put outside the store, the other 


inside at ceiling level. 


The installation cost $200. The record-player operates four hours with- 


out attention. 
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Suggestive Selling Units 
Will Move More Goods 


Chicago store groups merchandise with 
gitt possibilities right inside front entrance 


Suggestive selling floor displays are used as an ef- 
fective supplement to the store and window displays 
in the holiday program of the West End Hardware, 
5931 W. Lawrence Ave., Chicago. 

These are simply merchandise groupings which sug- 
gest gift possibilities to customers. It’s a display 
method that is used extensively by department stores, 
appliance stores and super-markets and when used by 


hardware stores it suggests that they have wide 
selections of Christmas merchandise. 

Stanley A. Komornicki, owner, uses two major dis- 
plays in the front of his store to catch the attention 
of customers as soon as they enter the store. One is 
devoted to housewares and the other is a power tool 
display. 

Mr. Kormornicki uses an impressive grouping of 


This front-of-store display suggests power tools as gifts. Prominent signs 
tell that tools may be bought on a lay-away plan. 


RY om 
~~ 
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power tools on the assumption that women are always 
interested in gifts for their husbands, sons or brothers 
that will be different, yet practical. 

To save time during the Christmas shopping season, 
descriptive labels and price tags are fixed to each item. 

A third selling display at the rear of the store, near 
the wrapping counter, consists of various Christmas 
window and porch decorations. These decorations are 
illuminated with flashing lights to attract attention. 


Above—A multitude of gifts for every member of 
the family is contained in this display. Note lay- 
away and gift wrapping signs. 


Left—Another front-of-store grouping of house- 

wares has a decorative background made of cor- 

rugated paper. Gift packaging and bright bows 
suggest items as gifts. 


This store uses one of its two large display windows 
exclusively to suggest gift merchandise. One large 
sign suggests the use of the store’s lay-away plan 
while another tells that the store offers a gift wrap- 
ping service. 

A feature of the store’s holiday dress is a number 
of empty cardboard boxes which are tastefully wrapped 
with bright papers and gay bows and these are sus- 
pended by cord from the ceiling. Normal air currents 
keep them in constant motion. 

Mr. Kormornicki believes that a well decorated 
store suggests the gift possibilities of such hardware 
store merchandise which otherwise might go un- 
noticed. 





Lay-Away Plan Helps Christmas Sales 


ened to the merchandise which is placed in a store 
room at the rear of the store. 


A lay-away plan which enables customers to com- 
plete payments by Dec. 20 increases sales of Christmas 
toys and gifts at the O. S. Stapley Co. hardware store 
in Mesa, Ariz. 

The customer makes a 10 pct deposit to lay-away 
any article, $1 minimum deposit. 

A three-part numbered ticket is filled out by an 
office girl. One part is given to the customer. One 
part is kept by an office clerk. The third part is fast- 
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Whenever a customer makes a payment, the amount 
is recorded on the ticket portion held by the customer 
and by the office clerk. 


Reminder cards are mailed a few days prior to Dee. 
20 so customers may complete payments and pick up 
their merchandise. 
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This salesman sold 


$3,240,000 worth of 
9315 hardware 


tools for 
dealers last year: 


The P &C Rocket 450—the hottest Self- 

Selling Salesman any nardware dealer 
can hire. It’s the piggest money-maket 
ever developed for selling hand tools ! 
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5-Point Tool Rental Program 


New Jersey suburban store owner 
dips into his experience to pass 
along some pointers that will help 
dealers about to start tool rentals 
make success of their departments 


Here are five tips on tool rentals to guide hardware 
dealers who are thinking of getting into this business 


and to help dealers who have such a department: 

Concentrate on tools used throughout the year. 

Have near-by parking space for easy pick-up. 

Carry insurance. 

Keep complete rental records. 

Be prepared to have your tools abused. 

These tips are from Peter Bakker, based on his 
years of experience in tool rentals at his store in 
Midland Park, N. J. Mr. Bakker’s rental customers 
are New York City and north Jersey city suburbanites. 


Advises Year ‘Round Concentration 


Concentrate on tools used throughout the year, Mr. 
Bakker advises. Seasonal tools are in good demand, 
when needed, but year-round tools have more potential 
rentable days. 

Mr. Bakker has a group of tools used only for ren- 
tals, but he will rent virtually any tool a customer 
wants. 

Most of the calls for tools not in regular rental are 
in the store’s service department, and can be spared 
for a few days. Thus, his store gets some extra ren- 
tal revenue that is clear profit, and can supply about 
every rental request without capital tied up in slow 
rental tools. 

Rental fees are paid in advance, plus $1 which is 
returned when a tool is brought back to the store. 

The time a tool will be out of the store is esti- 
mated by the customer. Fees are based on a 24-hour 
period which begins when the customer picks up the 
tool. 
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Sander operation is discussed by head clerk Harry 
Bakker, left; customer has written instruction in his 


hand. 


The $1 returnable extra is to help Mr. Bakker com- 
plete the paper work on a rental. Customers would 
put returned tools on the floor, if they did not have 
$1 coming Mr. Bakker explains, and in the normal 
rush of business the tool might not be charged back in. 
Since the clerk has to take $1 out of the register, the 
ticket is removed from the rental file and sent to book- 
keeping. 

A rental is written up on a regular sales slip. The 
customer’s name, address and telephone number are 
put down. The customer signs the slip. A copy is 
given the customer, a duplicate placed in a rental 
charge-out file kept near the counter. 

Parking space near a store’s front, side or rear 
door is essential in the tool rental business, Mr. 
Bakker points out. 

Customers rent tools from a hardware store near 
their home, he notes, because of convenience. Conse- 
quently, they do not want to carry or push a tool a 
block or two to their parked cars. Customers want 
to park right at the store so they do not have to move 
a tool any farther than necessary by hand. 

Insurance protection against claims of bodily injury 
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THE PERFECT ANSWER TO 


A great event, as welcome to your 
customers as it is to you, takes the ques- 
tion mark out of vinyl plastics. Here’s a 
brand that stands for unquestioned per- 
fection in beauty and service. It’s KRENE, 
a brand name that should never be mis- 
used or confused...that will shine like 
a beacon for shoppers in search of sat- 
isfaction, retailers in search of better 
business. 

Incomparable for flair—for service— 
for value, Krenz is a product of Bake- 
lite Company—a company with the fin- 
est facilities and highest standards in 
the industry. Articles made of KrENE 


BAKELITE 


AN ANNOUNCEMENT OF TREMENDOUS IMPORTANCE TO THE RETAILER 


A new symbol of 
better living. 


THE VINYL FILM PUZZLE 


are the best-looking and the most prac- 
tical you can sell. Travel and sports 
equipment are at their best when made 
of Krene. Check your better resources 
for sales-making merchandise. 

You'll be backed by a steady adver- 
tising barrage! For Krene will be ad- 
vertised consistently...with large space, 
full color . . . in America’s leading mag- 
azines. And you'll benefit from nation- 
wide promotion and merchandising of 
KrENE. No doubt about it . . . a whole 
new pattern of sales is being set by 
Bakelite Company, leader in plastics 
for over 43 years. 


COMPANY 


A Division of Union Carbide and Carbon Corporation [[ig 30 E. 42nd St., New York 17, N.Y. 







The big catch in sportswear and 
camping equipment is waterproof, 
mildew-resistant Krene—flexible at 
low temperatures. 
















First in fun, inflatable playthings 
made of sturdy Krene include gay, 
lasting pools, rafts, land and water 
toys. 





Handsome and hardworking, 
luggage of Krene won't scuff, 
scratch, discolor with roughest use; 
easily wiped clean. 



































































The hardware dealer may be legally responsible only 
in case it can be proved that the tool was defective 
but in case of accident there always is the possibility 
of the customer filing suit for its nuisance value. 

Mr. Bakker protected himself by checking the point 
with his insurance agent. A policy that covers injury 
to customers while in the store was expanded to in- 
clude accidents when rental tools are being used by 
customers. The policy pays up to $10,000 for bodily 
injury and up to $10,000 for property damage. 

A complete record of rental income and repair ex- 
penses is needed to know whether the rental depart- 
ment shows a profit, Mr. Bakker points out. 

Mr. Bakker keeps his records by classification of 
tools, rather than by individual tools. These classi- 
fications are belt sanders, buffers, car polishers, drills, 
edgers, polishers, floor sanders, circular saws, spin- 
ners, hedge clippers, extension ladders, lawn and lino- 
; Snail tebtal tanks ara @ared hack of counter by ieum rollers, tile cutters, staplers, blow torches and 

Peter Bakker. wall paper removers. The bookkeeper records income 
and expenses, and at the end of each month net income 
is marked up. 

Incidentally, Mr. Bakker does not compare tool ren- 
tal income or profit, with total store income or profit. 
He has watched rental profits over the months, and 
finds that it is about equal to his rent. In his opinion 
the department is a financial success. 

Every hardware dealer who rents tools must face 
the fact that customers will abuse tools, Mr. Bakker 
notes. 

He has found that some customers just will not take 
care of tools. They will not clean them. They will 
force them, and abuse them. 

Mr. Bakker has attempted to correct the situation, 
in part, by issuing bulletins on the handling of some” 
tools. 

Instructions on handling a sanding machine were 
compiled by Mr. Bakker. With rental of wall paper 
removers, he gives customers instructions put out by 
the machine manufacturer. 

“You need courage to be in the tool rental business,” 

' and property damage caused while a customer uses Mr. Bakker comments. “If you are a perfectionist, 
a rental tool is necessary, Mr. Bakker explains. you'll go nuts.” 














Charge-out on sander rental is written up at counter. 





Step-Up Units Improve Displays at Semi-Self Service Store 
(Continued from page 90) 


The main frame was made with 2x4 in. lumber 
which provides 4 in. toe and broom space. 

The base of the island has a display shelf 24 in. off 
the floor, with display space across both ends 18 in. 
deep. Between these display end areas is an enclosed 

Marvin Clift, right, Space for merchandise storage, accessible through two 
who built islands sliding doors on each side. 





It’s < 





and Joseph Gott, The first step-up is 12 in. above the main island, : 
left, who painted and back one foot on all sides. tag = 
them. The second step-up is 10 in. above the first shelf. ei gee 
The second level on the 5x8 ft islands is 16 in. wide en de © 
by 4 ft long. On the 5x9 ft islands it is 16 in. wide different 
by 5 ft long. appliance 
Both the first and second levels are separate units, ries to sa 





and can be removed. 
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THIS PAINT COLOR SYSTEM 
BUILDS PAINT PROFITS 
AND STORE TRAFFIC 


the story of a remarkable paint retailing idea... its amazing growth... 


and the farsighted merchants who are cashing in on Clniner: 


It's a woman's privilege to be Nearly 5,000 paint retailers are 
particular—but never before has making hay out of this fact, with 
Mrs. John Q. Public been so choosy the unique Colorizcr paint color 
about the colors in her home. ‘To- system — probably the most success- 
day, it takes literally hundreds of ful merchandising idea in the paint 
different colors in fabrics, paints, business in the last 25 years. 
appliances, furniture, and accesso- Colorizer Paints are made by 
rics to satisfy her color whims. 14 well-known paint manufacturers 
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throughout the U.S., Canada, and 
England. ‘They offer the customer 
1,322 colors in both interior finishes 
and house paint, and require only 
a small stock to do the job. This is 
made possible by the remarkable in- 
terchangeability of 16 colorants, 
which are packaged in tubes for 


(Continued on next page) 
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(Continued from preceding page) 


blending into base paints to achieve 
each of the 1,322 colors. 

Let’s see what happens when you 
sell Colorizer. 

You stock only two base paints 
in each finish, plus 16 colorants in fool- 
proof tubes. This small, inexpensive 
stock gives you 1,322 colors—and each 
of these 1,322 colors is available not 
just in flat wall paint, but in all interior 
and exterior finishes. Each of the 1@ 
colorants is used in making many paint 
colors, so all colorants keep busy work- 
ing for you. There are no slow-moving 
colors, and base paints turn over “‘like 
eggs in a grocery store.” Paint is always 
fresh, and color can’t “drift” in the 
can—because the colorant isn’t added 
until after the sale is made. 

Your customer selects from the 
Colorizer Album of 1,322 actual paint 
samples. They’re arranged so she can 
find her color in a hurry —whether she’s 
looking for “ordinary green” or a spec- 
ial color to match her rug, draperies, 
or wallpaper. You immediately sell her 
the color she wants (no special-order 
colors, no custom mixing) . You sell her 
only what she needs—not assorted 
quarts, pints and gallons to do a one- 
gallon job. Many customers are sur- 
prised to learn that Colorizer paints, 
with all their advantages, sell at con- 
ventional prices. 





) 


f 


You stock only 16 colorants and two base paints. Each 
colorant is used in making many different colors; 16 color- 
ants make 1.322 paint colors. Stock investment is small. 












How about color accuracy? Can 
you always be sure the color is accurate 
...that colors can be perfectly re- 
matched? The answer to both ques- 
tions is an unqualified “yes.” The color 
control used in making and packaging 
Colorizer colorants is the most exact- 
ing ever developed in the paint indus- 
try. The method was perfected after 15 
years of research in one of the world’s 
most modern pajnt factories, and has 
never been equalled. Thanks to this 
strict color control, and pre-measure- 
ment of colorants at the factory, paint 


Small Stock Provides 1,322 Colors 
for both Interior or Exterior 


ti es 








Unique Colorizer paints provide 1,322 colors 
in house paints and other exterior finishes as 
well as 1,322 colors in each interior finish, 


Customer finds her color quickly and easily in the Color. 
izer Album of 1,322 real paint samples. There’s no guess 
work—her paint color will match the chip sample perfectly. 


. PAINTS 


Unique Color System Makes Hit With CustomergAnd 


Colorants ar 
control and f 
exactly the ri 














: (Continued fro 
colors are always just the same~<a 


be matched perfectly time after tim 
There’s never any measuring or forma knew oe 
lating required by you or the custome -pasaamy of 
The astonishing sales records bé wr a 
ing made by Colorizer dealers hav f coenemege 
“ : re. Invest 1 
been achieved with the help of a mos hegnne 
unusual and effective promotional cam ™" = av 
paign. Several years ago, Colorizer tt oye 
ognized the terrific problem the deale ida © 
faced in providing color service and ence Bi 
decorating help to the “‘color-hungy’ — a 
paint customer. Colorizer decided « 


As a specific 





; ; 7 That’s : 
give their dealers “the colors your cus 
tomers want, and the tools you need tq 
sell them.” The result is a group 0 ( ° 
tested and proved dealer sales help olorizer 


which have been highly successful | uN 
decorating idea books, guides on exte Se Is Be 
rior color styling and interior decorat 

ing, color decks, and sales-making dig EASY TO 
rect mail campaigns which hav knows wha' 
brought sensational sales results at th@of light gree 
local level. Behind this dealer saleq'0 see a sai 
promotion is a powerful and continu fips a pag 
ing national advertising campaign ! Album... fu 
the Saturday Evening Post, Bettegyour sale is 
Homes & Gardens, American Home 
and other magazines. 

As a Colorizer dealer, you’!! beg! 
to see new faces in your store, becaus4 
customers are enthusiastic about Colorg ©° 
izer paints, and have a habit of telling OF wallpap 
their friends. The direct mail litera the Colori: 
ture provided by Colorizer helps, t00 _ a: z 
(Continued on next page y no 


HARD TO 
trying to m 
color in he 

















n the Colo.§Colorants are packaged in fool-proof tubes. Perfect color 
e’s NO guess control and pre-measurement of colorant at factory insure 
ble perfectly. exactly the right color every time—without mess or muss. 





ymergAnd Booms Paint Sales 


(Continued from preceding page) 


As a specific example, one Colorizer dealer who thought 
he knew every individual in his small town, sent out a 
quantity of these direct mail pieces and the next day saw 
12 new faces in his store! He made a paint sale to all 12, too. 
Colorizer gives you a formula for profits that is sure- 
fire. Invest in a small inventory, then turn that stock over 
as fast and often as possible for a high return on your 
investment. Nearly 5,000 paint stores, hardware dealers 
and lumber yards from coast-to-coast are finding that 
formula a profitable one. Their Colorizer paint sales are 
booming, and Colorizer is bringing them new store traffic 
at an increasing rate. 
That’s what happens when you sell Colorizer, 
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Colorizer Album of 1,322 Paint Colors 


Sells “Both Kinds of Customers” 
EASY TO PLEASE. This gal “or” 


knows what she wants—a caa he 
of light green paint. She wants 
to see a sample in a hurry... 
nd continu flips a page in the Colorizer 
‘ampaign i Album...finds her color, and 
ost, Bette your sale is made, in a hurry! 
ican Home 





you'll begitt’ HARD TO PLEASE. This gal is 
ore, becaus@ trying to mat ha very unusual 
bout Colorg Color in her draperies, or rug, 
it of telling] Or wallpaper. She'll find it, in 
mail literag the Colorizer Album. No lost’ = 
helps, toog Sales to finicky customers— 
on next page you sell em all! 















NEW COLORIZER ODORLESS ALKYD FLAT 
WALL ENAMEL AVAILABLE IN 1,322 COLORS 


The two most outstanding developments in the paint 
business in recent years—color, and alkyd resin—have been 
combined into a sensational sales combination in Colorizer 
“Flat Wall Enamel.” This new finish is made with an odor- 
less alkyd base, and is available in 1,322 Colorizer colors, 
offering all the advantages of low inventory and rapid 
turnover. 

Colorizer Flat Wall Enamel came out of Colorizer’s 
research laboratories a “dream paint product”—one with all 
the qualities that make paint customers enthusiastic repeat 
users and boosters. It has unusually easy working charac- 
teristics. One quick coat covers practically any surface, includ- 
ing many “problem surfaces.” It has absolutely no paint odor, 
dries in a few hours, and leaves the perfectly flat finish that 
has proved so appealing to paint baryers. 

The tough, hard film of Colorizer Flat Wall Enamel 
resists marring, and makes this finish extremely durable and 
washable. Thus for the first time, the home-owner has a 
luxurious, truly flat finish that will take lots of wear and re- 
peated washings. 








































WZ ZA 
WG 
For years, homemakers have wanted a wall finish that was 
easy to apply, truly washable, yet truly flat in appearance. 
Colorizer Flat Wall Enamel, made with an-odorless alkyd 
base, is the perfect answer. 

















SEE COLORIZER AT RPWDA CONVENTION 


Colorizer Paints will be on full display at the Retail Paint and Wallpaper 
Dealers’ national convention, Hotel Statler, New York on November 16, 17, 
and 18. Drop, in at the Colorizer exhibit, Booths 151 and 152, and see the 
“World's No. 1 Paint Color System.” 











Cini PAINTS 


Annual Sales... . $10,000 



























5.2 times 
cocee Average inventor 
1, 
Stock Turnower . - d asa 
Gross PROFIT 
Average inventory 2,504 On INVESTMENT 









278% i 






GROSS PROFIT 
On INVESTMENT 








139% 




















DEALER PROFITS GO UP, as Colorizer stock turns over 
twice as fast as conventional paint. Profit on investment is 
frequently triple the average figure. 


(Continued on next page) 











Compare ALL the Paint Color Systems 
YOU'LL BE WISER WITH Crh 





Proved the Best—By Dealer Success Stories 
Like These... NATIONWIDE! 


ee. 
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“¢ 
Since Colorizer has come into 
being I have yet to find a 
color that has not come up 
to the sample...I can offer 
my customers a selection of 
1,322 colors without ques- 
tion of accuracy...my margin 
4) of profit has increased con- 
» siderably because I have no 
obsolete colors on my 
shelves.” Hal Kennedy, Hal 
(e.. Paint and Weall- 
5 San Francisco, Calif. 


> 


i“ 


oN 
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THE WORLD’S NO. 1 PAINT COLOR SYSTEM 


Cig 


n 1322" COLORS 


ce 


~Ouc_paint sales last year in- 


creased abott20%..With 
Colorizer we are now able to 
meet the demand for more 
and newer colors...turnover 
is 4 to 5 times greater than 
with the conventional line 
of colors...we are thankful 
to Colorizer for putting us 
head and shoulders over com- 
petition.”” V. P. Luther, Lu- 
ther Paint and Glass Co., 
Huron, S. D. 


“é 


A year ago we elected to try 
your new method of mer. 
chandising paints through the 
It has 
increased our paint business 


medium of ‘Colorizer.’ 


at least 400% and our turn- answer to our paint business. into Colorizer. Our store has 
over on our stock by at least Colorizer. has lived up to become color headquarters... 
double that amount. The everything you said it would we are doing a much better 
wide assortment of colors —and more.’ George .H. volume with a 333% less 
and small stock. a boon to Squires, Campbell Street Lum- dollar investment.  : 
Colorizer dealers.” F. Ww. ber Co., Springfield, Mo. Worthington, Zanesville, 
Schmidt, Schmidt Hardware, Obio. 


Delta, Colorado. 


a 


ie 


ull Facts, Write Colorizer Associates, 349 


COLORIZER PAINTS ARE MADE IN THE U.S.A., CANADA AND ENGLAND 
BY THESE OUTSTANDING PAINT MANUFACTURERS 


Bennett's 
Salt Lake City, Utah, and Los Angeles, Calif. 


Bive Ribbon Paint Company 









Wheeling, West Virginia 


Walter N. Boysen Co. 
Ookland and Los Angeles, Calif. 


Brooklyn Paint and Varnish Co. 


Brooklyn, New York 


James Bute Company 


Houston, Texas 


Great Western Paint Mfg. Corp'n. 


Konsas City, Missouri 
IN CANADA 


Smperial Varnish & Color Co., Ltd. J 


Toronto, Ontario 





. 


“> Store, Harlingen, Texas. 


«¢ 


Colorizer has done 
ful things for us. 


store.” 


“ce 


Colorizer, with its inventory 
advantages and greater turn- 
over, has better than doubled 
a lumber yard, 
such as ours, certainly takes 
its hat off to Colorizer, 


our profits... 


if 3 

Since adding Colorizer, I have 
been wondering how I ran 
a paint store without it. The 
enthusiasm with which Col- 
orizer has been accepted in 
this locality is really wonder- 
ful. 
next to impossible.’ F. 
Livingston, Livingston's Paint 






PAINTS 











Jewel Paint & Varnish Ce. 


Chicago, Illinois 


Kohler-McLister Paint Company 


Denver, 


Colorado 


W. H. Sweney & Company 
St. Paul, Minnesota 


Vane-Calvert Paint Company 


St. Louis, 


Missouri 


Warren Paint and Color Company 
Nashville, Tennessee 


Geo. D. Wetherill & Co., Ine. 


Philadelphia, Pa. 


IN ENGLAND 


Nichal 


, Ltd. 





london, England 





-am increase , ; , 
of about 40% this year over (, Before Colorizer, it was 
the same period last year... 
on many a day we were ac- \ 
tually unable to handle all 
the customers, many who had 
never previously been in our 
Harry McCue, McCue 
Bros., West Allis, Wis. 


.to miss a paint sale is ~— 
K: 


estern Ave., Chicago, Ill. 











yg 


wonder- “ . 


{ difficule for us to match 
‘ fics, drapes, rugs, et,, 
yénow it is a_pleasure., 
the finest thing about j it 
the small inventory. ..Colg 
izer is the greatest forw, 
step taken by the paint 
dustry in years.” Geo.} 


Jagle, Rutgers Paint & W. 
Inc., 


paper Co., 
wick, N. J 


New Brus 


ce 
The simplicity of the system 
is one of the main things that 


the intrigued me after getting 


















Compare Any Color System 
With Crleriner: 
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BASED ON THE FEATURES YOU 
WANT IN A PAINT LINE 











Does it give you hundreds of colors, 
from pastels to deeptones? 


yes () no [] 






Does it give you every color in both 
interior and exterior finishes? 

yes () no [) 
Does it give you every color in 
standard can sizes? 

yes (] no [] 
Does it give your trade 
colors” at budget prices?” 

yes (J no []j 
Does it meet all color demand with 
a small stock? 

yes (J no [] 
Is it a tested, fully-perfected color 
system, proved through the years? 
yes () 









“custom 























no [] 








Colorizer...and ONLY Colorizer... 
Can Answer YES to Them ALL! 
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fem ¥ Mail Order Gift Guides Proves to Be a Sell-Out 
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One of the many gift windows used by Highland Hardware throughout 
the Christmas season. Seasonal gift displays are changed frequentiy to 
show the widest possible variety. 














HELP YOUR CUSTOMERS AND 
INCREASE YOUR SALES! 


Tell ‘em WHERE to caulk 
with... 


FLEXISEAL 


CAULKING 
For Example———~, 


Space between sill and founda- 
tion permits air leakage that 
causes cold floors—detracts 
from heating efficiency and 
costs money! Recommend 
caulking all around inside of 
cellar with FLEXISEAL 
CAULKING COMPOUND. 


COMPOUND 





Seal where window and door 
frames meet siding is broken 
as house ages—causes moisture 
entrance, decay and drafts. 
Recommend caulking around 
all frames with FLEXISEAL 
CAULKING COMPOUND. 








™ 





Here are the places that 
generally require caulking with 


FLEXISEAL CAULKING COMPOUND 


] Around door and window 
frames (particularly in masonry 
houses). 

2 Where wood trim meets siding. 

4 Edges and corners of warped 
clapboards, 

4 

































st ; Where sill meets foundation 
ystem Christmas, 1952, marked a bold berg, who operates the Highland wail. 
but successful gift promotional Hardware at 675 Main St., Win- 5 Where pipes or wiring enter 
move on the part of Allen Rosen- sted, Conn. house. 
‘ ‘ i bove 
YOu That year he designed his own 6 Behind gutters (both abo 
. : . : : t ns 
iE Front cover of Gift Guide Gift Guide, which he published as a a 
a special newspaper supplement : i 
. “ , Flashings around chimneys, 
colors, and which helped him to sell-out 7 csauaia wali coping, joints of 
many of the items so advertised. metal roofs, etc. 
ee eee eer ee a : Published in the December 15 Remember WHERE to use Caulking 
aia ES issue of the Winsted Evening Citi- Compound — you'll — oo 
100 i : sales. Remember to stoc - 
‘2 K “eu which guaranteed economical | SeaL CAULKING COMPOUND 
* € XY Highland. istribution of the Gift Guide to | and you'll make many extra repeat 
‘ i 3,500 newspaper readers, it was an sales. 
oe aaenigeorn i ; : G COMPOUND {fi 
or in presents this eight-page promotion of tool gifts FURENEAL CAULEIIG GMPOUND Sows 
CIFT CUI DE and some housefurnishings, all tough, rubbery skin and stays solt under. 
suitable gifts for men. ee  - goed — every 
A NEW PUBLICATION And as a special convenience to batch meets and exceeds Federal Specifica- 
DEDICATED TO . : ! 
stom wives | shoppers it contained a special mail pod fem your 
MOTHERS SWEETHEARTS order blank which readers could jobber 
WHO WANT TO mail to the store if they couldn’t ‘ 
with GIVE HIM visit it in person. While the mail 
THE GIFT HE WANTS order blank, itself, was not instru- wr or write the fac 
THIS CHRISTMAS mental in building volume for the prices on all PLEXISEAL Prodecrs 
rolor items shown in the Guide, Mr. 
Rosenberg feels that it helped give 
ears? pods LANDEN PUTTY WORKS, Inc. 






the big city touch to his advertis- 
ing effort. 
However, evidence that the pub- 
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4213 IRVING ST., MALDEN, MASS. 











Cr .+. 





Se SSS 




















Extra 


SAFETY 
FEATURES 


4 





* Yes — Metaloid Step Stools are 
safer! Move 'em around without 
bumping shins or ankles. “Swing 
Ezy” rubber-tread steps lock in 
position, in or out. Metaloid fea- 
tures rigid steel construction, 
rounded corners and turned-under 
flanges — no snagging clothes or 
scratching hands. See the com- 
plete line of nationally advertised 
Metaloid stools and utility tables. 
For sales-sparking literature, low 
prices and free mat service contact 
your jobber or write direct. 





Opening soon! Metaloid’s new $1,000,000 
plant — new facilities for greater production 
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lication of the Guide itself had 
strong pulling power was the num- 
ber of women who appeared at the 
store with their copies, using it as 
an adjunct for their shopping lists. 

The first page of the 8-page 
Guide was designed as a cover with 
institutional copy aimed at wives, 
mothers, and sweethearts seeking 
the proper gift for a man. The 
rear page contained the mail order 
blank. 

Commenting on the Guide, Mr. 
Rosenberg says, “We are proud of 
what an independent hardware 
store in a small town can do, em- 
ploying its own talent and the fa- 
cilities of Connecticut’s smallest 
daily paper.” 

In addition to designing his own 
Gift Guide, Mr. Rosenberg distrib- 
utes a consumer gift catalog. He 
also ties in his window displays 
with his gift promotions, changing 
them frequently. 

Last year he had two tool gift 
windows, one exclusively on power 
tools, two windows on general gift 
merchandise, and a window on fire- 
place equipment, sleds and related 
items. 





ORDER BLANK 


| Highland Hardware Company 
| 675 - 679 Main St. Winsted, Conn, 


Quan. —siitem = =——sNo. Size Price 





FREE DELIVERY WITHIN 150 MILES 


] 
| 





PLEASE PRINT 


Name 

Address a! 

City State 

Cash 1 c.0.D. 0 Charge [J 


Please Include 2% Connecticut Sales Tax 
For Delivery in Connecticut 

















Mail order blank which appears on 
the last page of Highland Hard- 
ware's Gift Guide. 





Simple Displays Sell Thanksgiving Items 


Imperial Hardware Co. at El 
Centro, Calif. sold the idea that, 
“We help you prepare for Thanks- 
giving” with a sign to that effect 
in one of its windows last year. 
No decorative effects were em- 
ployed. 

Carving sets, roasters, roasting 


pans, and a wide variety of kit- 
chen and dining room items were 
displayed at different levels. 

A modern range, other cooking 
equipment and a few gadgets were 
shown with sufficient space be- 
tween each to avoid a crowded 
appearance. 


Individyal pieces and sets were featured in this display. 
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No. 1100— 
11-Purpose Set. 
Retails for $39.95 








z 


These Sopp 
INCREASED 
SALES fap¢0 


KET TEST OF THE TWO NEW REVERE WARE GIFT SETS 


A store whose largest sale of Revere Ware for a 
single week this year had totaled $800 ran just 
one advertisement in the local paper offering 
the two Sets of Revere Ware. . 

In two weeks of selling in August the store set 
these records: 

11-Purpose Set—49 Sets sold over the counter, by 
mail or phone. $39.95. 

Kitchen Jewel Set—40 Sets sold over the counter, 
by mail or phone. $49.95. 

$3,955.00 total value of 89 Sets sold, cash, 
credit or time. 


A DEFINITE GAIN OF APPROXIMATELY $2,000.00 PER 
WEEK ADDITIONAL SALES AND EXTRA PROFITS MADE 
BY PROMOTING SETS OF REVERE WARE. 


In addition, store traffic in the department improved, and 
sales of open stock also increased greatly. 

These two new Sets have tremendous sales and profit 
possibilities. Capitalize on them by displays and adver- 
tising.. Tested newspaper mats, glossy prints and other 
selling aids furnished free. 


WRITE FOR INFORMATION ABOUT NEW LIGHTED REVERE 
WARE COUNTER AND WINDOW DISPLAY UNIT. 












“Kitchen Jewel" Chest 
Retails for $49.95 


Rome Manufacturing Company Division, Rome, New York 
ROME, NEW YORK «+ CLINTON, ILLINOIS + RIVERSIDE, CALIFORNIA 


SEE REVERE’S ‘“MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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A large sign on 
the outside of a 
window invites 
evening shopping. 
Toys are shown 
ot three levels 
with brick paper, 
snow and other 
holiday decora- 
tive effects. 





Special Displays Expand Gift and Toy Sections 


Customers for miles around know 
the R. C. Kalthoff & Sons hardware 
store at 22522 Gratiot Ave. in E. 
Detroit, Mich., as a good place to 
buy gift items for adults and chil- 
dren at any time of the year. For 
the Christmas season the store 
takes on a more colorful appear- 
ance and expands its giftwares and 
toy displays with little disruption 
to its showings of staple lines. 

Auxiliary display units help 
expand gift showings. With its 
emphasis on gift goods for all mem- 


114 


Giftwares and toys are 52-week sellers at 
Michigan store. Enlargement of stocks and 
use of auxiliary displays help build a 
greater volume in the Christmas season 


bers of the family the firm encour- 
ages early purchases by telling all 
customers about its lay-away de- 
partment facilities. 

Lay-away sales between Septem- 
ber and Christmas account for at 
least $12,000 of the firm’s fourth- 
quarter volume. Payments on lay- 
away purchases are made in most 
instances on a weekly basis. 

Red, green and silver streamers 
add color to the appearance of the 
firm’s display room. Corrugated, 
scallop edged border material with 


poinsettia design tacked along the 
top ledge of the store’s wall displays 
gives a continuous shadow box ef- 
fect to displays in the store. Atop 
the ledge are shown a variety of 
giftwares including some _ highly 
decorative units. 

The large and well stocked 5: 
week giftwares section is designed 
to encourage self service with two 
girls handling a large volume 
throughout the year. High quality 
and medium grade gift goods are 

(Continued on page 118) 
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Size: 21” hi 
14” wide; 1! 
Shipping W: 





Visual Selling at its best! 


= al iINTING? No. 33 Amerock Quick- 
3 qemovene Service Display shows 
mounted hardware 
permanently displayed 
and exactly as applied! 
























Complete with mounted 
samples when you buy 
| | pe arctan $25.05 introductory 
Cpls CF oe en stock of 8 popular 
ns serra nater tater caren Qe) a eS priced fast sellers. 


» of Anas 
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Shipping Weight 25 Ibs. 
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1 Dozen each of 8 Basic, Fast-selling items (shown below) Retail Value 
1 Quick-Service METAL Display with mounted hardware . . . . .- + «© + © © © «© « + 
Ee ee ee a a a a 
DEALER MAKES FULL PROFIT OF. ....... 246 - 


Simply order Amerock No 33 Quick-Service Display from your Jobber. 
Shipping Weight Complete — 22 Ibs. 






All items are regular Amerock items in standard packing carried in stock by all 
Amerock distributors for refilling display. One dozen each item in assortment. 


=: = 


. | No. E323 Door Pull; Steel—2” Centers, 4!° 2" No. E3068 Surtace Hinge; Steel—1 ” Joint, 2's" wide; For 
Overall; Polished Chromium Plated; One dozen ¥%" Offset Doors; Polished Chromium Plated; Dne 
' | | in a Carton weigh 1 Ib. dozen pairs in a Carton weigh 2 lbs. 


} No. E7638 Semi-Concealed Hinge; Steel, For »4” Inse More 
No. E326 Drawer Pull; Steel—3” Centers, 4%” Lip Doors; Polished Chromium Plated; One dozen WALT 

— 1 eg Overall; Polished Chromium Plated; One dozen pairs in a Carton weigh 2% Ibs. Decer 

ae = in a Carton weigh 1% lbs. DENS 

No. E9700 “Flexigrip’ Catch (Patent No. 2,376,325) HOU: 
(Patented 1945 Canada) Complete with 2 Strikes, ; 

No. E545 Knob; 14” diameter; Steel Base, Stain- Exclusive “floating” fingers with lifetime conical spring LET " 


less Steel Cap; Polished Chromium Plated; One 
dozen in a Carton weigh 1 Ib. 


provide smooth yet positive action. “Perma-Brite” Zinc 
Plated; 2 dozen in a Carton weigh 1% lbs. 














No. E9710 “Rubber Roller” Spring Catch; Paten 
No. E3066 Surface Hinge; Steel-1'%2” Joint, 24" ¢€—™ £f% » Applied For; Bright Chromium Plated; Complete with? 
wide; For Flush Doors; Polished Chromium n| “ } «, Strikes; Coil spring shock-absorber assures smooth, quiet 
Plated; One dozen pairs in a Carton weigh 2 Ibs. €% and positive action; 2 dozen in a Carton weigh 2 lbs 
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vost Your SALES Volume 


WITH SENSATIONAL LOW COST CABINETS 


ational 
National od 


More than. 10,000,000 buyers will see 
WALTERS ads during November and 
December in BETTER HOMES & GAR- 
DENS, AMERICAN HOME and GOOD 
HOUSEKEEPING. Your customers will be 
pre-sold on WALTERS. BE READY TO 





The AMERICAN HOME 


— NY 


24-page booklet, "How Low 
Cost Cabinets Can Modernize 
Your Home” is available to 
consumer for 10c. it sells 
WALTERS Cabinets for you 
\ for every room in the home. 
BE READY TO LET 'EM BUY! 


FREE MAT SERVICE AND 
MERCHANDISING AIDS 


The most complete mat service in the 
industry, plus hard-hitting point of 
purchase merchandising aids, will let 
you reap the benefit of this rational 
campaign. BE READY TO LET "EM BUY! 


waite ATeRs Never 7 Gea 
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STEEL exsHiONE? 
WALTERS mf. ©9- 


AkmMOnt PENNA 
GS qn! monn ore 


"Guaranteed by 


“INSTALL "EM YOURSELF” Good Housekeeping 


iy 
9or a5 sovenristo Wie 





"ONLY WALTERS 
Can Offer You 


% Such a low-priced ~ 
high mark-up line. 
You buy it direct. 

% The quality of cabinets cost- 
ing twice as much... 


WALTERS has the Good- 
housekeeping Seal. 


% Heavy gauge steel. 
% Glistening chrome hardware. 
% Sound-deadened doors. 


3% Genuine FORMICA tops with 


stainless steel moulding. % Radial action (pat. pend.) con- 


cealed hinges. 
%* Gleaming white enamel — 


baked on. 
Walters Manufacturing Co., Dept. H 


Box 292, Pittsburgh 30, Penna. 


Please send me full information on WALTERS cabinets and my 
copy of WALTERS Steel Fashioned Pocket Manual. 


% Slide-easy drawers. 
































NAME 

STORE NAME__ 
ADDRESS 
CITY. ZONE__STATE___ 
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’ A wide variety of sports items gets attention. Display atmosphere is 
added with cotton snow and an artificial tree. 





Below—Giftwares section with valance giving shadow box effect. 


Below—Sporting goods section emphasizes juvenile sports equipment, 
but shows some adult items. 














featured in this section under di- 
rection of Fred Nowak, buyer for 
the department. 

Toys are a 12-month line at Kal 
thoff’s, and although a wide range 
of merchandise is always featured 
the department’s stocks and dis- 
plays are appreciably expanded for 
the Christmas season. Two extra 
display levels are created in the toy 
section by addition of an extra riser 
on the tables and installation of an 
upper display shelf about 6 ft from 
the floor. The upper level is util- 
ized for light weight goods includ- 
ing many bulky items. 

Pottery and floral items are dis- 
played close to other adult gift 
goods. Living poinsettias are shown 
at intervals along the display 
tables in this area. Yellow and 
orange chrysanthemums, roses and 
other artificial flowers are spotted 
throughout the gift section. 


Candy Section Expanded 


The candy department is ex- 
panded by the addition of a riser 
to provide a second row for display 
boxes. Bulk, box and bar candy are 
shown in this section. 

Sporting goods department dis- 
plays are rearranged to show hol- 
ster sets and other juvenile items 
taking the place of some of the fall 
season displays. 

Window displays include Christ- 
mas decorative effects. Cotton snow 
is used on some window floors. Two 
slender structural columns in one of 
the windows are covered with 
bright red ribbons in continuous 
diagonal stripes to suggest large 
candy canes. 

A large banner with red and 
green lettering near the rear-of- 
the-store office invites lay - away 
purchases. Although lay-away sales 
are made throughout the year they 
show a great increase in the latter 
months. It is not unusual for cus- 
tomers to make Christmas lay-away 
purchases in August and Septem- 
ber. On Christmas lay-aways the 
firm requires a minimum deposit 
of $2. 

Lay-aways are stored in four 
rows of bins, 20 ft long in the rear 
of the store. Bins are of varied ca- 
pacities to provide for storage of 
practically any item carried in 
stock. A minimum deposit of $2 is 
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shows type and level 2am 
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ire spotted 
tion. 
randed Grid medallion 
; aids grip, enhances 
ent 7 appearance 
of a riser 
for display 
* candy are 
| All canisters nest, including 
tment dis- FR F F door -to- counter cover, for easy gift wrapping 
show hol- 
nile items sales helps do the job! 
of the fall BUILT-IN SALES FEATURES 
Volume-conscious dealers use 
de Christ- the free point-of-sale material BUILD VOLUME FOR you 
hen cnet enclosed with each order of 6 
sets or more to increase profit. . ‘ A 
loors. Two Light cord cards similar to Everything about Shel-glo canisters’ space-saving design is 
s in one of popular mobiles catch the cus- loaded with buy- appeal. Practical homemakers see immed- 
ne. with gc o Gon, Give tae Ce wage iately how easy these containers are to handle... even with 
ontinuous . wet hands. Women like the peek window that tells at a 
post Lare glance “what and how much.” They appreciate the snug- ) 
ae le fitting top that comes off without a struggle. 
e rear-of- Made of durable plastic in sets of yellow or red. All tops are 
lay - away white. Sold in three or four-piece sets or largest canister indi- 





vidually. Units are 6-lb. flour, 6-Ib. sugar, 2-lb. coffee and 


way sales 





year they Attractive two-color window banners 1-Ilb. tea canister. 

the latter which double as shelf edging, counter 

* tae eit es he apres =, = These FOR BETTER LIVING AND GIVING: In the big gift season 

 lay-away poets ial edie, cote, cometee- ahead, you'll find these low-cost, useful housewares real 
| Septem- shopper-stoppers. Ideal for shower, wedding, holiday and J 
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High auxiliary 
shelf supported 
on regular unit 
gives greater dis- 
play for toy 
items. Side and 
end of shelf show 
small items. 





required on a lay-away transaction, 
Three copies of the invoice are 
made, one being kept in the office, 
the second staying with the mer. 
chandise and the third going to the 
customer. 

One girl is assigned to keeping 
track of lay-away transactions and 
location of merchandise sold. Sh: 
places index numbers on each item 
put in the lay-away section, ané 
marks the invoice numbers on ; 
card index mounted on each row of 
bins. 

Each of the 30 bin sections has, 
complete index of its contents. As 
an item is paid for and released its 
index number is removed from the 
bin record. 


Hunting Display Helped Build Traffic 


Some hardware stores rely 
chiefly on atmosphere to catch the 
eyes of hunters. In a window used 
last fall by Kurtz Hardware in Des 
Moines, Iowa, there was a min- 
imum of decorative material and 


Merchandise at various levels helped attract hunters to store's 


4 ; i% hunting 


120 


a great variety of hunting needs. 
It proved to be a good traffic puller 
and sales builder. 

The center display feature was 
a raised platform with a gun rack 
made of wood on which rested 





HARDWARE AGE, OCTOBER 15, 1953 


three guns. At various levels were 
shown jackets, gun cleaning items, 
caps, boots and a number of small 





items used by hunters. A few u- 
related fall sports items were also 
given some space. 


sports department. 
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DEEP-FRYER . . . Extra promotional push 
behind PRESTO COOKERS! 


GET FULL DETAILS FOR EXTRA SALES... 


CONTACT YOUR DISTRIBUTOR NOW! 


AUTOMATIC 


IT] Bigssg 


d to keeping 
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section, an( 
mbers on ; 
each row of 
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7 
PRESTO PRODUCTS WILL BE PRE-SOLD FOR 4 = 
THE BIG GIFT SEASON AHEAD!... : » 
Watch leading national magazines for colorful, > 
levels were hard-hitting ads designed to bring holiday gift : 
ning items, business right to YOU! ° 
er of small CHECK: PRESTO PAD AND COVER EXTRA . 
A few up. incentive profit promotions on the PRESTO VAPOR > 
3 were also STEAM IRON .. . Advertised in Oct. 5th LIFE... : 
tie in with local ads .. . MATS FREE! . . . Extra e 
profit promotions on the PRESTO AUTOMATIC 4 \. 
° 
a 
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NATIONAL 
Or Steam 


PRESTO INDUSTRIES, INC. 
Eau Claire, Wisconsin 
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OVER 19 MILLION SATISFIED PRESTO USERS 
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NO WASTE — Gold Seal Friction Tape tears 


evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK” — Gold Seal sticks to the job 


under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 








rete ES, FRICTION and RUBBER 

~ TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
apes which also meet ASTM Specifications. 
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Stock Locator System Saves Clerks’ Time 


Number on price 
tag shows sales 
person location 
of stock for this 
brace. 


Time lost looking for storage 
locations of Christmas merchan- 
dise is practically eliminated at 
the Lincolnwood Hardware Store, 
in Lincolnwood, Ill., by a stock 
locator system, 

The system can be used through- 
out the year and is especially use- 
ful at Christmas when new items 
are stocked and temporary sales 
persons are on the floor. 

The system uses numbers for 
storage bins or areas with the 
same numbers of display merchan- 
dise stored at these places. Sam 
Larner, store owner, explains that 


Lis 





Number on brace 

storage area cor- 

responds with the 

number on the 

display merchan- 
dise. 











decals, paint and crayons can be 
used for making numbers. 

An item on display carries a tag 
which shows the price of the mer- 
chandise and the area where the 
stock is kept. Sales persons leave 
the display merchandise out, and 
fill customer orders from storage 
bins or shelves. 

Merchandise carried in com- 
plete stock on tables is not num- 
bered. If merchandise on display 
does not have a number cn the 
price tag, the sales person knows 
that the entire supply is out on the 
display table. 








Full Displays Sell More Paint 


(Continued from page 87) 


owner and has resulted in good 
volume in merchandise bought on 
impulse. 

Empty paint shelves are refilled 
each morning, for Mr. Pulia be- 
lieves that full shelves are a good 
sales tool. A well-rounded inven- 
tory in his stockroom makes it un- 
necessary to say, “I am sorry, we 
are out of that shade.” 

Nicholas Pulia finds that women 


customers want to get the shades 
and types of paint they want 
quickly. They do not wish to wait 
for a full day to obtain their paint. 
He prefers selling paint to women 
because he says that some men 
shop around in an attempt to find 
bargains in exterior paint. Women 
paint shoppers, he says, usually de- 
mand and buy top-quality products 
for their painting requirements. 
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_ YOU, TOO, CAN BUILD BIG BUSINESS 
WITH BUSINESS-BUILDING 


A 


= 


Hardware dealers all over the country are making 
big money with fast-selling Rubbermaid. 


Here’s what they’re saying: 


= at 








George Eisley, 


our Rubbermaid sales . 











“We certainly picked a winner when we decided to make 


Rubbermaid one of our basic housewares lines, 
owner, Uhler & Kline Hardware, Lebanon, 


Pa. ‘For the past several years, we have about doubled 
_. and this year, we’re well ahead 


of last year’s Rubbermaid sales record. Rubbermaid has 
proved itself to be one of our best selling lines.” 


> says Mr. 


“We must carry Rubt 
800d location . . . be 
maid by name,”’ 
Company, Dallas 
lines in the store . 
when the 


ermai " 4 
rmaid, pr operly displaye 

Cause our customers 

Says L. J, Sharp, Jr. 


“Tt is one 


d and ina 
ask for Rubber- 
— Sharp Hardware 

" of the best-moving 


-- and our cust 
Stomers are alway. - 
"4 k , cs a Ways Ss of 
y buy Rubbermaid products.” YS Satisfied 





Mr. C. W. Pierson, President of Pierson’s Inc. in Summit, 
New Jersey, says: “Rubbermaid is one of the three top 
lines in our entire store. I think the reason we do so well 
with Rubbermaid is that we carry the full line, with a 
good inventory. We never have any lost sales, because we 
carry a complete Rubbermaid back-up stock.” 


as 


Clarence 


wares lines I c 


lin 


“Bach year I find Rubt 
, Hartman, Hartman & Sons 


Kansas. “It has now grow! 


Rubbermaid is one 
arry in th 


es like Rubbermaid because 


to run my store at aft 





yermaid sells better,” says Mr. 


Hardware, Shawnee, 
1 in demand to the point where 
of the largest dollar volume house- 
e store. I just wish we had more 


it would be easier for me 


profit.” 


You can get into the big-volume profit picture! 
STOCK Rubbermaid... PROMOTE Rubbermaid... SELL Rubbermaid 
THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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Bassick 


Rubber-Cushion 
Gilides 






CG-92—1 1/4” 
y 
CG-91—1 1/16” 


CG-90—7/8” 


CG-392—1 1/4” CG-393-—1 1/2” 











SLIDE EASY...—— 
PROTECT FLOORS... 


Furniture moves smoothly, si- 
lently. Heavy gauge, flat polished 
hardened steel base glides over any 
surface. Rubber cushion absorbs 
shock and noise. Saves floors and 
floor coverings. 

For nailing to wood legs. Or stem 
type with sockets for application to 
furniture legs where casters have 


been used. 
é aa 


SELL FAST! 


Bassick glides 
move faster because 
they’re nationally ad- 
vertised, made of 
highest-quality mate- 
rials, are easier to sell. New “try-it- 
yourself” display lets shopper sell him- 
self on Bassick quality. Ask your Bas- 
sick distributor salesman for details on 
how to put this salesmaking new dis- 
play to work. 








s 
THE BASSICK COMPANY 


4 p49 Bridgeport 2, Conn. In 
f y : Canada: Belleville, Ont. 
od 


SEAN C4 


A DIVISION OF 
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When the people of Beaumont, 
Tex., watch their annual Christ- 
mas parade they see Travis-Scully 
Hardware advertised by a power 
mower pulling a coaster wagon oc- 
cupied by an employee of the store. 
H. A. Travis says the idea is good 
for a laugh and much comment. 


Power Mower in Christmas Parade 





The humor of seeing a man riding a youngster's coaster wagon 
hitched to a power mower attracts attention to the hardware store. 


Although immediate sales of 
power mowers are not very exten- 
sive many wagons are sold right 
after the parade. Customers re- 
member the odd transportation, 
talk of it and later inquire as to 
the cost and operation of power 
mowers. 





Deep Sea Rodeo 


For 19 years the Alabama Deep 
Sea Fishing Rodeo has been held at 
Dauphin Island and has become so 
widely publicized an event that last 
year it attracted 1500 entrants plus 
thousands of interested spectators. 
Because of all the fish caught, fish 
fries and clam bakes continue prac- 
tically around the clock. One of the 
main attractions for visitors is the 
fact that they can get all the fresh 
and choice fish they want at prac- 
tically any restaurant or hotel. 


Build Their City 


An ambitious and_ successful 
community and trade building pro- 
gram was carried on by the Ypsil- 
anti, (Mich.) Chamber of Com- 





merce last year. The agriculture 


committee sponsored a_ Better 
Milking Clinic which was so suc- 
cessful that the county agent 
quoted it as an outstanding ex- 
ample of community co-operation. 

The chamber also sponsored: the 
4th annual Business-Industry and 
Education Days with 220 teachers 
visiting 27 business establishments 
in the area. A Christmas parade 
with public and private schools 
constructing floats and running the 
parade was publicized nationally. 
In addition, $4500 was raised in 
the Junior Achievement Program 
to help put juniors and seniors in 
business for themselves. 

Last but not least an intensive 
clean-up, paint-up, fix-up campaign 
was carried out, with a_ school 
essay contest. Many homes and 
streets and empty lots were cleaned 
up. 
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Announcing! 
LEPAGES / 
| | 


SURE- “GRIP 


ales of , 
nati Te) Oo °) ae Py y R 
power 
oe Sconsahian | 
Sure Grip White Glue is used by 


NE: mechanics, woodworkers, office 
ALL iad Lda FS workers, homemakers, hobbyists, 


school children and "handy" men. 


ircreeceorrsee 
paper S 
Se WH ITE GLUE Versatile... a. 3 Woop — FurR- 


NITURE — POTTERY — LEATHER — 
HEAVY PAPER — CARDBOARD. 


* 
Quick Setting . . . Clean to Use 


C, y4 SCRAPBOOKS — TOYS — PHOTO. 
3 if f/f GRAPHS — GAMES — POSTERS. 
* 
LE PAGE'S 


° Sure Grip White Glue 
with No. 2. Spreader Tip —— 


| oz. bottle 15 


9 % Spreader Tip 
3 oz. bottle 35 
x 4 o1. jar 50 
. Vp pt. jar .75 
Pint jar 1.25 


WHITE GLUE 17 Qua iar 235 


JEPAGES GLoucesTeR MASS ‘GLUEMAKERS FOR 74 YEARS / 


Better 
so suc- 
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Wide display 
window featuring 
alternate group- 
ings of solid color 
ond patterned 
dinnerware on 
dark cloth cov- 
ered step-up 
shelving. 





Using Direct Mail 








Advertising and Display 
Create Store ‘Traffic 





Illinois store continues to expand mailing list 
for full coverage of community. Good display 


technique brings dividends in steady sales - 
Particular attention to its front- Salesman reminds customer that the firm wants his home mailing 
of-the-store displays and use of address on its list. 


as many direct-mail circulars and 





catalogs as possible helps build A 
profitable store traffic for Ace Store, That 
No. 38 in Crystal Lake, III. 

The two-window visual front t 
store utilizes step-up shelving—at DI 
a low level—to attract passersby P 
and to encourage them to stop and P 
look beyond the window and into 
the store. BOB 

Neatly stocked glass shelving / BOLT 
runs along the wall and right to we " 
the plate glass so that all passers- 





by see attractive displays from al- 
most all angles. 
One of the front windows—15 
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Atunounciug a 
NEW HIGH-PROFIT PRODUCT 


with a million uses 






SUGGESTED 
RETAIL PRICE 


; 6 TWO-OUNCE 19¢ 


““EMPTEES 
\ &.. FOUR-OUNCE 


“EMPTEES g8¢ 


| _ wf Og 

Coarse EM i BS SHATTERPROOF 
- Plastic Containers 

for Modern Storage of Household Odds and Ends 


CRYSTAL CLEAR * NON-TOXIC 
FEATHERLIGHT © REUSABLE 












A Few of Countless Uses 












° “EMPTEES” fill a demand in’ They'll sell themseves! Every 

That Mean A Terrific Market every household for uniform sale leads to another because 

HERBS « SPICES » HOOKS « containers that neatly and vis- “KMPTEES” are the handiest 
DRILLS « WASHERS « NAILS e ibly hold a million kitchen, bath- thing in the house. 

PINS « SEEDS « BUTTONS « room, hobby shop, bedroom, Every package contains draw- 





garage odds and ends. ings for attractive wooden racks 





PILLS « POWDERS « CLIPS « 





Get America’s newest impulse for workshop or pantry. 








BOBBY PINS « NEEDLES « NUTS « item, “EMPTEES” on display. 
BOLTS « BANDAGES « LOZENGES « 
THREAD « LEFTOVERS WRITE OR WIRE FOR DETAILS 






memes CELLUPLASTIC CORPORATION 


51 AVENUE L, NEWARK 5, N. J. 








HARDWARE AGE, OCTOBER 15, 1953 












6-Foot 
Inc.Tax 


A brand new de- 
tachable handle 
glass blade spin- 
ning rod with an 
extra offset han- 
dle for casting. 
It’s going to be 
one of the biggest 
sellers in "54! 


Three More 
Outstanding 
Spin Rods 


Introducing the 
n 
; and exclusive short” 
sutt section and 
Precision taper- 
sTound glass blade 
that gives a better 
distribution of ac- 
tion thruout — yet 
can be carried In 
ear trunk or Seat 
Twist-tite ferrules — 
take up wear and 
keep joint tight 
forever. Listg 
as low ag 
$5.59, 


Combination 
Bait-Casting 
and Spiuaning 


Another exclusive! Use 
either as a conventional 
casting rod or as a spin- 
ning rod with any side- 
feed reel. Has die - cast 
aluminum handle with cork 
grips. Lists as low as $4.96. 


TAPER-LOCK GUIDES 
A Premax exclusive! 
Hardened steel guides 
that can’t slip or turn. 
Does away with frayed 
and broken wrappings. 
Locks in place on the 
blade and stays there! 


Send for Bulletin and Prices 


POmax Poduch 


Division of Chisholm-Ryder Co., Inc. 


5401 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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Combining mass display and sample showings of housewares this sec- 
tion presents an unbroken line of attractively shown merchandise. 


ft wide and with a base but 2 ft 
high—suggests, at all times, a 
mass display thanks to the use 
of the step-up unit. Frequently 
this window features goods of the 
same type or closely related to 
those on the continuous glass shelv- 
ing which extends into it. 

Electric housewares’ displays 
along two of the wall shelves catch 
the eyes of window shoppers and 
often encourage them to _ look 
further along the wall. Many shop- 
pers noting this display will, on 
impulse, visit the store to purchase 
these and other items they had 
not previously, intended buying. 
Eight spot lights are trained on 
this section each night. 


Ask Customers’ Names 


Sales clerks are instructed to ask 
all customers if their names are on 
the store’s mailing list. In addition 
a large sign on the cash-wrap desk 
invites customers to give this in- 
formation. A mailing list of more 
than 3000 customers is used for 
seasonal Ace catalogs and frequent 
mailings of company circulars. 

Since good display and advertis- 
ing fail of their purpose if stocks 
are not adequate each salesman 
carries a stock report card in his 
jacket pocket at all times to note 
any item on which stock is running 


low. As the result of careful noting 
of items in the low stock classifi- 
cation employees of the store 
seldom have to say, “I am sorry, 
we are temporarily out of stock on 
that item.” 

Owned by P. Barnes Ace Store 
No. 38 is managed by Paul Hesse. 


Promotion Draws 5,000 
(Continued from page 86) 


experience and to bring your build- 
ing problems to us. We are here to 
serve you.” 

A popular news letter, called 
“Builder’s Bits” is mailed weekly 
to 200 contractors in the area. Nug- 
gets of important information of 
particular interest to the building 
trades are published, including 
trade highlights, new government 
regulations, interesting statistics 
and reports on shipments of new 
merchandise received. 

Spotted at the entrance to the 
store and at several other locations 
on the floor where traffic is heaviest 
are racks containing copies of 
“Shopper’s Specials.” This is an- 
other mimeographed weekly news 
sheet that summarizes bargains 
available in each department. Ac- 
cording to Mr. Cotton, the response 
to this weekly promotion is excel- 
lent. 
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EVERYBODY'S HAPPY . . . when you sell one of these popular Savage or 
Stevens “‘22's’’ as a perfect Christmas gift! “‘Johnny’s’’ happy . . . he's 
the proud owner of one of a youngster’s most prized possessions. Dad's 
happy . . . he didn’t spend as much as he expected! And you are pretty 
tickled, too — you've made an extra Christmas profit! 


For “‘profit presents’’ this holiday season — be sure to stock and display 

Savage, Stevens and Fox rifles and shotguns . . . the firearms with pre-sold 

aq popularity... nationally advertised to your best customers. Better place 
your order now with your distributor. 


andise. 
Savage and Stevens 22° Rifles 


ul noti SN REF SRE SE | or T TN armmmemmenapenranmmnammam 
ting — ‘ SSO ee fe HN 1 ee re ane — —_— 


© elassifi- ' <a 
1e §=store | — : 
m sorry, alle os Savage Model 29 — .22 Cai. Hammerless, Slide Action Repeater 


stock on The **22"' with the Short Slide Action — One of the most popular for pest 
shooting, small game hunting and plinking. It’s the outstanding value in 
the “'22"' repeating rifle field . . . an ideal Christmas gift and a year ‘round 





ce Store 
il Hesse. 


sales leader. 


5,000 





6) 
ir build- 
here to 
Stevens Model 87 — 22 Cai. Auto-loading Rifle 

called The Three-In-One Rifle . . . Instantly adjustable as an auto-loader, bolt 

weekly action repeater, or single shot an exclusive Savage ‘‘first in the field”’ 
a. Nug- feature. Here's a rifle ‘‘loaded’’ with sales ammunition that will appeal 
'tion of to both the gift buyer and the shooter. 
uilding 
cluding 
rnment 
atistics 

of new 

Stevens Model 15 — 22 Cai. Single Shot Rifle 

” es 5 Th Sinzh Shot Rifle with Value and Safety Appeal . . . Hand-cocking action, 
cations independent of bolt, provides maximum safety. An ideal “‘first’’ ritle for 
eaviest voung or old. Chambered for all .22 caliber short, long and long rifle 
ies of rim-fire cartridges. Gold bead front — adjustable rear sights. Plenty of 

is an- eve and buy appeal, too, with its well proportioned, full size, black 
y news tipped fore-end and 24-inch barrel. 

argains 


a te Arms Corporation « Firearms Division « Chicopee Falls, Mass. 
excel- 
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| BIKE SALES UP... 





You know that bike sales are up—but the real big news 
1953 is the increased popularity of AMF Roadmasters. Wit 
consumer and dealer alike, the swing is to these exciting ne 
models with extra features that bring extra fun to bike riding 

Whether it’s the Luxury Liner with mile-measuri 
Roadometer or the completely new Flying Falcon combinin 





DEL C-1711 
Roadmaste 
seed hub, hanc 
ded frame, ch 
pmel finish, tour 
the best features of balloon-tire and lightweight modets—eacft and tail light. 


AMF Roadmaster stands out, thanks to AMF’s imaginatiy 
engineering. 

It’s good profitable sense for you to go along with th 
great new popularity. Send coupon today for free new cat 
log and full details on the Roadmaster “Miles Ahead” Prof 
Program. 










MODEL C-1631 
Luxury Liner f 
America’s finer fully-equipped — 
bike— exclusive Roadometer, 
Shockmaster coil-spring fork, 
Searchbeam headlight, electric horn, 
electronically-welded frame, safety bumper 
bars. In red or green. 








\ 

















Visit our Booth No. 448-449 at the National Hardware Show 


BALLOON-TIRE MODELS ‘ 


MODEL C-1642 
Girls’ top model. Same features as C-163]. 
; Metallic light blue and metallic light green. 
















ODELS C-121< 
ght, chrome saf 
or reflector, wi 





MODEL C-1634 Pleasure Liner MODEL C-1643_ Girls’ De Luxe MODEL C-1614 Roadmaster De Lux 

Shockmaster coil-spring fork with chrome Same features as C-1634. Metallic light green Electric horn in tank, ball-type headlight, & he i 
bumpers, electric horn, ball-type headlight, (or blue) and gray with red trim. white sidewall tires, chrome bumpers, elec 

and electronically-welded frame. tronically-welded frame. 


Flying Fa 
bines the be 
lloon-tire and 
and-operated 
alloon tires, 3- 
sided frame, F 
ders and rim 















MODEL C-1624 Girls’ De Luxe MODEL C-1653 Jet Pilot MODEL C-1617 Roadmaster Specia 

Same features asC-1614. Metallic light green Torpedo headlight, streamlined tank, sturdy Wide-base chrome rims, full-length chai 

(or blue) and gray with red trim. luggage carrier, chrome truss rods, wide- guard, torpedo headlight, chrome fork cap 
base chrome rims. coaster brake, rear reflector. 















aa 
= a LIGHTWEIGHT MODELS 
~— * (All lightweights available in girls’ models) 


big news} 
nasters. Wit 
exciting ne 


















» bike ridin DDEL C-I711 ' MODEL C-1714 MODEL C-I717 
e-mea Roadmaster Whippet Semi-equipped De Luxe Standard Lightweight 
asurin need hub, hand brakes, electronically- 3-speed hub, hand brakes, electronically- Coaster brake, enamel fenders, mattress-type 
” combininggded frame, chrome fenders, rustproof welded frame, chrome fenders, rustproof saddle, special lightweight pedals. 
pmel finish, touring bag, generator head- enamel finish, rear reflector. 
nodeis—eachHRt and tail light. 
imaginatiy 


ng with th JUVENILE 


2e new cata eh re ] D Eg L & 
head” Prof 





MODELS C-I413 and C-1423— Juvenile (6 to 9 yrs.)—24” wheels, 17” frame. Stream- 
lined tank with electric horn, Rocket Ray headlight, front chrome bumper rods, wide-base 


‘are s how n 
chrome rims, rear reflector. 


ELS 


















ODELS C-1213 and C-1223— Juvenile (5 to 7 yrs.)—20” wheels, 14” frame. Real head- MODEL C-I117 
ght, chrome safety truss rods, streamlined rocket tank, sturdy carrier, kick-type parking stand, Boys’ Juvenile (3 to 6 yrs.) 

ar reflector, wide-base chrome rims. 16” wheels, 1242” frame, Adjustable Jiffy 
Stabilizer Side Wheels. 





NEY 
ster De Lux 


pe headlight, 
»umpers, elec 





COMPLETELY ~ FTooadmakr 
EW KIND 


F MODEL 















The Cleveland Welding Company, West I17th St. and Berea Rd., Cleveland 7, Ohi 
Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY, New Yor 


Pa oe ee oe we we ee ew ee ew oe ee ew ee ew ee ee ee om Se a 
AMF Roadmaster, Dept. HA-53!0 
West 117th Street and Berea Road, Cleveland 7, Ohio 


Please send new catalog and full details on the ROAD- 
MASTER “MILES AHEAD” PROFIT PROGRAM. 










Flying Falcon— 
bines the best features of 
lloon-tire and lightweight models! 




















ind-operated brake, new kind of long-coasting a - ena 
alloon tires, 3-speed gear shift, electronically- 
ter Specialp*ided frame, Rocket Ray headlight, chrome CN a a —_—_ 
length chai@enders and rims. Bright red metallic finish. 
ome fork cap ae ee ee _ 
———_ a ee ee 
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ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 


— capacities from 1 pint to 3 qts. 







DUSTERS 


— with capacities of 1 pint to several pounds. 


Sa) 












COMPRESSED 
AIR 
SPRAYERS 


from 1% 


lw . 
i “ 


THESE AND 

MANY MORE MODELS-— 
AS NEAR TO YOU 

AS YOUR LOCAL JOBBER 


. +. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 


UNIVERSAL 


METAL PRODUCTS CO. 
SARANAC, MICHIGAN 
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Pegboard Solves Display Problem 


a a 
a | 


2 


A problem involving the use of a shallow window and the need for 

a background for interior merchandise displays was solved by using 

pegboard. Spacing of the shelves in this window of Jackman Hard 

ware, 16940 Plymouth Road, Detroit, can be easily adjusted for any 
size merchandise to be shown on the panels. 


Dramatizes Coffee Maker Variety 


That “Anytime is Coffee Time” 
was the theme of this display fea- 
turing 49 different types and sizes 
of coffee makers offered by Noon- 
an’s Hardware at 1419 Fourth St. 
in Santa Monica, Calif. The panel 
with its simulation of a clock was 
built by Laurel Beltz, who serves 
as a salesman and window trimmer 
for the firm. Coffee pots, drip cof- 
fee makers, percolators, automatic 


Intended to sell coffee makers of all types, this window pulled much 
traffic into the store. 


models and vacuum models were in- 
cluded in aluminum, steel, earthei- 
ware, glass and enamelware num- 
bers. 

Object of the window was two-| 
fold, according to John T. Noonan, 
to help make people in the con- 
munity think of the store when in- 
terested in coffee makers and to 
emphasize to them that a wide se- 
lection of merchandise is carried. 
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HARDWAR! 





=. When they know 
| the facts— 

hardware dealers 

always choose 


B&L 
























at the left 
is shown one 
of a series of 
advertisements 
which urge the 
trapper to buy his 
traps from his local 
hardware dealer — 





thesame reasons which 


make BLAKE & LAMB 


'S were in- 

|, earthea- 

a ae the best buy for the 
consumer also make the 

was two- "Steel Trap of the Hard- 

: Hoon, ware Trade" the most profit- 

the com- . 

dieing able line for the hardware 

s and to jobber and dealer to stock and 


push! 


wide se- 
; carried. 





no other brand can match the high 
quality, the lower prices and the co- 
operative policy of 


BLAKE & LAMB 
STEEL TRAPS 


“The Steel Trap of the Hardware Trade“ 


THE HAWKINS COMPANY 


nuch 


America’s Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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Christmas Cards a Problem? 


You may find the solution to an annual problem 

by imitating a Pennsylvania dealer and his wife 

who combine personal greetings with business 
card mailing to selected list 


Other hardware men—and their 
wives—may find the solution to 
their perennial Christmas greeting 
card blues in the idea developed by 
Louis and Leah Waddell, who oper- 
ate the Blair & Hampson Hardware, 
at Waynesburg, Pa. 

By using a specially designed and 
printed greeting card, which in- 
cludes just a judicious amount of 
commercialism, the Waddells com- 


bine personal greetings with a re- 
minder of their business to friends 
and preferred customers. 

The Waddells hit on the idea of 
using a combination business and 
personal greeting card, at Christ- 
mas, two years ago, shortly after 
they had taken over the operation 
of the old hardware business. 

Mr. Waddell had entered the 
hardware business after 25 years in 


ES | The WADDELLIAN pix a 


VOLE hyo IT'S PROM US! 





















Card used last Christmas season had whimsical copy and drawings. 
Smaller cut shows front cover of card which measured 12 x 8 in. 








CHRISTMAS GREETINGS MIGHT COME BIGGER BUT NONE MORE COMMERCIAL | 


| Beginning with the Neanderthal Age Guaranteed to be trouble - free and easy 
| down through the years to the Nuclear to operate, our Outdoor Equipment has 
| Age, our Nationally Known and Univer- kept more than one man at home during 
| sally- used — have served every the eventide. If you don't believe us, 
just buy one of the darned things! 





Why Drudge in the Home? 


{ (Let you wife do it) 


B. & H. Modern Washer 


FRIGIDARING 
“Nature’s Approved Icebox” 


No units to go haywire 





Insures -like figures and dish - pan hands No defrost 
Very little and no bother wae menfolk. . : a 1 
When you feel devilish just go 
Rheumatically Controlled Our Store Oun Stross 
Gee side looking Haw, or Starboard looking Portside Haw side looking Gee, or Portside looking Starboard FRIGIDARING 


BLAIR @ HAMPSON 18 MODERN Lot's of fun! 


BLAIB @ HAMPSON 18 MODERN 








~_—s. 























-. @ man’s fanny 


= HOUSEWIFE tees. 
teontha ie tentienparanal turns to. . 


a pain Se cony way end eniey Our delightful and restful 
ivtenieg fresh sir at the same ‘ti r delightful an: uw 





Slickest thing you ever saw! 


Until you've weed our Lawnmower 
ee ana PORTABLE SHOWER 
“Heated by the Heavens” Tested through the ages anc No — 
You've never had clothes really mangied! still going “hot No privacy 


BLAIB @ RAMPOGON 18 HODEBY 














BLAIR @ HAMPSON 18 MODERN BLAIR &@ BAMPSON 18 MODERN 
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BOOST WINTER PROFIT 


BY FEATURING DOWFLAKE® 


Ice removal means big demand, 


ready market for smart merchandisers! 


Old man winter is one of your best salesmen. He’s 
the guy who makes those slippery, icy days . . . and 
the guy who can make big business for you. 


Profit-wise merchandisers feature Dowflake (Dow 
calcium chloride 77-80%) the most popular product 
for ice removal. With hundreds of ice-conscious 
people in your area, a good display of Dowflake can 
boost winter profits with a minimum amount of 
sales time. 


Dowflake’s effectiveness and ease of application 
make it the ideal de-icing product for steps and side- 
walks, parking lots, gas stations, garages, public build- 
ings and many other places where ice is a problem. 





Old man winter supplies hazardous ice. Take ad- 
vantage of this ready-made market and sell “‘Safety”’. 
Your Dowflake distributor can furnish you with an 
attractive counter or window display, a variety of 
informative literature and newspaper advertising 
mats. All of these pieces are designed to help you 
make the most of your Dowflake market. 


Remember, there’s a year around demand for Dow- 
flake, the ever-thirsty chemical. In the warm months 
it is used for dust and humidity control. Be sure to 
check with your Dowflake distributor today and 
stock up for the big winter business. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 





you can depend on DOW CHEMICALS 





<> 
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Seymour Smitu 
Snap Jock 


PLIER-WRENCH 
DE LUXE 






No. 2610-10” 
No. 2607-7” 





exclusive 


advantages 


@ SWIVEL JAW 








Adapts itself to the 

shape of the piece held—and | 

assures firmer, more secure grip. 
@ JAW SIZE INDICATOR 

Saves time. You preset jaws to approxi- 

mate size of object to be gripped. 


@ LOCK RELEASE 
No struggling to loosen from the work. 
With one finger you instantly release its 
one-ton vise-like bite. 











also 
No. 610-10” 
UTILITY PATTERN No. 607-7” | 
Snap Jock | 


Same locking principle, same 
rugged construction as 
Snap-Llock de luxe, but without 
special features above 


FREE SALES AIDS 


Attractive counter display card 
Compact, colorful display box 
New envelope stuffer 
Newspaper mats 





Write “SNAP-LOCK” on your want book. 


Your Seymour Smith distributor 
has full information 


Seymour Smitn 


Seymour Smith & Son, Inc., 31510 Main St., Oakville, Conn. 
Sales Representative: 
John H. Grahem & Co., Inc., 105 Duane St., N.Y. 8, N.Y. 
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New York in construction and real 
estate management. Since both Mr. 
and Mrs. Waddell were deeply in- 
volved in the affairs of their new 
business they didn’t have the time 
to spend in writing the personal 
messages to their friends whch, ac- 
cording to Mrs. Waddell, used to 
take nearly a month of their time. 

When Mr. Waddell acquired the 
business he found that horse col- 
lars were part of the greatly diver- 
sified stock so it adopted the horse 
collar as a kind of symbol of the 
business. 

The text of the first greeting 
card, which featured prominently a 
horse collar on the front cover, car- 
ried the message: “This may be a 
jolt but since our business now is 
nuts and bolts we wish you a Merry 
Christmas including all the nice 
things from a horse collar to the 
kitchen sink.” 

An artist’s drawing of a modern 
kitchen sink was also included on 
the greeting card. 

The greeting card used last year 
was much more elaborate but was 
still much less expensive than the 
cost of a commercial greeting card 
of much less importance. 


The cost of the entire Christmas 
card project, including bills for 
a cartoonist, 14 engravings, and 
printing was only $90 for 250 cards, 
These cards were printed on four 
pages of heavy paper stock measur- 
ing 12 by 18 in. 

Mrs. Waddell points out that they 
could have had many more cards 
printed for very little additional 
cost. Because of the way the cards 
were received by friends and cus- 
tomers, she says they were sorry 
they did not use a larger list. 

The cards showed pictures of the 
various members of the Waddell 
family, including the pet boxer, 
“Tuffie.” Six cartoons, with whim 
sical copy on the inside spread of 
the card, removed the sting of any 
commercialism from the greeting 
card and made it acceptable to both 
customers and personal friends. 

This store won many compliments 
on its Christmas window displays 
last year. These displays were de- 
veloped from display ideas which 
the Waddells got from the HArp- 
WARE AGE Christmas Merchandis- 
ing Guide. Last Fall this store also 
won a national contest for stores in 
towns the size of Waynesburg. Pa. 





Glamourizes Housewares 








A single size of one housewares or electric housewares item is 

glamourized on this display unit occupying front-of-the-store space 

with one end supported on a structural post. Schank Hardware in 

Libertyville, IIl., combined plywood, bendboard and glass to create 

this attractive unit. Many quick giftware purchases are made from 
this display. 
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Industries, Inc 


The sales leader for '54 because it’s made 
to out-perform and out-last any flexible 
plastic sprinkler on the market. 

Resinite Twin-Tube Flexible Sprinkler is 
the original flexible sprinkler. Used for 
oe ees several years in the field of commercial 

sean tf irrigation under name of “Resinite Aqua- 

somes if Tab Miser.” Granted U.S. Patent No. 2621075, 
ee LW: FLEXIBLE SPRINKLER which covers all multiple-tube sprinklers. 
- For more sales — more profits — more 
/ satisfied customers — send coupon today. 


RESINITE SALES CORPORATION 
SANTA BARBARA, CALIFORNIA 


Resinite sprinklers, garden hose and Resinite industrial 


tubing are manufactured by Resin Industries, Inc., Santa 
Barbara, California. 














Resinite Sales Corporation 
Santa Barbara, Calif. 


COMPARE ! ¢ the only flexible sprinkler 


with standard couplings at Send me all additional information, price 


+ i er- 
Large diameter weath schedules, etc. My wholesaler is 


































Bosic patent number 2621075 
covering oll multiple-tube 
sprinklers is owned by Resin 


| 
| 
| 
| 
| 
R both ends. 
resistant seamless tubing 1. ' | 
. i . . | 
nA with heavy sidewalls. @ Priced to retail at $5.85 | «04 
in @ No moving parts — nothing for 50’ length, $3.85 for Address 
te P 
td to rot or mildew. 25’ length. Cy 8 uate 
| (C0 | enclose $2.00 for somple 50-ft. sprinkler. 
f COED NE ee 
, 1953 
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Remember! 


Werner 
ALUMILADDERS 


ARE PRESOLD 


with BIG SPACE — 
MASS MARKET 
NATIONAL 
ADVERTISING 


Triple Your Ladder Profits — Sell 
Aluminum Ladders ... easier, faster, 
safer for the “Do-It-Yourself” Mar- 
ket... and for commercial ladder 
users, too. 


Sell Werner Alumiladders—Exceed 
the safety factors of every known 
metal ladder code — rugged air- 
plane-type construction. Light, yet 
strong enough for the toughest use. 





EXTENSIONS . . 20 ft. to 52 ft. 
SINGLES . + 10 ft. to 20 ft. 
STEPLADDERS 4 ft. to 10 ft. 


PLATFORM LADDERS 4 ft. to 14 ft. 
STEP STOOL . . . 26 inches 








Werner Chromtrim—Metal Mouldings 
Nationally advertised, proved by 
sales as the best for the ‘’Do-It-Your- 
self’ Market. Ask your distributor — 
or write today for full information. 











R. D. Werner Company, Inc. Dept. L-7 
295 Fifth Ave., New York 16, N. Y. 


ERS 








Glamorizing Hand, Power Tools 
Boosts Gift Sales 


Tools for gift giving are suggested by the display on gondola being 
set up by store owner Herman Weishaupt. 


Glamorizing power and _ hand 
tools during the Christmas season 
with displays and decorations in 
the store and window, plus catalog 
and broadside mailings, makes 
December one of the top tool 
months for Fullerton Hardware, in 
Fullerton, Calif. 

The sales program’ centers 
around a special holiday display. 

Tools listed in the Christmas 
catalog are displayed on a 5 x 6 ft. 
gondola. Some tools come Christ- 
mas wrapped from suppliers. Others 
are dressed up in the store with 
ribbons or wrappings. 

Dummy gift packages are scat- 
tered about to suggest how a tool 
will look under a Christmas tree. 

“When men or women are look- 
ing for a useful gift they go, or we 
direct them, to the gondola,” Her- 
man Weishaupt, owner, explained. 

“On one gondola they have a 
large selection to choose from, and 
if they want some other tool as a 
gift we take it from our regular 
stock.” 


Half of the store’s window space 


is used for tool display. Wide red 
or green ribbons are wrapped 
around larger power tools. An- 
other tool may be draped with a 
large sheet of cellophane gathered 
at the top with a ribbon and bow. 

Dummy gift packages also are 
placed in the window display. 

Two Christmas mailings are 
made to advertise tools and other 
gift items. A Christmas catalog 
is sent to 4,000 homes, and 3,000 
broadsides are mailed. 





Gift Wrap Supplies 
Cost Store $120 


An investment of $20 in Christ- 
mas paper and ribbon and $100 in 
five sizes of knocked-down white 
boxes enabled the Seitz Hardware 
Store, Dayton, Ohio, to provide 
gift wrapping service last year. 

Office employees wrapped the 
gifts. There was no charge for the 
service. 

The store mailed packages for 
customers, charging only the reg- 
ular postal rates. 
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4 Powerful Reasons Why 


eing 
DESIGN 
Vide red 
ae work harder... . work longer 
with a 
rathered eee work for less! 
nd bow. 
iso are 
ay. MORE POWER AT LOWER COST! You can look forward to sizeable 
gs are savings on gasoline with Chevrolet trucks on the job. In heavy- 
rr duty models, the advanced Loadmaster engine with new high- 
: compression ratio of 7.1 to 1 delivers more power than ever— 
catalog P ; : 
4 3.000 and does it on less fuel! In light- and medium-duty models, 
Chevrolet’s Thriftmaster engine combines top-notch performance, 
with rock-bottom operating cost. 
" TAILORED TO YOUR JOB! Of course you want a truck that fits the 
es requirements of your particular job. And you get just that when you 
D buy a Chevrolet truck! You get the right power . . . the right chassis 
units from tires to transmission. Chevrolet trucks are factory- 

Shrist- matched to do your work at lowest cost! 
100 in 

white RUGGED AND RELIABLE! These great 1953 Chevrolet Advance- 
auc Design trucks are built stronger to stay on your job longer! Frames, 
alia for example, are sturdier and more rigid. And you'll find extra 
ae strength in other vital places, too. The result is a truck that gives 
3 the you extra miles and months of low-maintenance operation. 


or the LOWEST PRICED LINE! You start saving money the moment you 
buy a Chevrolet truck. For, in addition to all its other advantages, 
2s for Chevrolet is America’s lowest priced truck line! Why not start saving 
e reg- now! Your Chevrolet Dealer will be happy to give you all the facts. 
-. . Chevrolet Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load, POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING—for 
easier handling. UNIT-DESIGNED BODIES— 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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Newspaper Advertising Boosts 


Christmas Sales 35% 


Planned Christmas newspaper ad- 
vertising that started with a lay- 
away insertion in September and 
ended with a “Do your Christmas 
shopping late” appeal boosted total 
holiday business 35 pct last year at 
E. J. Rea’s hardware store in Her- 
mosa Beach, Calif. 

Budget buying was featured in 
a number of advertisements, and 
budget sales during the holidays 
increased 75 pct. 

Two-color advertisements, red 
and black, were used four times in 
November and four times in De- 
cember. Mr. Rea is of the opinion 
that color increases readership of 
the advertisements. Color cost $20 
extra per advertisement. 


Factor Throughout Year 


Planned newspaper advertising 
throughout the year has been a 
major factor in a sales increase of 
150 pet at Mr. Rea’s Hermosa 
Beach store. (See HARDWARE AGE, 
April 16, 1953, page 83.) 

Mr. Rea tried a new tack last 
year in approaching his Christmas 
advertising program. He combined 
his November and December inser- 
tions as one unit in his holiday pro- 
gram. The program cost about 1.8 
pet of total sales for that period. 

From a time standpoint, 1952 
Christmas advertising actually be- 
gan Sept. 24 with a 3-column by 
13-in. insertion for a coffee maker. 
The advertisement included a sug- 
gestion of a lay-away Christmas 
gift purchase on a $1 deposit. 

In October, 45 in. were used to 
start Christmas selling on power 
tools, electric housewares and elec- 
tric trains. 

The big Christmas campaign 


140 


started in November when five in- 
sertions totaled 470 in., followed 
by eight insertions in December 
totaling 600 in. 

The heavy, early campaign was 
aimed to reach customers before 
they traveled the 30 miles to shop 
in downtown Los Angeles. 

The first major advertisement in 
November featured toys. An early 


bird gift guide the week following 
featured housewares, tools and 
toys. Larger housewares and a few 
toys took the spotlight in the third 
week’s insertion. 

The December campaign was con- 
centrated in the first. three weeks. 
It ended with an insertion on the 
theme “Do your Christmas shop- 
ping late .. . it’s too late to shop 


Samples of holiday advertisements used last year by Rea's Hard- 
ware store. 


Christmas 


erful 
a wond ae STARTS AT REA'S 
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PRONOUNCED 


MIGHTY 


... and a mighty good 
buy for YOU during our 


SEPTEMBER & OCTOBER SPECIAL 


BUY A DOZEN CANS 
FROM YOUR JOBBER... 
AND ONLY PAY FOR ELEVEN! 














dependable qual- 
ity for 21 years 





Nationally famous 
Nationally 
accepted 








Packed in tamper- 
proof factory- 
sealed cans 





rs rd 











| BOILER 
Lithographed cans SEALER 
no paper labels Farracearnis 
to tear or soil tds ss 
1 quart cans 1 Ib. cans 
12 in a cart 12 in a cart 




















jouN SUNSHINE CHEMICAL co., inc. 


600-602-604 W. Lake Street Chicago 6, Illinois 


Our famous pipe joint compound in tubes 
outsells all other makes combined 6 to 1. 
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SINCE 1912 
Protection for Masonry 


STOP _ 





INSTANTLY 


WATERPLUG 


STOPS THE LEAKS 


In every type usable below-grade room, 





tunnel, dam, water-supply system and 
cellar. Ask for Circular No. 14, 


THOROSEAL 


SEALS THE SURFACE 


Against entrance of moisture into masonry, 
Prevents mildew. which causes sour odors 
in interior rooms. Ask for Circular No. 16. 



































QUICKSEAL 


FOR BEAUTIFUL FINISH 


In pastel shades for finish coat over THORO- 
SEAL base applications. Ask for Circular 
No. 15 and Color Card 32-8. 





at. 


Write for Pictorially 


described literature 
"HOW TO DO IT” 





| chandise. 





















E. J. Rea laying out advertisement for his Hermosa Beach, Callif., 
hardware store. 


early anyway.” This advertisement, 
in 2 colors, did not mention mer- 
It stressed budget buy- 


| ing and paying next year. 


| floor equipment rental 


The budget buying appeal 


throughout the campaign was on a 
3-payment plan to start after the 


holidays. “No added carrying 
charge ... pay nothing ’til 53” was 
featured. 





Related Item Sales Exceed Rental Fees 


Sales of related merchandise to 
customers 
amount to more than the income 
from rentals for W. L. Matthews, 
owner of Matthews Hardware Co., 
in Pine Bluff, Ark. 

Rental of a floor sander is $4 a 
day, and one-day customers spend 
an average of $10 for sandpaper 
and supplies. 

It is not unusual for a customer 
who keeps a sander two days to buy 
$25 worth of related merchandise. 

A rug cleaner also pays off ex- 
ceptionally well, Mr. Matthews re- 
ported. Rental is $4 a day, and the 
average sale of soap is $1 per room 
cleaned. 


HARDWARE AGE, OCTOBER 15, 


Mr. Matthews’ rental department 
has five floor sanders. Three are 
out constantly, and at times all 
five are in use and there is a wait- 
ing list. Rental fees are $4 per 
day, $2.50 a half day. Edgers are 
rented also, for $2 per day, $1 a 
half day. The department has one 
rug cleaner and one waxer. 

The store started renting tools 
to small floor cleaning contractors 
who preferred to rent rather than 
own their equipment. 

The business was expanded to 
include home owners through news- 
paper classified advertisements and 
telling customers in the store about 
the service. 


1953 
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Requor M98 ale 


to reba fot ony... 


Watch prospects come in for this one! 
genuine Diana-style Youngstown Kitchens 
42” ALL-STEEL Cabinet Sink at this special 


jubilee price! 


It’s best known by prospects! 

This sales-stirring value is backed by Youngs- 
town Kitchens—the best known name by 
5 to 1 in steel kitchens. 


It’s priced for immediate results! 

No stalling on this one! Shoppers know value 
when they see it ... they grab a bargain 
when they get it! And this is it—at the lowest 
price ever! 

Check your distributor today! Cash in on 
the profits from this big, limited-time value. 
And get going with this Fall Special — the 
promotion of the year! 


MULLINS MANUFACTURING CORPORATION, WARREN, OHIO 
World's Largest Makers of Steel Kitchens 
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The Moct Salee-Lxciting 





Youngstown Kitchens 
Nationally Advertised 


» FALL SPECIAL! 














f 


INSTALLATION EXTRA 


*Slightly higher in the West and South 





Complete with 
chrome faucet 






GENUINE DIANA-STYLE 


1 Your gown WI) 


42” CABINET SINK 









Value packed with famous 

features like these: 

Chrome swinging mixing-faucet 

Choice of right-hand or left-hand 
drainboard 

Wide-fluted, no-tip drainboard 

Two large storage compartments 

Spacious cutlery drawer slides easily, 
even when fully loaded 

Top of one-piece, acid-resisting 
porcelain-enameled steel 

Hi-Bake, easy-to-clean finish 

Sound-deadened doors close positively 
on torpedo catches 

Curved, no-splash bowl design 

Recessed toe and knee space 

Impressed soap dish 

Crumb-cup strainer, half-turn converts 

bowl to dishpan 


i 





and strainer 


% National ads will create interest among 
millions for this promotion of the year 


% Smashing ad-mat material for your local! 
use—will tie you in and bring in prospects 

%* Colorful window poster will get them in- 
side. 

% Exciting broadsides beat the drum for 
this promotion. 


% Attractive counter card directs them to 
your display and pin-points the sale 


Sales Department, Youngstown Kitchens 


Mullins Manufacturing Corporation 
Dept. HA-1053, Warren, Ohio 


Gentlemen: 


Please ha 
Promotion. 





Nome 


Title 





Company 





Address 


1 
| 
| 
| 

ve my distributor contact me about the 42” Special 
| 
| 
! 
l 
| 
| 
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Here's a 


DRILL 


you can afford 


to PUSH! 


» Any selling effort 

= you put behind the 
*“YANKEE” Push Drill 
f will repay you not 

F only in immediate 
profit but also in 
customer good will. 
For many years 
“YANKEE” No. 41 
(100 Pius) has been 
a popular choice of 





skilled carpenters and 
cabinet makers. It 
is all-metal with ex- 
posed parts finely 
finished. The maga- 
zine handle opens 
easily so that all 
eight drill points are 
in full view for quick 
selection of desired 
size. Check your 
stock ... call your 
distributor! 





> YANKEE’ 


100 PLUS 


(the finest) 


The No. 41 includes 8 drill 
points in the following sizes: 
he”, S/ea”, 3/32", 7/ea”, 
Yo", %/ea”, 5/32”, "“/e4”. 


NORTH BROS. MFG. CO., 
215 West Lehigh Ave. 
Philadelphia 33, Pennsylvania 


DIVISION OF 
STANLEY TOOLS 


Reg. U.S. Pat. Off. 











pee bec] 





Glass Case Displays in Wrap Table 


be 


Glass inset in the top and along the front of the wrap table makes 
numerous impulse sales. 


A heavy plate glass inset in the 
top and front of the main wrap 
table at the Harris Ace store in 
Janesville, Wis. leads to many 
impulse sales of easily pilfered 
items. Concealed lighting makes 
the unit an eye-catching device. 

The front of the counter has 


10 ft of lighted display space be- 
hind sliding glass doors. House- 
hold cutlery, watches, and razors 
are among the numerous items 
shown in this unit. Many people 
note merchandise in the case as 
they are receiving packages and 
change. 


Window Displays Build Thanksgiving Sales 


Good window and interior show- 
ings of Thanksgiving lines helped 
Chas. Brown & Sons of 813 Market 
St. in San Francisco make sales of 


‘ 


a variety of wares. A few talking 
cards, some autumn leaves and a 
generally attractive array at varied 
levels of dinnerware, flatware and 


Double window used to feature Thanksgiving table and kitchen needs. 
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carving sets were shown ina double 
window. 

One ecard read, “For Thanks- 
giving a good carving set is a 
‘must.’ We have been quality cut- 
lery headquarters for almost a 
century.”” Another had this mess- 
age, “For Thanksgiving—now is 
the time to replenish your kitchen 
requirements for this festive sea- 
son.” 


Sales Messages Featured 

Interior displays carried sales 
messages on domestic chinaware, 
crystal and silverware. China, crys- 
tal and cooking wares were dis- 
played in separate alcoves on tables. 

In the china section was a table 
completely set for Thanksgiving 





A plywood display panel, on 
which parts for making and re- 
pairing decorative lamps are neat- 
ly mounted, is used by Watters’ 
Paint & Hardware Co. at 602 Tus- 
caloosa Ave. in Birmingham, Alla., 
as a sales tool. Utilized for store 
display, it also serves as a feature 
of the firm’s display at the local 
annual home show. 

Use of this panel is one of the 
keys to the firm’s $3,000 volume in 
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dinner, with chinaware, crystal and 
silverware and a centerpiece of 
autumn flowers. Glass plates, cups 
and saucers, plus crystal stemware 
and a centerpiece of autumn fruits 
caught the eye on a table in the 
crystal alcove. 


Stepped-Up Unit Effective 


A stepped-up unit in a third al- 
cove showed glass ovenware, roast- 
ers, aluminum pots and pans and a 
variety of gadgets for preparing a 
meal. A large card read, “For 
Thanksgiving—everything for pre- 
paring and serving this most im- 
portant dinner.” 

Small tables at the side of each 
section held turkey platters, elec- 
tric housewares and crystal punch 
bowl sets. 


$3,000 in Lamp Parts 
ANGT c. AR OWSRE 


Portable display used to feature lamp repair parts 


lamp parts throughout the year. 

Telephone directory advertising 
on lamp parts has helped attract 
traffic to this department, another 
aid being classified ads in the 
antiques portion in the fall season. 
During the height of the football 
season it is not uncommon for 
spectators from out-of-town to 
leave lamps for repair as_ they 
head for the stadium, and then 
pick them up after the game. 










































THE 


Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliersin stock for your 
best customers—the 
men who know good 
tools. They just won't 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.” 

























Write for your — 
free copy of 
the Klein @ 
Pocket Tool 4 
Guide today! - 
Contains use- 
ful informa- 
tion. 







DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York. 


cooK LF IN=om & 4 Sons 


LMONT AVE. CHIC 50 18. ill 
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PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 


TURNBUCKLES ASSORTMENT 


52 tarnbuckles in 10 fost posses B sizes, boxed 
by size, Attractive display panel is all metal, 
14” x 16” in 3 colors. A complete line of open 
stock turnbuckles available. 










Turnbuckles, Suc 





EYE BOLT ASSORTMENT 


12 each of 10 sizes of most popular Eye Bolts. 
Boxed by size. Sturdy display panel similar to 
Bolts in 12 sizes avail- 








U-BOLT ASSORTMENT 


12 each of mavonier rigs dos U- -Bolts in dozen 
cartons. 3 color metal display board is 14” x 6”. 
U-Bolts also available from open stock. 









ii 


—" — TURN (BUCKL 





E) - OTHER” 
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BOX 333, MICHIGAN CITY, INDIANA 


GRAND BEACH MICHIGAN 


FACTORY 

















Hardware dealers join with other 
local merchants of St. Cloud, Minn., 
in community projects, each sum- 
mer in an effort to attract more peo- 
ple from the surrounding area to 
their stores. 

Last summer, the retailers re- 
leased 1,000 helium-filled balloons to 
advertise the Midsummer Dollar 
Days, and each balloon had attached 
to it a tag worth $1.00 in merchan- 
dise, redeemable at the store named 
on the tag. A special award of $10 
in cash was offered by the Chamber 
of Commerce for the tag recovered 
at the most distant point. 

The reverse side of each tag ad- 
vertised the annual St. Cloud Pio- 
neer Days, held about a week later, 
with 5-cent kiddie rides, a free 
street dance, parade, free horse 
show, coronation dance, water show 
and two other free shows. 

All these events were widely ad- 
vertised in local newspapers and on 
radio stations. 


St. Cloud Stores Use Community 
Promotions to Attract Tourists 


Free bus transportation down. 
town was offered during the Dollar 
Day event. Courtesy spot announce. 
ments were also given over a local 
radio station for a week in advance 
of Dollar Days. 

During Pioneer Days, local mer- 
chants accepted antiques and ob- 
jects of historical interest for dis- 
play in their windows. Many re- 
tailers and their salespeople dressed 
in old-time costumes. A_ beard 
judging contest created much in- 
terest. 

Both the Dollar Days and Pioneer 
Days events were timed to attract 
the thousands of summer tourists 
in the region. 

St. Cloud retailers also sponsor 
a Pig Contest each year, distribut- 
ing about 15 pure bred gilts an- 
nually to worthy farm boys and 
girls who, in turn, are expected to 
return one gilt from a litter to the 
Chamber of Commerce, in payment 
for the gift they received. 





Business Birthdays Mean a Day's Vacation 


Business birthdays of employees 
at Schlafer Hardware, Appleton, 
Wis., mean something—a day’s va- 
cation with the compliments of the 
firm. 

Just before an anniversary a 
card, bearing the signature of K. M. 
Haugen, president, entitled “A treat 
on the house” is filled in with the 
total years of employment and the 
exact date “you became a welcome 
member of the Schlafer family” 
with the pleasant suggestion that 


the employee “take that day off.” 

A bit of humor is included with 
the explanation that the day’s vast 
tion is to “celebrate or feel sorry.” 


The back of the card bears this 
statement regarding length of ser- 
vice of Schlafer employees: 


“We are proud of the fact that 
the average length of service with 
Schlafer’s is now over 10 years per 
employee. From 1 month to 37 
years.” 


Invitation to celebrate a business anniversary is extended 
by Wisconsin supplier with this card. 


A TREAT on THE HOUSE 











ake 3 Just 


\ 
3 years ago on the Ls Mail 
you Decame a welcome mem of the 
Schlafer family. So, why hot 




















for substitute please. 


and celebrate (or feel sorry). 
IT'S ON THE FIRM! 


Nm iv 
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vs this of Key Duplicating Machines. 














of ser- 





ct that 
ce with The KEIL NO. 10 Machine is designed to meet the need 
ars per for a medium priced key cutting outfit that will cut cylinder 

to 37 keys, flat keys, and practically all solid and drilled bit keys, 
except those requiring end and side ward cuts. 


It is equipped with two separate carriages, on which are 
mounted two vises ecch. These convenient carriages, one for 
cylinder keys and one for other type blanks, operate inde- 
pendently and eliminate the necessity of substituting vises. A 
protective hood automatically covers the cutters while the 
machine is operating. 


Ka _KEIL 
7 LOCK CO., 
? ING. 


Charlestown, N. H. 









The No. 10 Machine is constructed for power drive at 560 
R.P.M.; however, it can be operated manually. 


AA Please send complete 
? information about your No. 





Attractively finished in eye-ease green wrinkle. 










CONTACT YOUR JOBBER — OR Pi 10 and 10% Key Duplicating 
@ Machines. 
¢ 
4Name En sirtncnlenaoiancarecenggnaiietepsncigetigeabaienannielemananansiniinnanbren 
end (opon pty ——_—_—— 
“Ag Bhs cundvecieenconnencnentia as ctu iae 
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and Star's "HEX PAK" 


puts your STAR BLADES 
where your customers 
SEE them! 


Put this new Star “Flex-Pak” display 
on your counter, and you'll step up 
your hack saw blade sales—profitably, 
too. 

Why profitably? 

Because the “Flex-Pak” is specially 
designed to help you sell Star Moly- 
flex® Blades— you make four times 
the dollar profits per sale, and your 
customers get more than four times 
the cutting efficiency. 

Your “Flex-Pak” will work for you 
other ways, too. It gives you a bal- 
anced stock of 80 Star Unbreakable 
Special Flexible (green) and 20 
Molyflex (copper colored) blades — 
reduces your inventory. For an invest- 
ment of only $13.64 you get an assort- 
ment of 8 kinds of Star Blades in 10” 
and 12”, 18 and 24 tooth. 

Ask your wholesaler for the Star 
“Flex-Pak”—the more your customers 
see, the more they’ll buy. 





@ 3086 


Sold Only Through Recognized Distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band 
Saws and Clemson Hand and Power 
Lawn Machines. 






































carries its own paper and can there- 
fore be more liberal in some of its 
requirements than if it used the 
usual bank loans. 

Down payments are not neces- 
sarily required, the main consider- 
ation being whether the customer 
will meet his payments regularly. 
This is determined through a thor- 
ough credit check by the company’s 
credit department. 


Credit Selling Emphasized 

Credit selling is emphasized in 
all of the company’s promotional 
copy, including direct mail. Largely 
through their credit accounts, the 
firm has a mailing list in five fig- 
ures. Each name on the mailing list 
receives what the Aronsons term 
an “oversize post card,” once a 
month. 

A combination power tool was 
one of four featured items in a re- 
cent monthly mailing. It occupied 
the rear page of a four-page folder 
made by printing both sides of an 
814xl1l-in. sheet of heavy green 
stock and folding it. 

The address side of the folder, 
sent on the firm’s mailing permit, 
was shared by a large illustration 
and copy on a small parts cabinet. 
Guns, riftes and circulating heaters 
shared the balance of the mailing 
piece with the combination tool. 

Monthly mailers feature a “Buy 
of the Month” or several good of- 
fers at a time. These mailers cost 
about $100 to print 4,500 copies, 
with mailing costing a cent each. 

The object of these mailers, which 
often sell 400 units of a special of- 
fering, is to pull traffic into the 
store, including people who have 
not visited the store in recent 
weeks. 

The popularity of these mailings 
is shown by the fact that the com- 
pany skipped mailing them for a 
month. Numerous phone calls and 
visits to the store were made by 
customers complaining that they 
had not received their monthly ad. 

A Christmas catalog is sent out 
once a year. The store also adver- 
tises consistently with display ads 
in the daily newspapers, and spon- 
sors a daily 15-minute news pro- 
gram on a radio station. Because 
their slant interests men more than 


30% Volume in Power Tools 


(Continued from page 98) 
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women, the program at 6.30 p.m, 
is timed to reach the male listener 
near or during his dinner hour. 

The firm’s industrial sales depart- 
ment has been developed in recent 
years through outside selling con- 
tacts with buyers for a number of 
leading Pacific northwest indus- 
trial concerns. Heavier power tools 
are sold in this manner as well as 
other tool and hardware items 
needed in machine shop, woodwork- 
ing, and related enterprises en- 
gaged in mechanical work. 

The firm has four salesmen on 
the road and has working arrange- 
ments with two independent spe- 
cialty salesmen. The sales crew is 
backed by one of the largest as- 
sortments of this type of merchan- 
dise in the area, Richard J. Aron- 
son states. 

Aronson’s was established in 
1915 by the father of the three 
brothers who conduct the business 
as a partnership. Third member of 
the manager-owner trio is Abe 
Aronson, retail store manager and 
buyer. The Aronsons employ 25 
people. 


Issue Wooden Nickels 


At Shawano, Wis., people are not 
advised to refrain from taking any 
“wooden nickels.” Recently local 
merchants distributed 10,000 wood- 
en nickels and found plenty of 
people interested in having them. 

Made of plywood, the nickels 
were part of the city’s 100th an- 
niversary observance. The 2 x 4-in. 
tokens were printed in black, red 
and green and were redeemable in 
cash if returned in good condition 
by a set date. Shawano received 
considerable publicity for its stunt. 
Merchants benefited by the traffic 
created by those wishing to spend 
the wooden tokens. 


3-Column Ad Features 
Thanksgiving Goods 


Conde’s in Watertown, N. Y. used 
the major portion of a three-column 
ad to feature its offerings of 
Thanksgiving cooking and serving 
equipment. For its decorative effect 
there was an illustration of a tur- 
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girl showing their pleasure in an- 
ticipating eating some of the fowl. 

A letter signed by Leonard La 
Londe, store manager, invited peo- 
gle to buy their Thanksgiving ser- 
ving equipment at the store. Over 
the store’s logotype was a reminder 
i use its Lay-away plan “now.” 
It urged early shopping for Christ- 
mas. 


Part of the full three-column 
Thanksgiving ad. 


p~CONDE’S™ heacgquarters for hardware" 








rae $.93 ‘y larger than others at same price. 


Presto Pressure Cooxers 


















































Dear Bdopper. 
Here are a few suggestions for Thanksgiving use 
or Xmee gifte—you may find them helpful in your 


Dept. there are turkey trays from 8.59 
to $2.45, 2 set of 8 Libby ginssss for $3.5, large serv- 
ing trays peach bow! set with 6 cups for 


54.49. and 0 set of candle sticks for $9.95. 

A reast or fowl! bolder for carving is $5.96. For 
# fine cup of coffee everytime — Universal» Coffee 
matic le an automatic percolater for $29.96. We haves 
(ine selection of carving sete priced moderately 


We would Mike you to inspert our complete selec: 
tion of plug-in appliances by SUNBEAM, TOAST- 
MASTER, UNIVERSAL and HANDY HOT. 

Leonard La Londe 
STORE MANAGER 

















USE CONDE’S LAY AWAY PLAN NOW 


| Shep warty for Xmas and use our easy LAY AWAY PLAN to pay any time be- 
| fore Xmas. Select sow from sbendant stocks and avoid inst mipute shopping. 














key on a platter with a boy anda | 
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for customers who need 
EXTRA DURABLE EXTENSION RULES 





X-46 and X-46F Heavy Duty / 






For Inside or Regular eens 4 
4 


The X-46 is constructed in every way to give your customers thé’ most on-the-job 
durability. Straight-grainedhardwood sections are 50%Aificker than standard. 
Extra-strong brass joints are Thpladacking and-dotble-attached to maintain 
accuracy. Markings and graduations are embedded right into the wood. Bold 
easy-to-read figures. Durable boxwood finish is further protected by tough, clear 
plastic coating. End caps are flush inset and graduated. Brass extension has 
black-filled figures and graduations for easy reading. These same superior con- 
struction features are found in the lower-priced X-56, except this is a regular 
weight rule, with only the first section being extra-heavy. Nation-wide advertising 
is telling purchasers of these rules about their superior features—and directing 
them to your store. ‘ 


area Sales Guclder B 
Buy only a fast-moving assortment of two O 
% 





dozen rules and receive modern merchan- 
dising unit free. Place on counter, in 
window, or hang on wall. Order from your 
jobber today. 


[LUFKIN £.. - RULES - aaa son 


ORDER FROM YOUR HARDWARE JOBBER 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City * Barrie, Ontario 
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Center Cutting Point 
3/16" thru 2" 
No Dead Center Point 


FASTER Jet Drills are “speed 
designed!” The exclus- 
ive triple spiral core meaus triple dust 
exits . . . eliminates stalling and bind- 
ing. Used with any rotary, electric or 
air drill motor, installation men, re- 
pee. electricians, plumbers, 
uilders, maintenance men and other 
craftsmen who work with concrete 
( agree that the JET DRILLS fly faster 
j ... with less noise, too! 


BETTER Jet tungsten carbide 


cutters are specially 
designed and treated to drill straight, 
clean, deep holes into and thru con- 
( crete, masonry, brick, plaster, tile . . . 
even thru reinforcing steel imbedded 
in concrete! 


COST LESS a purchase! 


keep! Time 
Saved! Jet Drills are pe to cost 
you less all three ways! Anyone can 
sharpen the new Jet . . . the tungsten 
cutters, and exclusive triple spiral 
“speed design” assure you reduced 
operating costs on every job! 


Silent Salesman Display Stands, 
Kits and Cases sell Jet Drills for 
You! Write for prices, dealer 
helps and other details. Let us 
prove how Jet Drills can earn 
extra profits for You! 


Sold Only Thru Wholesale Hardware 
FLY WITH JET 
JET DRILL COMPANY 
P. O. Box X-2, Dana Point, Calif. 


Core Type 
5/8" thru 2" 


a_i. 
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Selling the Handy Man by Radio 


Lumeermens 


weacanTile & 





Corner location of firm's newest retail unit. 


A promotional program directed 
to the fix-it-yourself fan employs 
Mr. Handy Man to advertise the 
wares and services of Lumber- 
men’s Mercantile Co. branch at 401 
Elliott St. W. in Seattle, Wash. 
Both radio and television programs 
feature information on how to do 
various construction and remodel- 
ing jobs. 

Mr. Handy Man’s radio program 
is a five-minute daily broadcast 
giving information on a_ wide 
variety of home maintenance prob- 
lems. 

Although this hardware and 
building materials firm operates 
units in Olympia, Shelton and Mc- 
Cleary the air programs feature 
only the offerings of the Seattle 
store. Even so listeners near the 
other units refer to and request 
merchandise and materials pub- 
licized over the air. 

The video programs are in the 
form of a newscast with a com- 
mercial in which Handy Man is 
portrayed as a character in an ani- 
mated cartoon sequence. 

A radio program for the firm 
begins with the sound of an elec- 
tric saw followed by three knocks 
with a hammer. Handy Man then 
says, “Hi there! This is the Handy 
Man with timely tips for the man 
who likes to do things around his 
home.” 

The announcer then tells about 
the sponsor of the program and 
says, in part, “You’ll always find 


top quality building materials, 
hardware and lumber at the low- 
est prices because Cash is King 
at Lumbermen’s Mercantile (Co. 
What’s the word today, Handy 
Man?” 

A sign, not unlike that used on 
a theatre marquee, is used at the 
exterior corner of the Seattle unit 
to tie-in with items featured on 
the radio and TV programs. On 
the upper left hand corner of the 
sign the cartoon figure — M. 
Handy Man—points to the firm's 
message. 





Coffee Hospitality 

Merchants of Rockford, IIL. in- 
cluding many of Scandinavian de- 
scent, are coffee lovers. As a mark 
of hospitality merchants participat- 
ing in the local Midsummer Day 
served coffee to all store visitors 
on that day. Coffee was served 
from 2 to 4 p.m. 

To publicize the event a huge 
coffee pot, mounted on a truck, 
toured the city and surrounding 


communities in advance of Mid- 
summer Day. 
Street and exhibition dancing 


further enlivened the program. Two 
groups of young people—12 in each 
unit—toured the city to present 
Swedish folk dances. 

Merchants report that store traf- 
fic was very heavy on Midsummer 
Day and that many first-time visi- 
tors to their stores have been rt 
peat visitors. 
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“The Manual of Water Supply 
Equipment”—This revised edition 
covers all phases of water supply 
beyond municipal mains, and in- 
cludes a chapter on the new sub- 
mersible pump. Leading water sup- 
ply equipment engineers contrib- 
uted to the manual which is the 
first revision since 1946. Price, 
$1.50. National Association of Do- 
mestic & Farm Pump Manufac- 
turers, 39 S. LaSalle St., Chicago 
3, Ill. 


< e ” 

“NARDA TV Blue Book’—This 
1954 edition is a guide for hard- 
ware dealers handling television in 
getting a fair margin of profit. It 
helps deflate customers’ idea of 
values and helps dealers make fair 
allowances. Edition gives suggested 
trade-in values on more than 4,000 
sets, made by 50 manufacturers 
from 1946 through 1953 models. 
Edition also contains an analysis 
of the 1954 market. Single copy, 
$5; 2 to 5 copies, $3.50 each. Na- 
tional Appliance Trade-In Guide 
Co., 2182 Fordem Ave., Madison 1, 
Wis. 

* + * 

“Kitchen-Laundry Design Ideas” 
—A ready reference manual for 
planning kitchens and laundries in 
modern homes. Step-by-step pro- 
cedure is followed so principles of 
planning can be applied to any 
size or shape room, This 48-page 
manual contains many diagrams, 
dimension drawings, sketches and 
illustrations of well-planned kitch- 
ens and laundries. It also has in- 
formation on space allowances for 
equipment, lighting and wiring. 
Westinghouse Electric Corp., Bet- 
ter Homes Bureau, Box 868, Pitts- 
burgh 30, Pa. Price 50¢. 





Welcome New Merchants 


When a new store or other busi- 
hess enterprise opens for business 
in Council Bluffs, Iowa, the local 
Chamber of Commerce sends a 
letter of welcome. The Chamber 
also announces the new firm’s 
name, address, phone number and 
type of business. 
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SCRAPING 






























—) FOUR CUTTING EDGES 
—b EASY GRIP, HAND CONTOURED HANDLES 
— COLORFUL MARKINGS 

—+ FAST CUTTING, TOOL STEEL BLADE 

— TWO SIZES, No. 1 and No. 2 


The rugged BIG HAND Scraper is the ideal scraper 
for all around use because each blade has 4 cut- 
ting edges—2 are corrugated for quick removal of 
thick finishes, 2 are smooth for fine work. Blades 
are replaceable. 


BIG HAND Scrapers are available in standard stock 
boxes or in the new merchandising display. Ask 
your jobber about the BIG HAND LINE. 


New No. | BIG HAND DISPLAY 


BIG SALES © BIG PROFIT 
with the BIG HAND LINE! 








#75 #15 #3425 


HOOK SCRAPER MFG. CO. 


Queens Village, New York 





Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N. Y. 
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Self Selling 


TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than 1 sq. ft. of 
counter space 

@ Holds 180 packages, 6 each of 
30 items 

@ Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 lbs. 





Upholsterer’s Tacks, 4 sizes © Carpet 
Tacks, 3sizes © Furniture Nails, 3 styles 
Wire Brads, 6sizes © Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples * Double Pointed 
Tacks ¢ Thumb Tacks ¢ Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


This is fast-moving, impulse sale mer- 
chandise — items that every householder 
uses and keeps on hand! Priced to give 
you over 60% PROFIT on your invest- 
ment, 











flare Cal 
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Ask Your Whol 


ATLAS 


TACK CORP. 


Fairhaven, Mass. 
Henderson, Ky. 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Administration May Ask 
Hike in Minimum Wage 

Eisenhower Administration is 
considering asking Congress to up 
the present 75-cents-per-hour min- 
imum wage to $1.25 per hour. 
Strategy is that the $1.25 figure 
would be used as a bargaining 
point from which to reach final 
settlement on a $1 per hour mini- 
mum wage. Several bills calling 
for a $1.25 per hour are pending 
in the Congress, but none carry 
official White House blessing. 
Personal appeal by President 
Eisenhower for an increase could 
produce the desired 25-cents-per- 
hour increase. 


Air Lines Will Speed 
First Class Mailings 

Experimental transport of first 
class and other preferential mail 
by air, in hopes of speeding up 
service and saving money, began 
on Oct. 5. 

Post Office Dept. says the Civil 
Aeronautics Board has authorized 
4 commercial lines—United, Amer- 
ican, Trans-World, and Capital— 
to take part in the l-year experi- 
ment. Other airlines have asked 
to take part in the trials. 

Runs are between New York 
City and Chicago and Washington 
and Chicago. 


Business Launchings 
Decline Sharply 

Until August when there was a 
rather sharp drop from the pre- 
vious month, it appeared that this 
would be the biggest year for 
the number of new businesses 
launched. 

The number of new concerns 
seeking new charters, in August, 


declined 14 pct to 7,487 from 8,703 
during July, according to the lat- 
est compilation by Dun & Brad- 
street, Inc. 

The gain over the August 1952 
total was 5.6 pct, the smallest 
year-to-year rise reported in the 
past 15 months. 


Government to Limit 
Hand Tool Purchases 


General Services Administra- 
tion is planning to limit govern- 
ment agencies in the number of 
types of different hand tools which 
they are permitted to buy. Other 
types of hardware are also due to 
be given the standardization 
treatment as the GSA progresses 
with its program. 

No accurate estimate can be 
made as to savings which GSA 
can make by standardization. But 
it does figure, for instance, that 
it can cut its annual furniture 
bill from $18 million to close to 
$15 million. 

On a general basis, however, 
some estimate that the GSA ought 
to be able to reduce its over- 
all procurement cost by close to 
10 per cent. 


Americans 6% Deeper 
In Debt Last Year 


Americans, individually and col- 
lectively, sank 6 pct deeper into debt 
in 1952 and are keeping pace this 
year, reports the Commerce Dept. 
Net public and private debt at the 
end of last year totaled $553 bil- 
lion, 55 pet of it in private obliga- 
tions. A year earlier the nation 
and its people were in hock to the 
tune of $521 billion. 

Individuals’ debt, which most 
concerns retailers, does not appear 
unduly great at this time, says the 
department. 

(Resume reading on page 11) 
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Don’t let this headline catch you 


with your heaters down! 





ARVIN AUTOMATIC—THERMOSTAT CONTROLLED 





MODEL 5630 Arvin Automatic Deluxe is the finest in 
portable electric room heaters. 1320 and 1650 watts 
capacity, choice by selection. Combines fan-forced and 
radiant heat. Furnace-type thermostat; long- life range- 
type heating units; two-heat switch, red glow sig- 

nal light. Safeguard Safety Switch. Handsome 34” 
gray enamel finish with maroon plastic trim. 


Model 5530 Arvin Automatic, 1650 watts, thermostat con- 
trolled. Safeguard Switch; green enamel finish. $29.95 


a 


ME se i 


NEW RAYMOND LOEWY DESIGN 


MODEL 5230 Arvin Custom Safety, designed by Raymond 
Loewy is a new note in portable heater styling. F inished in 
attractive gunmetal enamel with sparkling chrome trim. 
1320 watts, combining fan-forced and radiant heat. Tilts 
vertically to provide indirect heat and act as 

air circulator. Special Safety Switch cuts cur- $18” 
rent instantly if heater is overturned on face. 


Model 5200 Arvin Custom, Loewy design, copper enamel finish, 
1320 watts, fan-forced heat. $16.95 


OTHER MODELS $10.95 to $21.95 — THE COMPLETE LINE, COMPLETELY ACCEPTED 
Electric Housewares Division Arvin tNDUSTRIES, Inc. Columbus, Indiana 
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OW-A PROVED 
SALES SUCCESS 





ASBESTOS PAPER 
in the handy 12 ft. roll 


Up until two years ago, Asbes- 
tos Paper—the famous fire- 
proofing and insulating mate- 
rial, with 101 uses in every 
home—was strictly a nuisance 
item in the retail hardware store. 


Today, in its modern packaged 
form—no measuring, no cutting, 
no wrapping—Sal-Mo Asbes- 
tos Paper is a fast-selling, prof- 
itable item in hardware stores, 
coast to coast. 


18 rolls, each 
12 ft. long, 18 
inches wide, mm 
come in an 
attractive dis- 
play carton. 





Order now 

from your jobber. 
Also—ask your jobber for catalog and 
prices on other quick-sale Asbestos 
items—Sal-Mo Asbestos Paper in a 20 
yd. wrapped roll, Sal-Mo Asbestos Pipe 
Joint Tape, Sal-Mo Asbestos Panels. 


SALL MOUNTAIN CO. 


Hamilton, Ohio 
154 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


Convention Check List 








For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


1953 6-14 Detroit Sportmen's Show 
Octob 7-10 California Hardware Show 
pirapaed aa 7-10 Coast-to-Coast Convention 
19-23 Safety Congress & Exposition 7-10 Virginia Hardware Show 
20-22 Packaging & Materials Handling 8 @ Cotter & Co. Convention 
Show 8- 9 Tri-State Hardware Show 
N b 8-11 Ohio Hardware Show 
“ae i d Wholesal ; 9-12 lowa Hardware Show 
ain tad 10- Connecticut Hdwe. Convention 
8-10 Pac. Northwest Hdwe. Convention aa at tee 
12-14 Montana Hardware Convention 16-17 Pacific eat es A len Tw 
16-18 Michigan Hardware Show 
1954 16-18 Nebraska Hardware Show 
J 16-18 New York Hardware Show 
anuary 


16-18 Michigan Hdwe. Assn. 
21-23 Northern Whlis. Hdwe. Co. Show 
21-23 Tennessee Hardware Convention 


11-13 Janney Retailers’ Conference and 
Spring Meeting 


12-14 Garden Supply Show (Chicago) 21-24 Portland Gift, Toy Show 

14-21 Housewares & Appliance Show 22-24 New England Hardware Show 

17-20 Nat. Sporting Goods Show 22-24 West Virginia Hdwe. Show 

18-20 Western Hardware Show 23-25 Carolinas Hardware Show 

18-24 Bicycle Institute Convention 23-25 Illinois Hardware Show 

19-21 Minnesota Hardware Show 23-25 Missouri Hardware Show 

24-26 International Hardware Show 

24-29 California Gift Show March 

25-27 Ace Hardware Convention 2- 4 Penn. & Atlantic Sbd. Hdwe. Show 

25-26 American Hdwe. Supply Co. 13-21 New England Sportmen's Show 
Convention 

25-27 Texas Hardware Show April 

26-28 Indiana Hardware Show 6- 8 So. Dakota Hardware Show 


26-28 Mountain States Hdwe. Convention 25.27 Florida Hardware Show 
26-28 No. Dakota Hardware Convention 25.27 Georgia Hardware Show 
31-Feb. 2 North Coast Hardware Show 

31-Feb. 3 San Francisco Gift, Toy Show May 


17-19 Industrial Supply Convention 


February 
I- 2 Franklin Hdwe. & Supply Conven- June 
tion 17-19 Texas Wholesale Hdwe. Assn. & 
2- 3 Kentucky Hardware Show - Texas Hardware Boosters Club 
2- 4 Garden Supply Show (New York) 
2- 4 Wisconsin Hardware Show July 
2- 4 Oklahoma Hardware Show 12-15 National Retail Hardware Assn. 




















National Events 


Bicycle Institute of America, Inc., an- 
nual convention Jan. 18-24 at the 
Boca Raton Club, Boca Raton, Fla. 
Four component groups of the In- 


stitute—the Bicycle Manufacturers 
Assn., the Cycle Parts and Acces 
sories Association, the Cycle Job- 
bers Association of America, and 
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UNITED 


When you carry the tape line your customers know 
will satisfy any of their insulating or splicing needs, 
you won’t miss a sale. 

“U.S.” is one of the largest manufacturers of cables 
and tapes. “U.S.” Tapes are so widely known and widely 
used that they are the tapes that are wanted—because 
users have found them superior. Moreover, your cus- 
tomers are continuously sold on “U.S.” through ad- 














Ain 
Sx 
SECURITY 
FRICTION TAPE 


United States Ruaber Company 
roma 

















U.S. Security Rubber Tape 


Excellent for all general electrical work. This 
unvulcanized rubber splicing compound is 
high in tensile strength, elongation, tackiness, 
dielectric strength and stretch. Handles easily, 
fuses without heat. Also in a specification 
grade—U.S. Holdtite—exceeds A.S.T.M. spe- 
cifications. 











. 








STATES 


Tie up all the sales angles— 
with “U. 5.” Tapes 






RUBBER 


vertising in the leading trade and industrial journals 
—plus sales promotion aids. They respect the “U. S.” 
name because they know “U.S.” makes thousands of 
other products used day in and day out by millions 
of people. 

And 25 “U.S.” District Sales Offices from coast to 
coast can handle any of your supply demands quickly 
and easily. Stock up now through your jobber. 


U. S. Security® Friction Tape 


For electrical and general purpose jobs. 
Strong and tacky—it stays on. Does not age 
or dry out. Unusually high tensile strength 
for tough assignments. Straight-tearing, non- 
ravelling. Also in specification grade — U. S. 
Holdtite®—exceeds A.S.T.M. specifications. 


U. S. Royalastic Plastic Tape 


S Makes a thin splice, keeps wiring neat and unclut- 

tered. Does the work of both rubber and friction 

tape in many applications. Complete mechanical 

and electrical protection. High dielectric strength 

/ and resistance to abrasion, water, 
oils, acids, alkalies and corrosive 
chemicals. Good stretch, tight 
grip. 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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You'll Say It Of- 
McCASKEY 


“It did not cost me money— 
it brought me money” 
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McCaskey 
Pa Poet Vertical 
29 at Ae sg Register 
owt : 3 for many 
‘at OD accounts 


McCaskey 
over-or- 
under 
counter 
styles 

for 
maximum 
account 
privacy 


With McCaskey you know the un- 
failing difference between blind 
charge accounts and CONTROLLED 
CHARGE ACCOUNTS! 


The reason is: Nothing is quicker 
than records by MeCaskey “‘One 
Writing” ... 


Nothing is surer than control by 
McCaskey visibility ... 


Nothing: is more regular than collec- 
tions by McCaskey statements to 
date with every purchase! 


In these McCaskey Charge Account 
Control Systems—in McCaskey Cash 
Register Systems — in McCaskey 
Sales Books—you have the means 
of obtaining more usable complete 
information at less work and 
expense. 


For possible ways to 
assure yourself easier, 
more effective manage- 
ment—write now! 





THE McCASKEY REGISTER CO. 


ALLIANCE OHIO 
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the Merchant Member Group—will 
hold a full schedule of business 
meetings with several general ses- 
sions of the Institute membership 
also on the agenda. John Auerbach 
is executive secretary of the Insti- 
tute with offices at 122 E. 42nd St., 
New York 17, N. Y. 


Garden Supply Shows (National) late 
in October, 1953, on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 7lst Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, direc- 
tor. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 20-22 at 
Boston, Mass. Sponsored by the 
Society of Industrial Packaging and 
Materials Handling Engineers. 


Industrial Supply Convention, May 
17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 


Regional Events 


Ace Hardware Corp., 30th annual con- 
vention and exhibit, Jan. 25-27, at 
the Conrad Hilton Hotel, Chicago, 
Ill. Arthur H. Krausman, Ace 
Hardware Corp., 2355 S. Blue Is- 
land Ave., Chicago 8, is convention 
manager. 


American Hardware Supply Co., Mer- 
chandise Fair and Stockholders 
Meeting, Jan. 25-26 at company 
headquarters; 41 Terminal Way, 
Southside, Pittsburgh 19, Pa. 


California Gift Show, Jan. 24-29 at 
Los Angeles. Sponsored by the Los 
Angeles Trade Fair, Inc., 1151 So. 
Broadway, Los Angeles 15. 


China, Glass, Gift, Toy, Housewares 
Shows, Jan. 31-Feb. 3 at San Fran- 
cisco, Calif.; Feb. 14-17 at Seattle, 
Wash.; Feb. 21-24 at Portland. 
Sponsored by Western Merchandise 
Exhibitors Assn., 1855 Market St., 
San Francisco 3. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 7-10 at Min- 
neapolis, Minn. Sponsored by the 
Coast-To-Coast Stores Central Or- 
ganization, Inc., 29 Main St., S.E., 
Minneapolis 14. 


Cotter & Co. annual spring Merchan- 


National Housewares and Home 


National Retail Hardware Assn. a 


Safety Exposition, 41st National 


Sporting Goods Show and Convention 


Franklin Hardware and Supply Co. 


Hardware Wholesalers, Inc., annual 


Janney Retailers’ Conference and 


Northern Wholesale Hardware Co. an- 


the Mechanics Bldg., Boston, Mass- 








and the Southern Industrial Diy. 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh 
secretary-treasurer. 





liance Show, Jan. 14-21 at the A 
iene Pier, Chicago. Sponsored by fa 
the National Housewares Manufae 
turers <Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden. 
berg, executive secretary. 














nual congress, July 12-15, at th 
Fairmount Hotel, San Francise 
Managing director, Russel R. Mue- 
ler, 964 No. Pennsylvania St., I 
dianapolis, Ind. 











Safety Congress and Exposition, 
Oct. 19-23 at Chicago. Industria] 
and home safety sessions at Conrad 
Hilton Hotel; commercial vehicle 
and transit safety sessions at La 
Salle Hotel; farm safety sessions 
at the Palmer House; school safety 
sessions at the Morrison Hotel. 
Sponsored by the National Safety 
Council, 485 N. Michigan Ave., Chi- 
eago 11. 












































(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 North La Salle St., Chicago 
2. Secretary, G. Marvin Shutt. 


dise Show and Stockholders Meet 
ing, Feb. 8-9 at company quarters, 
365 E. Illinois St., Chicago 11. 


convention and trade show, Feb. 1-2 
at company headquarters, 918-2 
N. Delaware Ave., Philadelphia 23. 
The first day will be an Open House 
for visits to manufacturers’ dis- 
plays. Business meetings are sched- 
uled for the second day. 





convention and stockholders meet- 
ing, Nov. 4-5, at company headquar- 
ters, Nelson Road, Fort Wayne, Ind. 


Spring Meeting, Jan. 11-13 at Min- 
neapolis, Minn. Sponsored by the 
Janney-Semple-Hill & Co., 22-36 s. 
Second St., Minneapolis 1, Minn. 















nual convention and trade show ten- 
tatively scheduled for Feb. 21-23 at 
Portland, Ore. Company is located 
at 805 N.W. Glisan St., Portland 9% 












Sports Shows—New England Sports on 





men’s and Boat Show, Feb. 6-14, #t 
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Nia (ALK -SPEEDLOAD | 


+ Available with or without nozzle 
xv Available in Off-White or Pure White color 


Nu-Calk Calking Compound “‘stays put’ as away. Speed Loads are easy to use — user's 
the best seller in calking compounds — be- 
cause it's the most efficient, most practical 
load on the market. Nu-Calk ‘stays put’ — 
will not dry out, run, crack, harden or pull 
















hands never touch the compound, Try high 
quality Nu-Calk Speed Loads and you'll see 
why they're preferred nationwide! 








NEW HAND SQUEEZE TUBE 


available for small jobs! 


Here's the nation's favorite calking com- 
pound in a practical, handy tube for those 
small repair jobs around the home. Useful 
for finishing touches on bigger jobs. The 
tube 


itself is your calking gun, nothing 


extra needed. Counter display carton con- 





tains one dozen tubes. 


Ni (ALK Calking Compound in bulk, too! 


The ‘‘standard of quality’’ in the calking field! The same 
fine product as in Speed Loads, available in '-pint, 


pint, quart, gallon, 5-gallon cans. Also 55-gallon drums. 


Nu-Phalt Plastic Asphalt Cement 


For sticking down asphalt shingles and general repair 





i c This CG-4 Speed Loader 
calking gun is light, 
sturdy, fool-proof. Simply 


soa be — you're containers. 
<————, Always use Na-Glaze Glazing 


Ni (lave 


“Aline compc 


MACK 


AHO 


Compound instead of Putty! 


Nu-Glaze never dries out, hardens, cracks, or pulls away! It does the 
job of putty better than putty — sets to a rubber-like consistency. 
Comes in ¥-pint, pint, quart, 5 Ib. cans . 

50 Ibs., 100 Ibs., and 880 Ibs. Order today. 


Your order will be shipr 


on roofs and flashings! Comes in popular load form with 
or without nozzle, like M-D's famous SPEED LOAD for 
calking guns, or in 2 Ib., 10 lb., 50 Ib., and 55-gallon 









0 








. and in drums — 25 Ibs., 


LANBURG 


can S”- ... 


oe i me 


UN 


MA 





ORDER NOW! 





J same day received! 
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Model 
RS-100 


U.S.A. 
Pat. He. 
2512177 


q brand new tool for sales success 





2) 
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THE ONLY 2 PIECE 
EASY CARRYING SQUARE 


mewn TAKE-DOWN” 
RAFTER « FRAMING SQUARE 


ES 


















TWIX PRESENTS 






At last, an easily carried Take-Down 
Rafter and Framing Square! A pre- 
cision tool that is practical for car- 
penters, mechanics, homeowners and 


hobbyists. It is skillfully calibrated to simplify 


many problems in laying out work . .. yef, 
when assembled maintains absolute accuracy and 
rigidity. 


® Etched markings 
® 12 gauge steel, black oxide finish 
® Baked-in white lettering 


Each square is individually packaged In a heavy 
vinyl carryin 
front panel. 


case with a clear "See Thru" 
complete instructions are included. 


If your regular jobber can't supply 
you, write TODAY to: 


TWIX MANUFACTURING CO., INC. 
40-19 Twenty-First Street, Long Island City 1, New York 









ECLIPSE MACHINE DIVISION of Begg 


ELMIRA, NEW YORK 


avsation conronation 


Sales: Bendix International Division 


xport 
205 East 42nd St., New York 17, .N. Y. 









SRAKES PREFERRED 













Get your free supply 
of "Bendix Brakes Preferred” 
stickers from your jobber or 
from us direct. 


It's No Trouble to get the Best 


There is no need to put up with a 
second choice when it’s so easy to get 
° ry’ é 
the best in coaster brakes. The handy 
“Bendix Brakes Preferred” stickers are 

ee 29 ° 
made to order” for every bicycle order 
where quality is the choice. 


Remember it’s no trouble to get the 
best if you use the handy “Bendix 
Brakes Preferred” stickers. 


en Seni” 


Coaster Brakes 








Detroit Congress Sportsmen’s Show, 
March 13-21 at the State Fair. 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texag 
Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. 


State Events 


Arkansas Retail Hardware Assn, 
trade show and convention, Feb, 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St, 
San Francisco 3. 


Carolinas, Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char- 
lotte. Association secretary, Dwy- 
ane Laws, 118% E. Fourth St, 
Charlotte 2. 


Connecticut Hardware Assn., conven- 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, Ned 
Russell, Harris Hardware, South- 
port, Conn., 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Intermountain Association, trade show 
and convention, Jan. 24-26 at Boise, 
Idaho. Hotel headquarters, Boise 
Hotel. Association secretary, Leon 
L. Weeks, 308 Continental Bank 
Bldg., Boise. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
964 No. Pennsylvania St., Indian- 
apolis 4. 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12 
at State Fair Grounds, Des Moines, 
Iowa. Headquarters and sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Kentucky Retail Hardware Assn., 
trade show and convention, Feb. 2-4 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Michigan Retail Hardware Associa- 
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FAST...EASY 


ROFITABLE 


ING ““pO-IT- 









YOURSELF” MARKET 


ON THE EVER-GROW 





CASH IN 


W-SHEOK 


EXTENSION CORD SET 






COMPLETE WITH 
MOUNTING 
SCREWS AND 
WNSULATED 
STAPLES 


@ ACOMPLETE WIRING KIT FOR HOME USE. New, easy-to- 
install bakelite mounting plate makes extra electric outlets avail- 
able at low cost, without breaking through walls . . . in home, 
office, shop. Here’s a natural for sales to home owners and apart- 
ment dwellers who have long demanded a self-mounting exten- 
sion cord set. Practical for industrial and farm use. Available in 


9,12 and 15-ft. lengths with heavy duty cord and safety outlets. 


@B314—9 ff. Brown e B316—12 ft. Brown @B318—15 ff. Brown 
@B315—9 ft. lvory eB317—12 ft. lvory oB319—15 ft. Ivory 


VE -SH 


The ONLY 






ITS EASY TO SELL SAFETY 
with PRE-SOLD NO-SHOK 









wth Sati 
MOUNTING PLATE 






Safe Surface Outlet 
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Be profit-wise—sell Keystone Insect 


| 


Wire Screening and build lasting satisfac- | 


tion and goodwill among your custom- | 


ers! You'll find it’s easy to sell Keystone 


Wire Screening in today’s big market 


for new and replacement work. Keystone 


quality is carefully controlled by modern | 


manufacturing methods. This results in 
outstanding strength, durability and eye- 
appeal ... to boost your sales! Aluminum, 
Wire 
Screening available in all standard widths 
and meets U. S. Department of Com- 
merce Commercial Standard 138-49. 


Bronze and Galvanized Insect 


Wile for FREE catalog today 
MAA A imete eer 


Hanover, Pa. Fostoria, Ohio 








tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Blidg., Lansing 8, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St., 
St. Louis. 


Montana Hardware & Implement 
Assn., convention, Nov. 12-14, 1953, 
at the Northern Hotel, Billings. As- 
sociation secretary, Norman O. 
Blevins, P. O. Box 1152, Helena. 


Mountain States Hardware & Imple- 
ment Assn., convention, Jan. 26-28 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn., 
trade show and convention, Feb. 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. ' 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 


q 
Feb. 2-4 at the Municipal Ang 
torium, Oklahoma City. Associatigg 
secretary, Robert K. Thomas, §ij 
Midwest Bldg., Oklahoma City, 


Pacific Northwest Hardware & Imple 
ment Assn. convention, Nov, § 
10, 1958, at the Multnomah Hotel, 
Portland, Ore. Association secre. 
tary, J. Malcolm Smith, 614 Empire 
State Bldg., Spokane, Wash. 


Pacific Southwest Hardware Assn 
trade show and convention, Feb 
16-18, at Long Beach, Calif. EB 
hibits at Auditorium. Meetings 
Wilton Hotel. Association se 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard’ 
Hardware Assn., trade show and 
convention, March 2-4 at the Chak 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W, 
Glenn Pearce, 1616 Walnut St, 
Philadelphia 3. 


South Dakota Retail Hardware Assn,’ 
trade show and convention, April 6 
8 at the Coliseum, Sioux Falls. Ag- 
sociation secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls, 


Tennessee Retail Hardware Assn, 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association see- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn, 
trade show and convention, Jan. 25 
27 at the Plaza Hotel, San Antonio, 
Association secretary, R. M. Souder, 
822-823 Texas Bank Bldg., Dallas 2 


Hardware & Implement 
trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre} 
tary, M. D. Shepherd, Canyon, Tex) 


Tri-State 
Assn. 


Virginia Retail Hardware Assn. trade” 
show and convention, Feb. 7-10 a 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


West Virginia Retail Hardware Assn, 
trade show and convention, Feb. 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Western Retail Implement & Hard- 
ware Assn, trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


Wisconsin Retail Hardware ASS» 
trade show and convention, Feb. & 
4 at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis, 
Stevens Point, Wis. 
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Formulated to give you the inside track in the 
ever-growing do it yourself” paint market, new 
Satone Alkyd flat enamel continues to set a 
terrific sales performance pace. Free of objec- 
tionable’paint odors, fully scrubbable and priced 
to put more profit in your pocket, new Satone 
meets every color demand... gives you a fast 
turn-over product that can put new life in your 
paint department. Look into this fabulous Satone 
story today and remember ...no other wall 
finish can match its performance record. 





” 


Remember! A BPS Franchise is ex 
clusively yours for protected profits! 


The Patterson-Sargent Company 
1325 East 38th Street 
Cleveland 14, Ohio 


Without any obligation whatsoever, I'd like further proof of 
SATONE performance. 


NAME____ 


ce TT 


CITY 
(HA 10-53) 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 165 


(Continued from page 13) 


out screws or fasteners. Made in 
alacrome or bronze, it has been 
added to the Nu-Metal and Nu- 
Way line. Macklanburg-Duncan Co. 


For more data circle No. 9 on postcard, p. 165 


Leg Mounts 


Called Magic Horse, these lock 
leg mounts are clamps of smoothly- 
finished cold rolled steel which form 





supports for benches, tables or 
scaffolds of all types. No bolts, 
nails or screws are needed. Mounts 
can support weight of several tons. 
Pair retails for $2.49; set of four, 
$4.95. Simmons & Lange Enter- 
prises, Inc. 


For more data circle No. 10 on postcard, p. 165 


Electric Clock 

No. 961, the Executive, self- 
starting electric clock comes in med- 
ium brown, maroon and green. For 
the executive desk, it is covered 





162 


in cordovan leather and gold tooled 
in 24-karat gold key design. 
Equipped with double pen set, it 
is 4%4 in. high, 1334 in. wide and 
5 in. deep. Individually gift 
packaged, it has U-L approved mo- 
tor and cord. It sells for $85. Penn- 
wood Numechron Co. 


For more data circle No. 11 on postcard, p. 165 


Improved Bowling Shoes 
This line of bowling shoes now 
features 100 pct du Pont nylon 
stitching, airfoam cushioning and 
chlorophyll treating in every model. 
Line includes models for amateurs 
and professionals, for men and 
women, for right or left hand 
bowlers, and a selection of rental 
bowling shoes. Joseph T. Wood Co. 


For more data circle No. 12 on postcard, p. 165 


All-Purpose Floor Machine 


All-purpose electric floor polisher- 
scrubber and waxer comes in at- 
tractive blue and white box with 





holiday red velour lining for the 
gift market. Unit with attachments 
can be used as furniture buffer, 
auto polisher, sander and electric 
drill. Kit, model HD-30, includes 
can of Electrowax and chest for 
permanent storage, power unit with 
Universal motor, 9-in. floor polish- 
ing brush, 9-in. floor scrubbing 
brush, 36-in. detachable handle, 
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lamb’s wool bonnet, drill chuck, rub. 
ber disc and two pieces of sand- 
paper. Retail price is $29.95. Shet 
land Co., Inc. 


For more data circle No. 13 on postcard, p, 1¢5 











































Modular Spacing Rule b 


One side of this No. 646 mason’s 
modular spacing rule is marked 
with a 16-in. repeating series of 
numbers that show the vertical 
coursing for such modular masonry 
units as concrete block and glass 
bricks, facing tile, economy brick 
and small facing tile, engineered 
brick, standard brick and Roman 
brick. First section is 4 in. long, 
which permits butting rule on the 
first 16-in. module. All other sec- 
tions are 6 in. long. Added to line 
of Red End folding wood rules, it 
can also be used for spacing 6 and 





e% "1 me : 4 
ae 13 14 JS 16 17 sy 
hs Bw Bah a a 





12-in. glass blocks. Other side of 
rule is marked consecutive inches 
to 16ths on both edges. Lufkin Rule 
Co. 


For more data circle No. 14 on postcard, p. 16 


Car Brush 


Called Sno-Chaser, this brush is 
for car owners and combines 4 
design which utilizes both ends of 
the brush. On one end is the red 
snow brush, a single thick row of 
1%-in. vegetable fibres, for brush- 
ing snow off car exterior and re 
moving surface dust. On the other 
end of the sturdy 24-in. handle 
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Exterior trim solid brass. Interior parts steel. Locking 
Rose inside. Installation is simple ...in a few minutes 
your job is done. 


New Safety Strike has well in lip to keep door latched 
even though not fully closed. 


@ Entrance Locks 
A complete line of Dexter @ Grade and Rear Door Locks 
locks is available to you— @ Auxiliary Locks 
, @ Screen and Combination Door Locks 
and each carries the famous 
sae @ Bathroom and Bedroom Locks 
Dexter Lifetime Guarantee. © Passage Sets 


@ Closet Sets 


DEXTER LOCK COMPANY 
GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 
In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 


In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. FOR WOOD AND METAL COMBINATION DOORS 
Monterrey, Nuevo Leon 


*WORLD'S LARGEST MANUFACTURER OF LOCKS 
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is a durable plastic ice scraper 
which can be removed from the 
slotted handle-end for close work 
or left in place for longer reaches. 
Designed with corrugated edge for 
breaking thick ice on windows, its 
sharp edge does not scratch glass. 
National Brush Co. 


For more data circle No. 15 on postcard, p. 165 


Fireplace Screen 


Polished-brass fireplace screen 


has doors of heat-tempered glass 
and sliding louvers which accurately 
control fire. Doors are hung on full 
brass 


length piano-type hinges 





which allow full opening. Easy to 
install, it is designed to fit any fire- 
place and comes in sizes ranging 
from 23% to 50% in. in width and 
from 2414 to 33% in. in height. 
Diverter plate across. ventilator 
doors at bottom keeps draft of 
clean air sweeping over inside of 
glass doors, protecting glass from 
smoke, soot. Thermo-Rite Mfg. Co. 


For more data circle No. 16 on postcard, p. 165 


Sleeping Bag 

Hunter No. 61PZ has 50 pet 
dacron, 50 pct rayon acetate fil- 
ling, outer shell of slate gray water 
repellent drill, detachable full can- 
opy top, full length zipper with 
separating feature permitting two 
bags to be zipped together to 
form a double bag, and air mattress 
provision. In the Tapatco line, it 
is 36 x 82 in. Line includes 100 
pet dacron filled bag and several 
bags of dacron blended with nylon, 
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and rayon acetate. 


wool 
Dacron has high insulation value, 
durability. is lightweight and will 
not break down or shift. American 
Pad & Textile Co. 


rayon, 


For more data circle No. 17 on postcard, p. 165 


Kick Plates 


These kick plates now cone with 
a new mirror-like finish and a 
uniform high polish that keeps 
luster with long, hard use. Each 
plate is individually packed in 
heavy kraft paper envelope marked 
with the various finishes: brass, 
bronze, stainless steel, aluminum 
aluminited and chromium on brass. 
Catalog available upon request. 
Baldwin Mfg. Corp. 


For more data circle No. 18 on postcard, p. 165 


Two-Headed Paint Roller 


This two-headed Duo-Mechanic 
paint roller has been added to the 
Bestt paint Rollr line. For pro- 
fessional painters, it has balanced 
center handle attachment, T con- 
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struction, which permits painter to 
cut in next to woodwork with either 
end of roller. Long Duo-Mechanic 
handle provides multigrip action 
for close work or long stretches, 
Two roller heads with four steel 
bearings allow differential action 
to prevent roller skidding. Avail- 
able with slip-on covers or with 
sturdy hardwood core, roller comes 
in 8, 11 and 14 in. wide sizes, 
Fond Du Lac Roller Corp. 


For more data circle No. 19 on postcard, p. 165 


Propane Torch 


This new Bantam model of 


Bernz-O-Matic propane torch is de- 
signed for small repair jobs. Bur- 
ner gives pencil-point flame that de- 
velops a temperature of 2300° F. 
It lights instantly at any tempera- 
ture down to 30° below zero and 
in any 


burns steadily position. 





Torch is 7 in. long, weighs 19 oz. 
when full. Fuel cylinder burns ap- 
proximately 15 hours and can be 
replaced when empty. Torch retails 
at $4.95; extra fuel cylinders, $1.49. 
Otto Bernz Co. 


For more data circle No. 20 on postcard, p. 165 


Improved Box Line 


Tool, tackle and utility boxes 
have improved design and lower 
prices. No. 15-2 box, a cantilever 
two-tray drawn seamless box, has 
copper hammertone finish, new 
handle and now retails for $3.29. 
No. 15-1, with one cantilever tray, 
has been redesigned to make the 
tray roomier and is also finished 
in hammertone. As before, it re- 
tails for $2.19. No. 10, used as 
cash, bond and utility box, has 
lock and key, hammertone finish, 
and retails for $1.19. No. 19-1 tool 
box now has side snap-catches and 

(Continued on page 168) 
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Please use this P. O. 
Box Address for Quick 


Check Cards Only 




































































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 

more information on new products described in this | 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 



























FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 














BUSINESS REPLY CARD 


No postage necessary if mailed in’ the United States 











POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 10/15/53 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 3 “4 5 6 7 8 9 10 11 12 13 14 15 
16 #17 #18 #19 #20 #21 #22 «#423 «6240 «6250626 O27 «628 «629 «(30 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 




















When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 











Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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FIRM ADDRESS 
CITY or TOWN 








FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 











BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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These men turn streets like 
this one into Two-Way sales 
streets with TEMCO 


Down in Nashville, Tennessee, Dale and Maxey are proving that 
there’s only one best way to get the business—to go out after it. 
“Operation Doorbell” is the name they've given to their intensive 
house to house selling. Down one side of the street and up the other 
their salesmen go, telling the TEmMco story . . . and making sales. 
In many localities they've installed a TEmco Floor Furnace in every 
home on the street to which gas service has been run. And, according 
to the official records of the Nashville Gas Works, they've become 
the top gas heating dealers in Davidson County. 
































Albert Dale (shown at left in the photo above) and his star 
salesman, Phil Baugh (at right) are the first to admit it takes more 
than door-to-door soliciting to get the business. First you’ve got to 
have product acceptance. And that’s where the TEmco name works 
its magic. Every place Dale and Maxey salesmen call, they find that 
the first choice in gas heating equipment is TEMCO. In their own 
words, “People want TEMCO.” 

Dale and Maxey have found the right combination to volume sales 
and increased profits—an established brand that’s won consumer 
preference and the initiative to go out after the business. This same 
combination will work for any dealer who turns to TEMCo... then 
turns on the heat with Operation Doorbell. 


TEMCO. inc. 


Nashville, Tenn. 


BUILDER OF OVER 1,250,000 GAS APPLIANCES 








TEMCO, Inc., Dept. B-520, Nashville, Tenn. 


* Please rush Catalog and complete information on TEMCO Automatic Gas 
Floor Furnaces and Wall Heaters. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 165 


center lock and retails for $4.75. 
No. 21-1 has new hammertone finish 
and retails for $6.19. Hamilton 
Metal Products Co. 


For more data circle No. 21 on postcard, p. 165 


Vacuum Food Container 


Wide-mouth vacuum food con- 
tainer, No. 9810, has been added to 
the Universal line. Container keeps 


Saag ee OF 


‘Hew! WIDE. 





food and liquids hot or cold. It has 
Seal-Tite stopper, red Roc-Lite 
plastic cup and Shur-Grip alumi- 
num case. It has 10-o0z. capacity. 
Landers, Frary & Clark. 


For more data circle No, 22 on postcard, p. 165 


Cabinet Sink 


Here is a 42 in. cabinet sink at 
$79.79, $84.84 in the West, offered 
as a promotional model through the 
Christmas season. Unit normally 
retails at $119.95. It has acid-re- 
sisting porcelain-enameled sink top 
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with single bowl and drainboard at 
right or left hand side and comes 
with standard fittings. Undersink 
cabinet, finished in hi-bake enamel, 
has one drawer under drainboard 
side, with shelved compartment 
beneath. Single large storage com- 
partment is under sink-bowl side. 
Unit is 36 in. high and 24 in. 
front to back, with 4-in. porcelain 
enamel backsplash, recessed front 
and 4-in. toe space. Youngstown 
Kitchens, Mullins Mfg. Corp. 


For more data circle No. 23 on postcard, p. 165 


Outdoor Incinerator 


This incinerator for yard and 
garden trash is movable, 21 in. 
in diameter and 41 in. high with 
8 in. high spark arrestor. Alumi- 
nized steel casing holds two-bushel 
capacity removable inner basket 
made of electricially welded steel 





rods. Basket lifts out to remove non- 
burnables. Sliding door at base of 
casing controls draft. Majestic Co., 


Ince. 
For more data circle No. 24 on postcard, p. 165 


New Paint Colors 
Quik-Spray line of spray enamels 
has been expanded to include Ap- 
pliance White, special formulation 
for refrigerators, washers, ironers 
and all white appliances; Flat 
Black for a dull jet finish for bric- 


a-brac and wrought iron. Other 
colors include Chinese red, yellow, 
orange, gray, pink, dark green, 
bright green, royal blue, light blue, 
gloss black, Gold Leaf, aluminum 
and clear plastic, a weather-proof 
water proof finish that is rust, 
acid and alkali resistant. Sheffield 
Bronze Paint Corp. 


For more data circle No. 25 on postcard, p. 165 


Fin Radiation Heater 


Fin radiation electric heater big 
enough for 9x12x15 ft. room has 
control on circulating fai and heat- 
ing element to maintain tempera- 
ture between 40 and 90°. Heater 
has 528 fins which attain heat of 
900°. Four-bladed fan passes air 
from room through fins at rate of 





150 volume feet per minute. Heater 
is 19x22x51%% in. No special instal- 
lation required. Knapp-Monarch Co. 


For more data circle No. 26 on postcard, p. 165 


Cement-Water Paint 


For waterproofing porous ma- 
sonry walls, above and below grade, 
this cement-water paint requires 
only the addition of water to pre 
pare for use. It can be applied 
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(Continued on page 172) 


HARDWARE AGE, OCTOBER 15, 1953 




















THEG 
‘that re 
and eas 
8 hang 
away, | 

Pounds, 


HARDWABR 





n. Other 
d, yellow, 
rk green, 
ight blue, 
aluminum 
cher-proof 
is rust, 
Sheffield 


steard, p. 165 


ir 
eater big 
room has 
and heat- 
tempera- 
Heater 
n heat of 
asses air 
at rate of 


) 


te. Heater 
ial instal- 
ynarch Co. 
stcard, p. 165 


at 


rous ma- 
low grade, 
- requires 
er to pre 
e applied 























Featuring 
THE G-E STEAM AND 


DRY IRON 


wo irons in one; yet 


3144 pounds. More 
G-E Steam and 
other 


Actually t 
weighs only 
women use 
Dry Irons than any 


make. 


STILL ONLY 


$18" 
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* Manufactyrer’s recommended 
retail or Fair Trade price, 


ERE’LL NEVER be a dull moment as Ray Milland 
brings a new comedy treat to T'V in his role of a 
harassed college professor in a girls’ college. 

This great new TV show will add even more power 
to General Electric’s already record-breaking adver- 
tising program to help you sell G-E Small Appliances! 
What a combination! Top Hollywood star Ray Mil- 
land and America’s tastest-selling small appliances! 


Sponsored by the General Electric Small Appliance Division, 
Bridgeport 2, Conn. and the General Electric 
Radio-Television Department, Syracuse, N. Y. 


GENERAL @@ ELECTRIC 
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It’s The Talk Of The Trade... 


NEW PYREX 


PYREX Dinnerware 
Can Take Really Rough 
Treatment Like This! 


@ Imagine a cup stout enough to be used 
as a hammer! Shown here is one of the many 
laboratory tests proving the durability of 
Pyrex Dinnerware. It won’t crack, craze, 
chip or scratch . . . cup handle is an inte- 
gral part of the cup—will not break off in use! 











Make Your Store Headquarters! 


@ Capitalize on the tremendous interest in 
Pyrex Dinnerware. Make your store head- 
quarters in your area for this new fast-selling 
line. Feature it in window and department 
displays, in your newspaper, radio, television 
advertising and in your mail to customers. 


@ Plan a major PYREx Dinnerware promotion 
and brief your sales people. Be certain you 
have stocks adequate to meet the demand. 
Order from your regular PyREx ware dis- 
tributor. Remember—regular PyREXx ware 
discounts apply! 


FREE Merchandising Kit Will Help You Cash In! 


@ Free merchandising materials needed to 
help establish your store as PyREx Dinner- 
ware headquarters. The kit contains a display 
dramatizing the cup-hammering test and 
showing several pieces of PyREx Dinnerware. 
It can be used on counters or in windows. 


(7s MeN 





@ In addition, there are mats for your news- 
paper advertising . . . radio and television 
scripts . . . a sample envelope enclosure which 
you can order in quantities you need ... 4 
fact sheet for your sales force . . . ideas for 
your window and departmental displays. 


NEW / PYREX 


BRAND 
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DINNERWARE! 


Amazingly Durable, Beautiful And Practical— | 
Offers Tremendous Opportunity For 
, Extra Sales And Profits! | 






















t 
. 
used 
nany 
y of 
raze, 
inte- 
use! 
1 = $£95 
ea = 
— 16-PIECE SERVICE FOR FOUR—Retails At 
ain you @ PYREX Dinnerware has been a sales sensation ever 
lemand. since its introduction. It has widespread appeal to all HIGH-STYLE DECORATOR COLORS 
are dis- income classes with its beauty, durability and low price. Your customers have a choice of four 
x ware The sales potential is estimated to be as great as that popular colored borders which blend with 
of Pyrex Ovenware, Colored Bakingware and Flame- any table setting— 
ware combined! @ Flamingo Red "e Turquoise Blue 
@ Backed by a heavy-impact advertising campaign in @ Lime Green @ Dove Gray | 
ee oe oe Ry x With luxurious 22-carat gold bands — 16-piece 
In ! when well displayed. set, only $8.95. ; 
r news- | 
levision | 
e which PERFECT SELLING COMPANION | 
[...a @ Dinnerware colors either match or 
leas for harmonize with those of PyrREx 
Lys. Bakingware. Display them together | 


for extra sales of both! 


x (DINNERWARE 


a product of Corning Glass Works, Corning, N.Y. 
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Geared to Industry's 
Production Demands 
Since 1887 


the profit line of 
Barnyard Hardware! 


Remind farmers of their needs with 
a display of this fine barnyard hard- 
ware. You'll be sending for more... 
and more! ... because farmers rec- 
ognize the famous Anchor Brand 
mark as their “symbol of quality”. 
Start now to capitalize on these 
“sell-themselves” items, and others 
in North & Judd’s “profit line”. 
Write for information . . . today! 


NORTH & JUDD 
Manufacturing Company 


New Britain © Conn. 
New York © Boston © Philadelphia © Atlanta 
Buffalo © Detroit @ Chicago © St. Louis 
Dallas © Los Angeles © San Francisco 






MILWAUKEE 
WROT WASHERS 








Offering the most 
complete line of 
washers available 
today .. . all types 
and sizes, all ma- 
terials, all finishes. 
More than 25,000 
sets of ifles. Let us 
quote on your 


requirements. 


WROUGHT WASHER 


World's Largest Producer of Washers 





2218 S. BAY ST., 
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MILWAUKEE 7, WIS. 


WASHERS 
STAMPINGS 











WHAT’S NEW 


eae 





over dry and wet surfaces and 
cures itself by its retention and 
slow release of sufficient mixing 
water for complete hydration of its 
cement binder. It needs no wetting 
of coating after application: has 
improved adhesion; settles inward 
to fill surface pores; no shrinkage 
cracks, flaking, dusting or bloom. 
Coprox Sales, Inc. 


For more data circle No, 27 on postcard, p. 165 


Electric Alarm Clock 


Called the Wink, this electric 
alarm clock comes in a pastel Car- 
nation pink case and has a wide 





base that prevents tipping at turn- 
off time. Model 7H-192, it is 354 in. 
high, 414 in. wide and 2% in. deep. 
Of modern design and with sweep 
second hand, it retails for $5.50, 
plus tax. The Partner, a gold-color 
all - metal - cased luminous electric 
alarm clock, retails for $7.98, plus 
tax. General Electric Co. 


For more data circle No. 28 on postcard, p. 165 


Electric Drill Bits 


This line of bits was designed 
especially for use in portable elec- 
tric drills. Bits have fine-pitched 
screw points, accurately machined 
shanks and are completely heat- 
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treated. Available in wide range of 


sizes in single-twist, solid-center, 


ship-auger types. Greenlee Tool Co. 
For more data circle No. 29 on postcard, p. 165 


Portable Electric Saw 


This portable electric saw can be 
used as a band, jig, keyhole, scroll, 
rip, crosscut or coping saw. Blades 
ean be changed quickly to cut soft 
or hard wood, plywood, metal, 
plastics or tile. Model 2 will cut 
up to 34 in.; model 11 up to 2 in. 





Suitable for use by professional 
workers and hobbyists. American 
Floor Surfacing Machine Co. 


for more data circle No. 30 on postcard, p. 165 


Floor Machines 
Stowaway handle, toe latch re- 


lease and fixed wheels are now . 


standard equipment on _ Special 
Commodore floor maintenance ma- 
chines Models 14 and 16. Handle 
can be adjusted to any working 
position desired. Also included are 
safety switch handgrip to stop ma- 
chine, static eliminator wire and 
non-conducting grips to prevent 
shock; non-marking cable and bum- 





per; quiet running double-gear re- 
duction unit; repulsion induction 
motor grease-sealed for life. Model 
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The Merit Mark of evices 


CORPORATION 


THE GLYNN-JOHNSON NAME 


is your assurance of 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 
customers. 





SECURITY DOOR HOLDER 





DOME TYPE 
DOOR BUMPER 





DOOR HOLDER 
AND BUMPER 


TWO WAY 
CATCH 


PLUNGER TYPE 
DOOR HOLDER 














ORDER FROM YOUR JOBBER .. 


GLYNN-JOHNSON CORPORATION 


Chicago 40, Illinois 






4422 Norih Ravenswood Avenue 


WHAT’S NEW 


14 has 14-in. brush, 1/3 or 1% h.p. 
motor, and brush speed of 180 rpm. 
Model 16 has 16 in. brush, 14, 34, or 
1 h.p. motor, and brush speed of 175 
rpm. Holt Mfg. Co. 


For more data circle No. 31 on postcard, p. 165 


Mower-Leaf Mulcher 


Leaf mulcher attachment is now 
standard equipment on this new 
20 in. power-propelled mower- 
leaf mulcher added to the Whirl- 


wind line. Unit cuts grass, 
mulches leaves and trims. It has 
2.5 h.p. four-cycle engine, with 
recoil starter. It retails for 
$219.95. Toro Mfg. Corp. 


For more data circle No. 32 on postcard, p. 165 


Hair Vacuum Massager 
This electric vacuum massager 

gives hair a dry shampoo while it 

massages the scalp. Dandruff and 





dirt are vacuumed into disposable 
filter. It gives 72,000 massage 
movements per minute. Massager 
has green Bakelite housing, on pol- 
ished die-cast aluminum base. Rub- 


ber sponge brush fits into base, 
Massager weighs 26 oz., is 3%% in, 
high and 414 in. in diameter. Priced 
at $14.95. John Oster Mfg. Co. 


For more data circle No. 33 on postcard, p. 165 


Turnbuckle Assortment 


No. 100 turnbuckle assortment in- 
cludes new Androck turnbuckle 
with body of high tensile aluminum 
alloy and heavy gage metal fixture, 
12 in. square. Turnbuckles have 
hooks and eyes of steel with bright 
zinc finish. Assortment includes 
various sizes and styles. Fixture 
provides for sizes and numbers to 
be quickly identified. Ruler at base 


 TURNBUCKLES 


ASSORIMENT HO. 100 


The Glamorous New Burpee Aristocrat 


Packets are increasing store traffic 


and building more Seed Sales—bring- 


ing dealers greater profit, stimulating 


demand for higher value units. 


Wholesale Seed Growers 


W. ATLEE BURPEE Co. PHILADELPHIA 32, PA.—CLINTON, IOWA—SANFORD, FLA.—RIVERSIDE, CALIF. 
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allows for quick selection of sizes. 
Display can be fastened to wall and 
has built-in wire easel for counter 
use. Washburn Co. 

For more data circle No. 34 on postcard, p. 165 






Screw Assortment 


Called Handi Screwpack, this 
assortment comes in a clear plastic 
box with nine compartments and 
slip on cover. Assortment contains 
8 doz. bright steel woodscrews and 








sturdy utility screwdriver that fits 
in special compartment in plastic 
box. Suggested retail price is 98¢ 
each Screwpack. Handi Products 


Corp. 
For more data circle No. 35 on postcard, p. 165 















Hunting Knives 

Line of Swedish Mora hunting 
knives now comes with red plastic 
handles as well as curly birch han- 
dles. The plastic handles are un- 
breakable and fire resistant and 
have easy-to-grip style of wood 
models. Blades are of Swedish char- 
coal inlaid steel. Soft outer layer 
of steel covering a hard core pre- 
vents blade from breaking or snap- 
ping. Bolsters and cross guards are 
plated brass. Knives come with 
rivet reinforced top grain leather 
sheaths. Three styles and seven 
sizes are available. Gensco Tool 
Div., General Steel Warehouse Co., 
Ine. 





' 
For more data circle No. 36 on postcard, p. 165 


Luxury Percolator 


Automatic electric percolator in 
Swedish modern style, with gold 
base, priced at $50, will be intro- 
duced in luxury gift markets of 10 
cities in November with intensive 
gift advertising in New York and 
west coast areas. Body is one piece 
solid stainless steel. Base is die- 
cast metal plated in 24-karat gold. 
Handle is raffia-style cane over 


plastic. Capacity is four to nine 
cups with measurement marks for 
coffee and water. Automatic con- 


















furnished 





with quart mason jar 





display boxed 





dealer case 





GARD-N-GUN 


© 1%, GALLON CAPACITY 









© 1%, GALLON CAPACITY 






© Packed 12 per dealer case 





Sees, 





FOR ALL TYPES OF SPRAYING 
Insecticides * Fungicides * Weed Killers, etc, 


INSECT-O-GUN 


* 3 GALLON CAPACITY with pint mason jor 
© 6 GALLON CAPACITY when customer replaces 


* Exclusive Bradson water control valve, held on 
or off both hydraulically and mechanically 
© Metal head coated green, individually 


® Deluxe pistol grip model, packed 3 per 


© Half-pint jar furnished is home replaceable 

© Has exclusive Bradson woter control valve which 
need not be held on or off by person spraying 
Metal head coated bive, packed 6 per dealer case 
in display boxes of 3 sprayers each. 


® No moving parts, one-finger control 

© Goskets are standard hose washers 

© Enables you to offer a hose-end sprayer at a price 
competitive with one or two quart hand-pump sprayers °°) 











Retail $5.95 


Retoil $2.95 - 








Mahi 














furnished 






with Y2-gallon mason jar 






clogging 






FOR VOLUME APPLICATION 
Fertilizers * Lawn Treatments, etc. 


® 20 GALLON CAPACITY with quart mason jar 
40 GALLON CAPACITY when customer replaces 


Sprays any plant food, lawn treatment, insecticide, 
etc., that you mix with water to apply... without 


No moving parts, sprays plain water except when 


Retoil $1.95 * 


\ 
Go on the 


MORE-Fath/ 
BRADSON Garden Sprayers’ 


MORE Saleable Features * MORE Advertising 
MORE Sales Helps 


Spray the easy way...go on garden hose... 
water pressure does the work! 


Sales Helps That Really Help! 


Counter display cards that sell both Bradson sprayers and 
any spray materials you wish. Indoor and outdoor demon- 
stration units that have always INCREASED SPRAYER SALES 
THREE TIMES OR MORE. Ad mats. Leaflets. Ask your jobber, 
or write for more details. 


Order from your jobber, and feature this full profit line! 


THE BRADSON COMPANY, INC. 


feature hy 


tiny control hole is covered with finger 

Spray materials won't corrode it 

Many uses; tree spraying, even car washing 
Metal head coated bright red. 6 per dealer case 





10903 Chandler Bivd. 
North Hollywood, Calif. 



















Retail $2.95 
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Display on = 
DESMOND-SIMPLEX: 


few seconds and make it 2 
center” for home craftsmat 
Just place the Free Des: 
Display Card in the vise# 
and use in windows, our 
island displays. & 2 


to help you sell 
MANY GIFTS IN ONE 


The Desmond-Simplex Utility 
Vise is truly a fine, basic tool 
that will please any craftsman 
. . . and will build fu- 

ture sales of other fine 

shop tools for you. Dis- 

play cards free, packed 

with master carton of 

six vises. Write for full 
information. 


heater tas 
Bea. 


Fe, 


ru 


an 
gi ree 


The Desmond-Stephan Mfg. Co., 
Urbana, Ohio 


Gentlemen: Please send me without obli- 
gation full details on your Christmas 
Wreath Display. 


Name. 





Firm 
Address 


DESMOND-SIMPLEX 











WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 165. 


trols brew coffee to strength de- 
sired, stop brewing cycle and keep 
finished coffee warm. Cory Corp. 

For more data circle No. 37 on postcard, p. 165 


Adjustable Bit Gage 


No. 47 bit gage is fully adjust- 
able, will not mar surface of work 
and has no parts to lose. Clamp 


is quickly attached to shank of any 
auger bit 3/16 to 16/16 sizes; 
spring is then adjusted for correct 
depth of hole desired. Extra turn 
of clamping nut locks all parts in 
place. Screw on clamping nut is 
upset and cannot work free. Spring 
cannot be removed from holder. Re- 
tails at 85¢ each. Stanley Tools. 


For more data circle No. 38 on postcard, p. 165 


Hand Tools for Gifts 


Six hand tools in this line include 
two hammers, two axes, one hatchet 
and one half-hatchet, which are fea- 
tured as a Christmas gift group. 


Gold foil printed in holiday color; 
is wrapped around handles. Al 
tools have the same handle wrap 
ping so they can be given a 
matched sets. Banner which reads 
“Give hand tools for year round 
pleasure” and 18 newspaper mats 
are provided to merchandise group. 
Fayette R. Plumb, Inc. 


For more data circle No. 39 on postcard, p. 165 


20-in. Lawn Mower 


This new 20 in. self-propelled 
rotary lawn mower, the Sabre-Jet, 
is powered by a 1% h.p. Reo en- 
gine equipped with automatic re- 
wind starter, finger-tip controls, 
and automotive-type carburetor. 
Optional leaf-mulching attachment 
is easily installed. Retail price of 
mower is $169.50, slightly higher 
West of Rockies. Reo Motors, Im. 


For more data circle No. 40 on postcard, p. 165 


Wastebasket 


Added to the Decoware line of 
metal housewares is this king-size 
wastebasket. Available in white, 


red or yellow, it is 21 in. high, has 
12%4 in. top diameter tapering to 
1014 in. at bottom. Holds approxi- 
mately 35 qt. Continental Can Co. 


For more data circle No. 41 on posteard, p. 165 


Outdoor Pocket Saw 


Wonda-Wire pocket saw for out- 
doorsmen, campers and boy scouts 
weighs 1% oz. and coils flat into 4 
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ing 


appliance sales 


with the NEW 4-WAY 


1 Palmaire Sn. 


IT HEATS 


COOLS 


HUMIDIFIES 
CIRCULATES 


Provides year ’round comfort! 


priced right 


for volume sales 


i $6 4? 


Stand 
optional, 
extra 


ATTRACTIVE 
ACCESSORY STAND! 
Adds beauty and util- 


ity. An “extra”’ profit 
item for you! 


Don’t Miss 
this BIG-PROFIT-MAR- 
GIN item backed by a 
reliable manufacturer 
with a liberal and de- 
finite Distributor and 
Dealer Policy. 


DEALERS AND 
DISTRIBUTORS 
WANTED! 


IT’S PORTABLE! Never before so versatile a product at 
such rock-bottom prices—and with such high profit margin 
to you! At the touch of a finger, your customer can dial 
“personal weather"’—heater, humidifier, cooler, air 
circulator—in any room in the home. Dozens of uses: 
nursery, den, kitchen, rumpus room, sun porch, base- 
ment workshop. Handsomely finished in two tones of 
green ... attractive with any style of home decoration. 


As a Humidifier, Palmaire Jr. ends winter dryness. 
Helps prevent furniture cracking. Relieves scratchy 
throat. Soothes uncomfortable nasal conditions. 4,600 
BTU Heat output. Operates safely, silently, economi- 
cally. Uses only 1350 watts, A.C. current. Bears Under- 
writers’ Laboratories Seal. 


Your customers will ead about Palmaire Jr. in TIME, 
GOOD HOUSEKEEPING, SUNSET and HOLLAND'S mag- 
azines. They'll be looking for it in your store! 


A GREAT NEW ITEM 
BY A FAMOUS MANUFACTURER... 


PALMER MANUFACTURING CORP. 
Phoenix, Arizona 


America’s Largest Manufacturer of Evaporative Coolers! 
A subsidiary of McCRAY REFRIGERATOR CO., INC. 


PALMER MANUFACTURING CORPORATION, Dept. P-2A 
2200 West Filmore Street, Phoenix, Arizona. 


Gentlemen: | am interested in obtaining information about 
the Palmaire Jr. 


lam a Dealer [| am a Distributor FJ 





WHAT'S NEW 





small pocket envelope. Saw can be 
used by two people, or one person 
can rig it up as a bow to keep it 


taut. Individually packaged, it re- 
tails for 75¢. Counter display card 
with pocket holding 1 doz. is free 
with initial order. French Indus- 


tries, Inc. 
For more data circle No. 42 on postcard, p. 165 


Wide Masking Tape 


Wide masking tape to make home 
painting easier and neater has been 
added to this company’s line. Tape 
can be used also for sealing and 
holding jobs. It comes in 114x300- 
in. roll, packed 12 rolls in carton 


suitable for display. Price is 59¢ 
per roll. Minnesota Mining and 


Manufacturing Co. 
For more data circle No. 43 on postcard, p. 165 


Watering Accessories 

New and expanded line of Green 
Spot watering accessories and pro- 
motional material are now avail- 
able. New items include two auto- 


178 


matic sprinklers, plastic and brass 
hose nozzle; heavy-duty Dura-seal 
coupling and Dura-seal mender for 
plastic hose, and a shut-off hose 
valve. Display rack shows every- 
thing a homeowner needs for lawn 
and garden watering, ranging 
from rubber washers to a complete 
line of sprinklers and accessory 
items. Booklet and watering chart 
are for free distribution to con- 
sumers. Scovill Mfg. Co. 


For more data circle No. 44 on postcard, p. 165 


Drill Kit 


No. 1000 & 1 drill kit is a com- 
plete home workshop in a box. It 
contains 1% in. drill model 149B 


4 
~ 
4 


and such attachments as a set of 
three wood drill bits, set of seven 
steel drill bits, 5 in. sheep’s wool 
bonnet, six 4 in. abrasive discs, 
4 in. rubber backing pad, 3 in. 
grinding wheel, 3 in. buffing wheel, 
3 in. wire wheel, paint stirrer, 
polishing rouge, drill pedestal and 
sturdy steel case. Kit sells for 
$29.95. Mall Tool Co. 


For more data circle No. 45 on postcard, p. 165 


Trapping Season Chart 


Open seasons for trapping musk- 
rat, mink, skunk, raccoon and fox 
during 1953-1954 are given on this 
chart which lists the states alpha- 
betically. It shows the trapping 
dates for each of the five animals 
in each of the 48 states. Additional 
helpful information is listed at 


bottom of tabulation. Chart igs 
available upon request. Animal 
Trap Co. of America. 


For more data circle No. 46 on postcard, p. 165 


Reusable Hose Coupling 


Reusable coupling for plastic hose 
comes in two'sizes, for % in. and 
7/16 in. inside diameter hose. Com- 


plete coupling, two expanding 
screws and installation tool are in 
individual box. Twelve boxes are 
packed in display carton. Coup- 
lings are of heavy wrought brass, 
with long expanding screws. Double 
sealing surface is provided by rib 
in middle of tail piece. H. B. Sher- 
man Mfg. Co. 


For more data circle No. 47 on postcard, p. 165 


Vertical Drill Stand 


Vertical drill stand, Model 5009, 
is for use with portable electric 
1%, in. drill, Model 107. Stand 


weighs 6 lb., is 21 in. high, has 4 
flat base and a column mounted 
with an adjustable carriage. Drill 
can be attached or removed without 
using tools. Clearance between end 
(Continued on page 182) 
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Ist Prize 
Winner in 
recent National 
Lithographic 
Awards contest. 




















Fastest Selling Profit Maker 
in the Smallest Floor or Counter Area! 


* 3-dimension beauty — so realistic it has to be touched . 
to see that it’s printed! buislo-mat- 


* Colorful reproduction of an actual needlework sampler “‘BUY-WORTHY’”’ Features: 
specially designed for Aristo-Mat! 





















* 4 durable coatings on heavy-gauge steel | 
assure long life, lasting beauty! 


Aristo-Mat’s “Sampler” answers the growing demands 
* Will not chip, peel, fade . . . rust and 


for Early American styling — brings new and extra 


poillts to seul stain-resistant! | 

¢ Patented Kant-Kut Korners! 
You can always be sure there’s an Aristo-Mat designed * Asbestos-cushioned backs! 
for every taste . . . for any decorative scheme. * Priced to fit every purse! | 


Nationally Advertised to Help YOU Sell 


Permanent Showrooms: 11-104 Merchandise Mart, Chicago, Ill. 
Canadian Representatives: The D. G. Clark Agencies, London, Ontario, Canada. 





PHOENIX TABLE MAT CO. 


1718 E. 75th Street ° Chicago 49, Illinois 
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This Week Cr] 1 New Sus 


| Modern Bride all by 
Bride’s Magazine Ss adr ne: 


Guide for The Bride 
MAN) 


i 7. = ; e e for [] 3 Automat 
. or toasts: 2 
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McGraw Electric housewares are on sale or can be ordered wher- 
ever electrical appliances are sold. 
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Finish your shopping faster and fresher. Check your selections here. 
Then take this advertisement with you as a shopping guide. 


oUuon. 
wher- 


TOASTMASTER 
1 New Super De Luxe Toaster. Distincrly dif- 
ferent! Automatically lowers bread, coasts it, raises 
it... . all by itself! World’s newest toaster. $27.50 
2 Automatic Toaster. For perfect roast; light, dark, 
or in-between. Easy-to-clean crumb tray. . .$23.00 


MANNING-BOWMAN 
3 Automatic Combination Grill. Bakes 2 waffles 
or toasts-2 sandwiches. Signal light tells when to 
pour batter. Heat control. . . .. $19.95 
4 2-Piece Corn Popper. Pops 14 qts. of popcorn. 
Stove can be used separately. Clear cover... $9.95 
5 Knife Sharpener. Guard-guide holds blade at 
correct angle. Can be removed to sharpen scissors, 
tools, etc. Suction-cupped base. ........$192.50 
6 Waffle Baker. Indicator tells when to pour 
batter. Pre-seasoned grids lessen sticking. $9.95 
7 Combination Grill. Bakes 2 waffles or toasts 
2 sandwiches, Heat indicator in cover. .. . .$14,.95 


8 Vibrator. 4 applicarors for soothing, facial and 
body massage; plastic case .. $8.95 
9 Portable Food Mixer. Upright for use in deep 
pans. Three speeds. Enclosed 1%-qt. bow!. $28.95 
10 Heating Pads. 4 models with removable, 
washable covers. Wetproof—~3 heats. $5.95 to $9.95 


EVERHOT 
11 De Luxe Roaster Oven. Roasts up to 24 lbs. 
18-qt. liquid capacity. Exclusive cover lifter. Opens, 
closes, locks cover. Holds it open where wanted. 
$44.95 Enameled steel cabinet wich casters, $21.95 
12 Roaster Oven. Cooks, roasts, or bakes auro- 
matically. Roasts 24-lb. fowl. 18-qt. liquid capac- 
ity. $37.95 Urilicable. . $6.95 
13 Timer Clock. Automatically curns current on or 
off—15 min. to 5% hrs. For any appliance. $12.95 
Broiler-Griddie Attachment (not shown) can be 
used with either roaster . ee $9.95 
14 Rangette. Fries, broils, cooks, toasts. A small! 
stove for students or campers. Aluminum griddle. 
Removable broiler drawer. $39.95. Oven, $12.50 


15 De Luxe Automatic Roasterette. Roasts up to 
9 Ibs. of meat or fowl. Auromatic thermostat con- 
trols hear. 5-qt. alumindm inset pan .. $21.95 
16 All-Purpose Roasterette. 3.q¢. removable in 
set pan holds 6-Ib. roast. 2-heat control. Cooks, 
bakes, roasts. White baked-enamel finish . $11.95 


TROPIC-AIRE 
17 Electric Blanket. “Comfortro!”’ automatically 
maintains warmth. Illuminated dial shows setting 
6 gorgeous colors. Gift case and storage container 
Single and double-bed sizes. .. $42.95 to $53.95 
18 Electric Sheet. Mercerized and Sanforized 
percale. 5 smart solid colors, one rich flowered 
pattern. ‘‘Comfortrol” automatically guards warmth 
all night. Smartly packaged. $31.95 and $39.95 
19 Fon-Type Heeter. Heats average bathroom 
nursery, or living room corner— fast! . . $12.95 
20 Heater & Air Circulator. A heater, a fan, an air 
circulator in ome. Miracle Disc regulates air. $23.95 
21 Ray-Vector Heater. A most efficient heater 
Rotates easily from vertical to horizontal. $17.95 


McCraw Electric Company 
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See what's behind 





THE ORIGINAL CURTAIN SCREEN... 
flexible folds of woven metal that 
glide open or shut at the touch 
of a hand. 


é 


ACCEPTED DESIGN LEADERSHIP... 


graceful, traditional, adaptable to 
every fireplace. 


6 


just3 sizes fit 90% of all fireplaces 
— easy installation by customer. 


6 


a full line of Flexscreens — with a 
full profit for you on every sale. 


6 


through regular Fi een adver- 
tising to your best customers... 
a national service organization. . . 
and aggressive merchandising 
geared to your selling. 





FEATURE THE TRUE... 








VOLUME...PRESTIGE... 
AND PROFITS FOR YOU! 





Volume? The new Hooded Flexscreen and 
the improved Frame Flexscreen are especially de- 
signed for over-the-counter selling from your stock. 
No installation problems . . . no call-backs . . . no 
post-mortems. Just good, clean sales—and plenty 
of them—with these Flexscreen -leaders in the 
“packaged” fire-screen field. And, in the “‘custom” 
trade—Flexscreen attached types are volume 


sellers, too! 


Prestige ? You don’t have to waste time on 
long-winded sales stories . . . your customers 
know, prefer and demand Flexscreen by name. It’s 
the original flexible metal screen—backed by 20 
years of forceful national advertising—and a 
reputation for leadership in quality, design and 


utility that imitations cannot approach! 


Profits ? Flexscreen merchandising support 
combines with Flexscreen national advertising 
to pull prospects into your store—and sell them! 
We provide all the sales tools you need to build a 
high volume, high profit business in a rapidly ex- 
panding market 

Get the facts . . . see your Flexscreen representa- 
tive—or write us at 1053 North Street. 


REG. U.S. G& CANADA PAT. OFF? 


by 
BENNETT -TRELAND TX 
b - ry 


WHAT'S NEWE 








@ For more information 
on these products and 
services use free post 
card on page 165. 


of drill and base is 7 in.; between 


center line of column and bit, 5% | 
in. Porter-Cable Machine Co. 


For more data circle No. 48 on postcard, p. 165 


Garden Hose Valve 
Solid-brass shut-off valve has 

been added to this company’s line 

of garden hose equipment. Stop 


’n-Flo shut-off valve is for business 
end of hose. Click of brass sleeve 
controls flow off or on. Suggested 
uses are with sprinklers, nozzles, 
hand sprays, long hoses, Y connec- 
tions, and insecticide and fertilizer 
dispensers. Other new products are 
a hose nozzle, Siamese Y-connec- 
tions and line of hose clamps. Mel- 
nor Metal Products Co. 


For more data circle No. 49 on postcard, p. 165 


Saw Attachments 

Seven new attachments for the 
Whiz Saw units, each quickly in- 
terchangeable, perform such jobs 
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--| Heres where 
you clean up, too! 


t. Stop 


Bruce Cleaning Wax gives your customers the 
best for less with a top mark-up for you! 


; It’s always good business to give your customers the finest quality for less 
usiness ff : 
money. Every Bruce Cleaning Wax sale does that and more. 


all Bruce is the leader in the fast-growing “‘clean-as-you-wax”’ floor care market. 
nozzles, Independent laboratory tests prove it’s the finest product of its kind money can 
connec- buy. Yet Bruce retails at 21 cents a quart less than the next competing brand. 
rtilizer Bruce Cleaning Wax is made and fully guaranteed by Bruce, the world’s 
cts are largest maker of hardwood floors. This Fall, it is being backed by the biggest 
wr newspaper, magazine and TV advertising drive in Bruce history. 


b: ae Thousands of practical retailers know it’s both good business and good sense 


4, p. 165 to feature Bruce. Let your Bruce representative show you all the good reasons why. 


Big Fall Hovsecleaning Promotion! 
es “om : 


Sells for only 





Bruce Cleaning Wax 


Made by the makers of famous Bruce Floor Cleaner for linoleum 
E. L. Bruce Co., Memphis, Tennessee. 
























BRING DOWN THE 
HIGH SPOTS 































UTILITY STOOL 


Holds 500 Ibs... . yet 
weighs only 442 Ibs. 
ae for hundreds of 
uses for every room in 
the house. Has gleaming 
tubular steel legs, 1%” 
thick steel platform cov- 
ered with skid-proof 
1? ribbed rubber. Non-skid 
-———|j non-marking, rubber feet. 
Platform trim in choice 
) of colors. Height 1014”. 
 naemne | tip-proof and 
slip-proof. 


BUCKLEY 


MANUFACTURING COMPANY 
4225 W. Lake St., Chicago, Il. 


Cash in on NEW 
DAISY 


HEAT-PROOF 


STOVE MATS 
in 6 


non-fading 


ViwWib 















The most beautiful colors in rubber 
make DAISY mats the fastest sellers—the 
best profit makers. Write for catalog and 
sem on complete patsy line. Includes 

tove Mats, Drainboard Mats, round and 
solid Utility Mats in Vivid-X blue, green, 
yellow, red, white and gray. Bath Mats in 
gorgeous Vivid-X pastels—peach, blue, 
yellow, white and green. 


SCHACHT RUBBER MFG. CO. 


Dept.H ¢ Huntington, Ind. 


Attractive DAISY rubber mat Display 
Units available. Hold complete line 
i —mean more sales per foot of 








as edging sidewalks, clearing tim- 
ber, blowing snow and cultivating 
gardens. Attachments include an 
edger, chain saw, rotary tiller, 
posthole digger, grinder, cordwood 
cutoff, self-propelling units and 


| snowblower. Grinder has 8 in. car- 


borundum wheel for sharpening 
edged tools; posthole digger bores 
2 ft hole 7 in. in diameter in less 
than one minute; rotary tiller has 
adjustable tines and works in any 
type soil; edger has self-sharpening 
blades; chain saw (illustrated) has 
Disston blade and fells trees up 
to 40 in. in diameter. Root Mfg. 


Co., Ine. 
For more data circle No. 50 on postcard, p. 165 


Twin Tube Sprinkler 

Twin tube flexible sprinkler made 
for commercial irrigation has been 
adapted for the home garden field. 





Sprinkler sprays a 20-ft. wide 
area and can be curved around 
beds, hillsides and terraces. It is 
equipped with standard couplings at 
both ends. Cap on one end can be 
removed to flush sprinkler or to 
attach another length. Available in 
25 and 50-ft. lengths. Resin Indus- 


tries, Inc. 
For more data circle No. 51 on postcard, p. 165 


Garden Tool Line 


New CGardenette line of garden 
and floral tools features lightweight 
construction and finish of bright 
red and gold colors. Also available 





2 counter space. 


is a display stand which has fea- 
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ture for displaying small tools. Con- 
struction of both front and rear 
panels permits display of 16 small 
trowels, weeders, etc., as well as 
pitch forks, hoes, rakes, etc. Geyer 
Mfg. Co. 


For more data circle No. 52 on postcard, p. 165 


Self-Locking Screw 


One-piece self-locking screws and 
bolts use a nylon insert which con- 
forms to curvature of screw 
threads for positive locking action 
when stopped. Other advantages 
include: screws are reuseable; lock 
seated or unseated; can be used on 
softer metals; can be used at high 
and low temperatures, and nylon 
plug is not harmed by common sol- 


vents. Continental Screw Co. 
For more data circle No. 53 on postcard, p. 165 


Portable 7-In. Saw 

This 7 in. portable saw can mitre 
a 2 in. plank at 45° and has a shoe 
adjustment for slotting from 1 in. 
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up to 2-7/16 in. “Power-Guide” 
saw weighs 11% lb., is 12 x 12% 
in., and has an air cooled motor in 
an aluminum housing with gear box 
sealed in grease. Motor is to left 
of blade. Ram Tool Corp. 


For more data circle No. 54 on postcard, p. 165 










Faucet Washers, Seats 


Here is a packet of water faucet 
washers and seats for the do-it- 
yourself housewife or handy man. 
Transparent polyethylene envelope 
contains one Snap-in swivel washer, 
one Snap-in faucet seat, an insert 
tool, a measuring gage, and an in- 
stallation instruction folder. Pack- 
ets come in three-color display car- 
tons; each carton containing 10 
packets. Snap Products, Inc. 

For more data circle No. 55 on postcard, p. 165 









Wall Painter | 
| 


Called Tite-Spot, this painter | 
complements the home paint roller, 
covers areas inaccessible to rol- 
lers, and gives a finish of roller 
rather than brush consistency. It | 
has 3x5 in. woven wool surface | 








padding. Plastic cutting edge allows 
it to be used against another sur- 
face without smearing. With blade 
removed it has opposite rollover 
edge for painting in corners. Ex- 
tension handle enables painting in | 
cramped areas. Removable pads are | 
easily cleaned. Unit retails for | 
$1.19. McBell Enterprises, Inc. 
For more data circle No. 56 on postcard, p. 165 


Woodworking Tool 


This tool, powered by a portable | 
electric drill, performs nearly all | 
the common woodworking opera- | 
tions of the home handyman. 
Called the Shopmate, it can be set 
up on a small work bench and can 





CONDIMENT RACK 


Holds 20 household condiments. je 
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Hew, Ditfere” ‘ 


KITCHEN 
Makes Them 
sure Shot 


SELLERS! 





Qn WW A 


—_—_—_—, 
_—. 


Installed under shelf 
or cabinet, Magitwirl 
revolves... every 

package at 
fingertips. 
HE WAN ANY 


= 
LE, J//I 





I 


Space-saving, convenient, easy to 
install ... Made of sturdy 
steel, with red, white or yel- 
low baked enamel finish. Fits 
any standard width wood or 
metal kitchen cabinet or 
shelves. 


METALCRAFT 


(anuenionce 


Holds 18 spice packages. 
steel with red, 
_ baked enamel finish. Compact, 4” 
ey 







a | 


tw MAGIKAN Step-on Refuse Container 
we MAGITAINER Aluminum Waste Baskets 


Bm \\\ 


Look ‘em over. Think of the 
new convenience . . . the new 
order they bring to a kitchen. No 
more fumbling for spices or con- 
diments. Everything right at a 
woman's fingertips. Dealers the 
nation over are amazed at their 
instant sales appeal. 


ATTRACTIVELY PACKAGED FOR FAST 
OVER-THE-COUNTER SALES 





SPICE RACK 
Sturdy 
white, or yellow 
high, 1014” wide. Space- 
saving, easy to install, fits 
under any standard wood or 
metal kitchen shelves 
cabinets. 


or 





1 BSaiad 


ae | 





/1// Me 
No more fumbling .. . 
the Magitwirl makes 


a 


_—s 


every condiment eal 
bottle accessible. 
S/S WAL sa\WW “SW 


Ask your jobber or write direct for complete information. 


METALCRAFT MANUFACTURING CORP. 


1025 Firestone Blvd. + 


Memphis 7, Tenn. 


Also makers of 
% MAGIKOOLER Leisure Chest 





WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 165. 





be used as a bench saw, lathe, 
grinder, router, sander-polisher, 
vertical drill press, horizontal drill 
press and portable drill. Less than 
40 in. long when fully extended, it 
weighs less than 20 lb with all 
attachments and can be dismantled 
for easy storage. Unit retails for 
$59.50. Portable Electric Tools, 


Ine. 
For more data circle No. 57 on postcard, p. 165 





AMEMGANA SAR, Centrifugal Pumps 
KNOB ONS cn" Two new centrifugal pumps have 


1 and 1% hp. and are partially 


Ith 5 : - kee 
= aes Ge: applicable for air conditioning. 


OOK «MORO SRRDONOK MOORS «| Steet 


OUR = COU = CUUUNER = HOARE OR OR ana a a 


AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %'" offset doors 


AMERICANA 


“H” HINGE 


paar g oe en ! Vv ty Basic uses of these units will be in 
#319—for flush doors 1 , booster service (cooling systems), 
> lawn sprinkling, hot and cold water 

circulation, residential type swim- 
ming pools, or where liquids are to 
AMERICANA be efficiently circulated. Both units 
DRAWER PULL feature NEMA standard capacitor 
type motor, 3450 rpm., 115/230 volt 

with screws with overload protection. Pump 
#394 shaft is of corrosion-resistant 
stainless steel. Design is compact 
WRITE TODAY and close coupled. Model C-100, 1 


FOR COMPLETE CATALOG h.p., is illustrated. Duro Co. 
For more data circle No. 58 on postcard, p. 165 


Carafe Set is 
This carafe set, Individual Ser- 4 “Sas 


vice, includes four two-cup carafes a amine 
with anodized gold neckbands and i, 
gold-circled bowls, and molded plas- 

tic handles for easy serving. Each 


Sold through wholesalers only carafe has its own wrought iron 
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Revolutionary New 
No Stretch 
Clothes Line — 


WITH THE 


Flog 


CENTER 


V Ties Easily 
V Cello Wrapped 
V Cotton Braided Cover 


PRICED FOR QUICK TURNOVER 
— QUICKER PROFITS 


Size 6, put up in 100 ft. iengths (two 50 ft. hanks connected) 


pber or write for free samples and where-to-buy information. 


CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 


*TM reg. OCF 
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GADGET BUSINESS IS BIG BUSINESS 


FOUR STAR ROAST RACK 
$1.49 retail. Chromium. Four 
Products in one: Adjustable © 
rack. Set of 13%” skewers. Fiat 
grill or cake cooler. Oven ro- ~ 
tisserie. 


TONGS AT 19¢-29¢-49¢ 


fe AND YOU NEED Kenberry GADGETS 
CUTTER FOR A PROFITABLE GADGET COUNTER 


More and more hardware dealers have discovered 

BEST SELLER AT 19¢ that Gadgets are an important source of sales and 
profit. A counter section full of gadgets with color- 
ful cards is a proven traffic stopper, with a sales and 
turnover rate that often is amazing. Dealers who 
KNOW the Kenberry line will tell you these gadgets 
produce business, much of it new and unduplicated. 
And they will tell you that Gadgets are among the 
more important profit makers in any housewares sec- 
tion. Get into the gadget business with a good selec- 

KITCHEN SAW—59¢ meng Kenberry Gadgets. Ask your jobber or write 
or st. 


MORE THAN 60 JOHN CLARK BROWN '!x-¢. 


ONE MONTGOMERY ST. 
Kenberry GADGETS BELLEVILLE 9,N.vJ. } a ee 


THE ONLY FACTORY SOURCE FOR A LARGE LINE OF GADGETS 

















| _BGRIES E=Z self-screw 


creater BINA “UTILITY HOOKS 


for closets, kitchens, stores, factories 
and many other uses ... a real hook for 


3 * i - 
The it o fast sales! Bright plated finish. 
y No screws — No tools! 
the only small 
RTI utility hook! 5¢ cach 
UThITY HOOKS (1 gross to box) 


for a rr7at yee 
| Ne 2 
Volume a 


IES E-Z 
> one piece CUP HOOKS 


Durable zinc alloy cup hooks, with 


9228 i bright colors, nickel or brass... 4 
ha Nae re hy ee volume seller for every closet and 
immediate delivery FTIR kitchen need. | gross to 
JOBBER ai a box or 6 to a card. 


INQUIRIES 
INVITED GRIES REPRODUCER CORP. 


161 Beechwood Ave., New Rochelle, H. Y., Phone: NEw Rochelle 3-8600 


WHAT’S NEW 


coffee warmer with three-hour 
candle. Unit comes attractively 
gift boxed in sets of four two-cup 
carafes, with four wrought iron 





coffee warmers, priced at $8.95. Set 
of two, two-cup carafes, with in- 
sulating table mats, retails for 
$3.50. Silex Co. 


For more data circle No. 59 on postcard, p. 165 


Sash Lock 


This Weather-Tite sash lock has 
an unusually low profile and a two 
way locking action which draws 
window meeting rails snugly to- 
gether while forcing the upper and 
lower sash firmly into a closed 
position, eliminating drafts and 
rattles. It must be completely un- 


locked before window can be open- 
ed. Lock is available in aluminum, 
and in solid brass. H. B. Ives Co. 


For more data circle No. 60 on postcard, p. 165 


Colored Grouting 


Colored grouting for plastic wall 
tile is offered in red, yellow, green, 
blue and black. It is designed for 
contrast grout lines, rather than 
matching the tile color, making 
possible new color motifs and pat- 
terns. New metal grout gun ap 
plies colored grouting in a thin, 
even line. Grouting is colorfast, 
moisture-resistant, and comes pre- 
mixed. S & W Moulding Co. 

For more data circle No. 61 on postcard, p. 165 


(Resume reading on page 13) 





HARDWARE AGE, OCTOBER 15, 1953 





Roxanne, cha 
hostess of Sy 
big TV Show 
“Beat the C! 
shown weari 
hostess apro 


73 | SYLVANIA LIGHT BULB SALES HIT NEW HIGHS 


wean | Inerease Store Traffic with this Profit-Making Pattern! 


tractively 
r two-cup if % A 
ight iron : 


A 50¢ Value 


(oy 


and the-end of a Sylvania 4-Pack 


8.95. Set 
with in- 
ails for 


card, p. 165 


A, ea A knockout of a premium... 
lock has NS el DON'T MISS IT! 


id a two wake s 


m 
ge: This Roxanne Apron Pattern is really making a smash hit with 
per and women shoppers! Designed by Modes-Royale, it offers an easy-to- 
. eeeel make gift for scores of occasions. Only 10¢ and the end of a Sylvania 
ts fel 4-Pack. And, you have nothing to handle, Sylvania does all the 


tely un- 
Striking Point-of-Sale Display Material 


plus National Magazine Advertising 


To help this premium catch on fast, you get a 
beautiful, full-color Counter Display, Tuck-in 
Cards, Streamer Wrappers, Shopping Cart Card, 
Shelf Talker, and a detailed plan book showing 
how to use this colorful, display material . . . 
ALL FREE! 

Big space ads are also appearing in Good House- 
keeping Magazine and the Modes-Royale Pattern 
Book. For full details call your Sylvania Distrib- 
utor or write to Sylvania Electric Products Inc., 
Dept. 3L-4910, 1740 Broadway, New York 19,N. Y. 





ic wall Roxanne, charming Showing the apron unsnapped 
green, hostess of Sylvania’s as a utility apron. 


ed for big TV Show 
“Beat the Clock,” 


than shown wearing her 
laking hostess apron. 
d pat- \Sf 
in ap- 
thin, 
rfast, 


3 pre- 
. p. 1685 LIGHTING - RADIO - ELECTRONICS -« TELEVISION 


13) In Canedae: Sylvania Electric (Canada) Ltd., University Tower Building, St. Catherine Street, Montreal, P. Q 
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Block, Bench Planes cludes price spot, item identifi. 

£6) HELP YOU SELL A pd ee wrapper on the box cation space and copy listing out- 

makes this line of low cost block standing fe atures of items. Display 

New Displays and Other and bench planes available for shows entire Fibco line of design. 

Dealer Sales Helos ing tools and holds three boxes of 

P assorted stock in the back. Items 

retail from 39¢ to 59¢ each, and 
‘ i come in sets in envelope roll and Gi 

(Continued from page 13) VE Cel plastic tool box. Calipers and di- 

bins with plumbing supplies. Actual (ae j . 4 viders come in 3 and 5 in. sizes, 

samples of 16 commonly used fit- 2 aes Lc all with nickel finish. Blades are 

tings identified by name and size, “5 polished steel, rounded at outer 

ra} edge; spring is of tempered spring 





Christmas selling to the home hob- 

byist market. Counter display for 

bench planes is available aiso. Two 

block and three bench planes in the 

line list from $1.59 to $5.98. Sar- 

gent & Co. 

For more data circle No. 63 on postcard, p. 165 “ : 

+ STUDENTS . DRAFTSMa 


are in display which takes up just Designing Tool Display 
over a square foot of space. Display . ; z : 
in Ch Tl ot Gin. Inside calipers, outside calipers, nut and screw for accurate adjust- 


ready for use. Grabler Mfg. Co. dividers and a pencil compass are ment. F. I. Blake Co., Inc. 
For more data circle No. 62 on postcard, p. 165 displayed on this unit which in- For more data circle No. 64 on postcard, p. 165 


steel; they have precision made 





ENTERPRISE 


eee T 


, CHROME 
FOUR COLORFUL BASES — WHITE, YELLOW, RED 


4 





os Natio: 
ts 7 6 COA REAL PROFIT MAKER! _ 
id —_ Bissell | 
PFU America’s most efficient and Al : 
Povaratioe oy beautiful chopper is now avail- $0 STOCK & FEATURE yuletide 
aera able in four gayly-colorful bases THESE EXTRA PROFIT We lat 
x ' to make it more desirable than A ESSORIES! magaz! 
WICER-PUREE ATTACHMENT ALL-PURPOSE GRATER ATTACHMENT °Y*T: Styled to the new trend of ACC , .* Today’: 
, ni / see modern kitchen decor—nationally 


for you bigger profits, greater vol- im And, n 
ume sales throughout the whole 
year. Stock up and cash in on the bie f 
demand. You'll \ 
bi deman 


Jie ENTERPRISE MFG. CO. of PA. =e 


PHILADELPHIA 33, PA. 


— = 3% “—S " Be re jw se. \ 
Feb ee jh, 2h g a advertised—this revolutionary ta Seog 
oF . - Ga , new kitchen appliance will earn 9 a: a ; oom 


paper | 


Bissell | 
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3. Display 
f design- 
boxes of 
ck. Items : Ss 
2ach, and ~_-, &® |\ Newspaper Mats 
roll and . = 
; and di- 
in. sizes, 
lades are 
at outer 
ed spring 


For the working gn 
a Gosells SCs 
haps her 
her cleaning 


Bissell | 


Sweeper itty | 











Rack Toppers 


big "Biscell Sweeber Gift “dion 


National advertising and free retail sales helps 
are planned and timed for Christmas profits 





Big girls, little girls, and femmes-in-between—they’'ll all find a 
Bissell Sweeper a work-saving gift! That's why Bissell® plans a big 
FATURE yuletide promotion that will put a Bissell under every tree! 


FIT We launch the whole idea in big full-page advertisements in the 

magazines your customers use as buying guides: American Home, 

Today's Woman and Canadian Home Journal in November; Good PROMOTE THE BISSELL QUEEN 

Housekeeping, Better Homes and Gardens and Chatelaine for —- ; , 
America’s most beautiful sweeper has real gift 


December. appeal, all the newest Bissell features. Brush 


. . j ically to carpets thick or thin. 
An ‘ b = adjusts automatically P 
d, naturally, we're offering all the sales aids you need: news niger iter dine eng on ren ere 


paper mats, folders, fact tags, handle cards, rack toppers. the Bissell Queen for Christmas profits. To re- 
, 2 tail at $11.95. Slightly higher in West and 
You'll want to check your line, too! Got enough sweepers to meet Coane. 
demand? Some for small fry, too? Make extra sales with Bissell’s Little Queen— 
a children’s model that really sweeps. To retail 
For more details, for all sales aids, write: at $2.69. Slightly higher in Canada. 





Bissell Carpet Sweeper Company, Grand Rapids 2, Michigan. 


5, 1953 
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Hand Tool Display 


Called the Action Board, this 
hand tool merchandising display 
emphasizes tools’ many uses in the 





home, on the farm and on the car. 
Measuring 21 x 21 in., display is 
free with purchase of tools dis- 
played. Included are 58 tools: 12 
open end, ten 45° box end and 12 
combination wrenches; twenty 12 
point, 4% in. drive socket wrenches 
plus reversible ratchet; 15 in. Flex 
handle, 10 in. and 5 in. socket ex- 
tension, also % in. drive. New 
Britain Tool Co. 


For more data circle No. 65 on postcard, p. 165 


Masonry Bit Display 
Point-of-purchase display holds 
complete assortment of 30 carbide- 
tipped masonry bits, ranging in 
size from 3/16 in. to % in. in dia- 
meter. Utility lithographed six- 
color display stand is shipped with 


+ 94 types of 
masonry 


ed Sétomp s / 


+, 





all bits in position; only back panel 
needs to be put in place. Black & 
Decker Mfg. Co. 


For more data circle No. 66 on postcard, p. 165 


Garden Tool Display 


This self-service garden tool dis- 
play takes 2 x 4 ft. of floor space 
and features a mechanical smithy 





at the top which actually moves 
and produces a heavy mechanical 
sound. Single flashlight battery 
keeps him busy for months with- 





out care. Display, AT100, holds a 
variety of tools and is offered free 
in special deal. Merchandise sup- 
plied at no cost makes display free. 
Village Blacksmith Co. 


For more data circle No. 67 on postcard, p. 165 


Bench Line Brochure 


Four-page brochure describes a 
new line of benches for power tools. 
Benches come in two sizes which 























it’s The Gift 

They Buy For 
Themselves And Give 
To The Whole Family 


IT'S EASIER THAN EVER TO SELL 


THE 


urniture 
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ALL-PURPOSE 
ELECTRIC 


POLISHER and SCRUBBER 


AND WORK SAVER FOR THE WHOLE FAMILY 


IT PRACTICALLY SELLS 
ITSELF IN THIS NEW 
GIFT PACKAGE 


It's a **STANDOUT”’! Colorful — New 
— and as modern as the appliance it contains. 
In white, colonial blue and flame red, and 

lined with rayon velour holiday red, it is equally 
appropriate for Holiday or all-year-round giving. And 
. it’s so sturdy that it can be used as a 

permanent storage container for the unit. 


ASK YOUR JOBBER TODAY OR WRITE FOR DETAILS. 
THE SHETLAND COMPANY « Lynn, Mass. 
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ually moves 

mechanical 
; attery 
onths with- 


SAFE STEAM HEAT FROM ANY WALL PLUG! 


there’s no other supplementary 
heat that compares with it... 





..| 6lectresteem 


ndise sup- ELECTRIC STEAM 


splay free. 


ure] RADIATORS 





a Sy 





‘e 

escribes a 

»wer tools, HIGHEST EFFICIENCY 
zes which Steam heat is the heat your custom- 


ers know and like best. They get true 
steam heat in ideal portable form 
in ELECTRESTEEM. They get true con- 
vection and radiant steam heating 
that builds up a cumulative, gentle, 
properly moist warmth distributed 
uniformly and abundantly to every 
corner of the room. There's just no 
S E comparison with straight-element 

heaters with their short blast of ex- 
cessively dry heat over a very 
limited “spot” area. There's just no 
supplementary heat comparable to 
ELECTRESTEEM’S abundant, uniform, 
healthy Steam Heat! 


SAFEST IN THE WORLD 


ELECTRESTEEM is as safe as a toaster 
—no fumes, no fire hazards, no ex- 
posed elements—as safe as the 
radiators in a regular heating sys- 


— tem. U. L. Approved — of course. 

he SELL THIS SAFE STEAM HEAT FROM ANY WALL PLUG 
ontains. ‘ ; 
age MOST ECONOMICAL Stock and sell profitable, fast-moving ELECTRESTEEM—the ideal 
scan Less than 2¢ per hour to operate! auxiliary space heater that gives your customers, in portable form, 
equally Most economical space heater ever the supplementary true Steam Heat they want to take the chill 





L 





Here's the straight all-important fact: 
There’s no heat like safe, dependable Steam 
Heat. It’s the heat your customers know 
best and like best. They get this same heat 
—abundant, uniform, healthful, moist and 
safe—in Portable ELECTRESTEEM—the 
world’s finest supplementary space heater. 
Hands-down, ELECTRESTEEM with its SAFE STEAM HEAT FROM ANY 
WALL PLUG, beats any other space heater on the market. 


































DLE FAMILY 


SELLS 
EW 





g. And built. Delivers more heat for less. out of cold rooms. Get your share of business from a market of 
d asa Exclusive patented all-steel construc- more than 44,000,000 prospects. Stock, display and sell both the 
— tion transfers heat 4 times faster 8-Section $39.95 seller and the 10-Section $44.95 seller. Available 
: than old-fashioned cast-iron radi- in attractive Walnut or Ivory finish. Each model delivers man- 


— es it at | t. . : 2 - 
heme —ane Sone Tat ower see sized Steam Heat on midget-sized power consumption. 


PERFECT PORTABILITY ELECTRESTEEM has the right selling features, the right look, the 


ELECTRESTEEM provides ideal sup- right selling price—and best of ai— YOUR MARKUP IS RIGHT. 
plementary heat anywhere. It's light- 

weight, readily portable—carries a 
easily by convenient handle so it GET THE PROFIT FACTS TODAY: 
con be put where desired in a jiffy. 
Just plug in anywhere for abundant, 


safe, healthy steam heat. ELECTRIC STEAM RADIATOR CORP. 
2 ELECTRIC AVE., PARIS, (Bourbon County) KENTUCKY 
World’s Largest Maker of Electric Steam Products 


ETAILS. 
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McGill “CANT MISS” 


mouse & rat traps 


TO HELP YOU SELL 








Write 
Today For 

Complete 
Information 


McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 


| SEIT 
sell it 


samen 






















Graphite? 


Lock FLUIo 





LOCKEASE” 
|Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
your jobber. 


American Crease Stick Co. AGs i 


Muskegon, Michigan 














0 PRODUCTS 
Stainless DOOR-EASE Stick 
Lubricant in two sizes, 1S5¢ and 
39c; AMERICAN Dripless Oil in 
a 4-oz. oiler, 29c. | 








@ For more information on these products and services 
use free post card on page 165. 


cover the complete range of sizes 
required for mounting the standard 
line of small power tools. Benches 
are adjustable for height so as to 
obtain proper working height for 
each tool, and for width to accomo- 
date wide range of mounting cen- 
ters. Made of 12-gage die formed 
parts arc welded for strength and 
rigidity. Morrison Products, Inc. 

For more data circle No. 68 on postcard, p. 165 


Christmas Boxed Hammer 


This E-16C 16 oz. nail hammer 
comes packed in a gold and red gift 
box for Christmas sales. Hammer 





has one-piece Head and handle with 
genuine sole leather grip, double 
lacquered for a lustrous non-slip 
finish. Hammer with Christmas box 
retails for $3.65. Estwing Mfg. Co. 
For more data circle No. 69 on postcard, p. 165 


Lockset Installation 


Illustrated pamphlet on speedy, 
efficient installation of locksets is 
available for mailing to prospects 
and for store distribution. Nine 
picture sequences show how easy 
it is to install this line of resi- 
dential locksets. Among _ aids 
covered in pamphlet are 1- and 3- 
hole jigs, mortiser, boring bits and 
cylinder removing tools. Kwikset 
Sales & Service Co. 


For more data circle No. 70 on postcard, p. 165 
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Wrist Watch Displays 

Two counter displays are offered 
for Sentinel “Dart de luxe” wrist 
watches. No. 175 contains six gift- 


DART Delum 





boxed watches in chrome cases with 
chrome-plated expansion bands that 
retail for $6.50 each plus taxes. 
No. 176 contains gift-boxed watches 
in non-tarnish yellow metal cases 
and matching gold plated expansion 
bands that retail for $7.50 each plus 
taxes. E. Ingraham Co. 

For more data circle No. 71 on postcard, p. 165 


Ice Melting Folder 


Six-page folder on Ice Rem, ice 
and snow melting chemical pellets, 
illustrates free ads available to 
dealers. Folder also contains Ice 
Rem ads in various sizes, product 
illustrations, logos, radio commer- 
cials, and a special supplement for 
automotive supply outlets. Speco, 
Ine. 


For more data circle No. 72 on postcard, p. 165 


Storage Bag Merchandiser 


This four-level metal counter dis- 
play rack for See-Safe plastic 
storage bags is free with purchase 
of complete assortment of merchan- 
dise whose retail value is $41.44. 
Each rack holds 56 bags: 18 bags 
for ladies’ and men’s suits; 24 
bags for dresses, coats and linens; 
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ANNOUNCI 


3RD NATIONAL 


INDEPENDENT 
HOUSEWARES 
EXHIBIT 


Morrison Hotel, Chicago 


JANUARY 14-21, 1954 


More Space 
More Exhibitors 
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THANKS TO THE MANY who made our first two shows 
so successful, the buyers who visited us and bought our wares, 
the exhibitors who displayed their wares, and the people behind 
the scenes who made all this possible. 
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We will strive to make each succeeding show bigger and better 
for both you and our exhibitors. 
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INDEPENDENT HOUSEWARES EXHIBITORS, INC. 


4610 W. 21st Street © Town Hall 3-1220 @ Chicago 50, Illinois 
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@ Made of copper, plain 
steel, copper plated steel, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. 





COLUMN 


@ Seamless copper ball 
floats carried in stock in 

diameters of 3", 4", 5", 

e.7 8. C onl 72" BALL 

for open tanks and pres- | 
sures of 25, 50, 100 and 
150 Ib. Floats in spe- 
cial sizes and pressures— 


MADE TO ORDER. Stain- ct. 

less steel ball floats FLAT CYLINDIRCAL | 
larger than 12" diameter 
can be made up spe- : 
cially. Write for METAL ' 
FLOAT catalog. 


ARTHUR HARRIS & CO. | 
OEPT. HA, 210-218 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
Since 1884 
FLOAT MANUFACTURERS » = fir 
ENGINEERS » METAL FABRI- 
CATORS » COPPERSMITHS 


e BRONZE FOUNDERS 











CYLINDRICAL 





CYLINDRICAL 











( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT S 


STICKS ANC STAYS pyr 








Most dealers report: 






arham~s Rock- 
Hard Water Putty 
a you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It stieks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 






























METAL FLOATS. 


Engineered To Your Specifications | 


| grouped on one level 
| Items are individually packed with 


TO HELP YOU SELL 








six extra large bags for formals 
and drapes, and eight large utility 
bags for blankets. Each size is 
of rack. 


colorful labels that list proper size 
for particular use. Retail prices of 





59¢, 69¢, 79¢ and 89¢ are marked 
on each wrapper. Mehl Mfg. Co., 
Div. of Sydney-Thomas Corp. 


For more data circle No. 73 on postcard, p. 165 


Hinge Display Rack 

This display rack is available on 
a special introductory offer consist- 
ing of a complete stock of Fast- 
inges, new no-mortise five-knuckle 
hinges. Hinges are colorfully boxed 
for maximum display in metal floor 





rack. Offer includes Day-Glo pos- 
ter and supply of advertising 
pamphlets. No-Mortise Hinge Corp. 


For more data circle No. 74 on postcard, p. 165 


Tool Merchandiser 
All-purpose snip and plier sec- 
tion and a metal floor stand have 
been added to company’s self-selling 
tool merchandiser. Taking less than 
32 in. of floor space, a flashing 
plastic beacon, located behind the 
tools, draws attention to the dis- 
play. New snip and plier unit holds 
19 tools and fits on top of the mer- 
chandiser. Metal floor stand is 





easily attached to old and new mer- 
chandisers. Each of 150 tools on re- 
volving blue and white merchan- 
diser is priced for easy selling and 
shadow-marked for quick restock- 
ing. P & C Hand Forged Tool Co. 


For more data circle No. 75 on postcard, p. 165 


Hand Warmer Display 

One of these new display pieces 
is included with every carton of 
six gold plated gift hand warmers, 
either giant or standard size. Color- 
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DISPLAY CM Chain in eye-catching 
dealer drums. They attract customers... 

make it easier for you to serve them. 
They help you build a bigger, 
more profitable 
chain business. 






The name that 





RINGS UP 
SALES 


i 


A well-known name and a busy cash register go hand 
in hand. CM Chain has the name—long-established... 
highly regarded...constantly promoted through regu- 
lar advertising. Put that name to work for you. Carry 
CM Chain for your trade. There’s a type and size, in- 
cluding specialties and attachments, for every pur- 
pose. Next time you order chain, do it by name... 
specify CM Chain with the distinctive “Inswell” weld. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 



















you can’t beat a 
\ DELCO WATER SYSTEM 
franchise 


Check any Delco Dealer and 
you'll discover he’s pocketing 
EXTRA cash every month with 
the line that’s built for profits 
. .. built for easier, faster sales 
. . . built trouble-free to elimi- 
nate excess service that can 
quickly eat up profits. 


General Motors Engineered to bring you years ahead de- 
sign features that guarantee capacity .. . assure positive 
delivery of every gallon promised or more. ~. 


The Complete Line of Full-Rated Pumps boasting unu- 
sual flexibility. There’s a type and a capacity to handle 
every customer need with the least amount of stock. 


Competitive Pricing combined with finest quality, the ex- 
clusive result of General Motors famous production methods. 
It’s a double-barreled combination that can’t be beat. 





DELCO C-12 WELLMASTER 
SHALLOW WELL PUMP 


Fully assembled with auto- 
matic controls, ready to go. 
Self-contained; 225 ghp ca- 
pacity —ideal for small farm, 
suburban home, cottage, 
summer camp, or use as 
booster for present system. 
12-gallon galvanized tank, 4 
hp Delco Rigidframe Motor. 


DELCO CONVERTIBLE 


JET PUMP 

Can be used in either deep or 
shallow well installation 

can be converted from onc to 
the other later if water table 
changes. No pulleys, belts, or 
wheels . . . only one moving 
part. 4%, \%, %4 or Lt hp ca- 
— up to 1,620 ghp. 

-pths of 120 feet 


Choice New Franchises Available Now 


For facts and information about com- 
plete Delco line, write or wire Dept. 
HA, Delco Appliance Division of 
General Motors, Rochester 1, N.Y. 


For a good deal DEAL WITH DéLtO 


Manufacturers of famous Delco-Heat oil- and gas-fired burners, 
Conditionairs, boilers, and water heaters 
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HANDLES—HICKORY—HANDLES 


See 


Jobber 
Salesman 




















LA PIERRE-SAWYER HANDLE CO. 


JACKSON, MISSOURI FOR OVER 50 YRS. 


SHOP KING 


oe Dby Wilton 


THE FINEST NAME IN VISES 


You used to pay more! Now! 
Wilton, the very best, costs 
ne more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 








complete vise department 


we 


WIE TON alle foes 


FINES 
AME tH Vists 


See Wilton’s complete Vise 
Display Unit! You'll sell more 
and make more from 

Wilton’s Display units . . . It 
shows the most — sells the 
best. Three different 
arrangements to choose from. 
1% square feet of counter 
space is all it takes. Write now 
for the whole story. 


WILTON TOOL MFG. CO 
WRIGHTWOOD AVE. « CHICAGO 14, ILLINOIS 


A-10 
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USE HANDY COUPON! Gentlemen: Please send me your new Free Catalog: : 
Name i 

t 

WRITE NOW FOR Company 
FURTHER INFORMATION Address_ ! 
City. Zone. State 1 

Rite apbnepis dn tnen ina dn ciunanendedrdeavnipasebandbabin J 














7O HELP YOU SELL Jour 





@ For more information 
on these products and 
services use free post 
card on page 165. 


ful counter display piece features 
a model of the Jon-E warmer in 
recessed compartment and has price 
spot for dealer’s use. Aladdin Lab- 
oratories. 


| For more data circle No. 76 on postcard, p. 165 


Tool Bar-Glass Shelf Unit 


Combination tool bar and glass 
shelf display unit is made of ply- 
wood with recessed black baseboard. 
End posts and top are oak with 
center back 34 in. plywood, finished 
natural or enameled any desired 





color. Best of unit is finished in 
natural oak. Available in two 
double side models, one with glass 
shelves and the other with wood 
shelves; and one single side model 
(half of illustrated unit). Double 
side model with glass shelves sells 
for $168.98; with wood shelves, 
$181.05; single side model, $112.58. 
W. C. Heller & Co. 


For more data circle No. 77 on postcard, p. 165 


Window Care Booklet 


What Home Owners Should 
Know is the title of a new free 
consumer how-to booklet that con- 
tains more than 12 illustrations, 
shows how to cut glass, putty 4 
window, scrape paint and wood- 
work, and how to use a putty knife 
and scraper. Quantities of booklet 
are available to dealers for their 
customers. Hyde Mfg. Co. 

For more data circle No. 78 on postcard, p. 165 


(Resume reading on page 14) 
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Jour Source of Supply 
lor K 





and GIFTS 
hei GROWN-UPS, too! 


a ee oe 
Philadelphia 


Here you can buy practically everything for 
everybody for Christmas selling, on one in- 
voice—for one shipment. 






Our stocks have never been more complete. 
Toys « Games + Dolls +» Wheel Goods... 
most Everything! 

Also the best of small Electrical Appliances, 
Clocks + Watches + Home Utilities + Electri- 
cal Utility Tools and Sets + Luggage + 
Lighters, etc., etc. 


These are some of the famous names of 
Nationally-Known products at TRYON’S: 


“Keystone”, “Ronson”, “Universal”, ‘Sun- 
beam”, “Revere”, “Flint”, “Cosco”, “Tele- 
chron”, “Wollensak”, “Kodak”, “Hallmark”, 
“Lionel”, “Structo”, “Marx”, etc. 


You'll find it very worthwhile to pay our 
display rooms a visit. 


OUR 1953 TOY AND GIFT CATALOG 


has been mailed to all regular 
TRYON customers through- 
out the U.S. 





815 ARCH ST PHILADELPHIA 5, PA 















































the biggest SELF-SELLING 


EXTRAS 


ever offered 


Every single tape packed in an ir- 
resistible crystal-clear plastic util- 
ity case! PLUS—rich metal-edge 
carton that is a display in itself! 
And in each “White-Tape”— more 
quality extras than in any tape at 
any price! Yet Evans “White- 
Tapes” still start at a sensible 
$3.49 list price. 


6.8 10nd NOW Ercacety LC EL L-O-N-6 


Another outstanding EVANS EXTRA! Each EVANS 
Pocket “White-Tape” in clear Tenite utility case. 
1-dozen assortment carton becomes a counter display. 
Inside ...a special display for one each 6, 8, and 10 ft. 
tapes, and three extra display cards for individual tapes. 


vans & 60. 


Grr 410-416 TRUMBULL ST., ELIZABETH, W. J. 
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Schmoyer’s (Boyertown, Pa.) Self-Service 
Store Opens; Two Ace Stores Change Hands 


Boyertown, Pa. — Schmoy- 
er’s newly designed, greatly 
enlarged self-service hard- 
ware store recently held its 
formal opening. The store 
has a new, modern front with 
wide plate windows. 

The business started nearly 
75 years ago as a coal yard 
and feedmill, since has grown 
many times its original size. 
Owned by Luther H. Schmoy- 
er, the store’s general man- 
ager is Adrian Seiders. The 
present office and store build- 
ing, and a two-story addition 
in the rear, were started in 
March, 1952. Part of the 
construction was completed 
in November, 1952, while the 
remainder was just recently 
finished. 

The new quarters are 
42x80 ft., plus the annex of 
26x76 ft. 





Sioux Falls, S. D—L. W. 
Robson, president of Ace 
Hardware Stores in Sioux 
Falls, has sold his interest in 
the No. 1 store at 909 E. 8th 
St., and the No. 3 store at 8th 
St. and Main Ave., to his 
partner, Willard Cowman, 
and Ed Howlin of Grand 
Forks, N. D. 

Mr. Robson will retain sole 
ownership of the store at 
2422 W. 12th St. He will 
change the name of the store 
to Robson Hardware. 





Livermore, Calif. — The 


Fitzwater Elected Head 
Of Valley Supply Co. 


The board of directors of 
the Valley Supply Co., El- 
kins, W. Va., wholesaler, 
elected J. H. Fitzwater presi- 
dent of the company at a 
recent meeting. He succeeds 
his brother, the late Walter 
N. Fitzwater, as head of the 
firm. 

The new president has 


(Continued on page 204) 
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General Hardware Store, 73 
S. Livermore Ave., recently 
held its grand opening. It 
was formerly the Bud Bent- 
ley Plumbing & Hardware. 


H. B. Wykie is the new 
owner. 
Benkelman, Neb. — Wade 


Hardwick is the new owner 
of the Barger Hardware, 
which he has purchased from 
Lester Kline. 





Cedar Springs, Mich. — 
Glen Doyle has sold the Doyle 
(Continued on page 216) 





Kimball Retires After 
39 Years With ZCMI 
Harold C. Kimball, divi- 
sion merchandise and sales 
manager of ZCMI Wholesale 
Distributors, Salt Lake City, 
Utah, wholesaler, has an- 


nounced his retirement effec- 
tive Oct. 1, after 39 years 
of service with the company. 

Mr. Kimball has advanced 





HAROLD C. KIMBALL 


from billing clerk to his 
present position, which is 
merchandise and sales man- 
ager of hardware and drugs. 

Mr. Kimball will rest a 
few weeks, after which he 
may decide to represent a 
manufacturer in the Utah 
area. 


Bower Co. Holds Annual 
Hardware Exposition 


The Bower Co., Inc., Bain- 
bridge, Ga., wholesaler, re- 
cently held its second annual 
September Hardware Exposi- 
tion at the Consolidated Club, 
in Bainbridge. 

Fifty -four manufacturers 
set up display booths for the 
one-day show, and had one 
or more representatives on 
hand to distribute literature 
and answer questions about 
the displays. 

Retail hardware dealers 
from Georgia, Florida and 
Alabama, numbering 345, 
registered and attended the 
exposition. 

The dealers, their employ- 
ees and families spent the 
day inspecting the displays 
and discussing the merchan- 
dise. 

In the evening a barbecue 
dinner was served to the 
more than 600 guests. The 
dinner was followed by danc- 
ing. 





Hibbard, Spencer, Bartlett & Co. Opens 
Annual Gift Show, Which Concludes Dec. 1 


Hibbard, Spencer, Bartlett 
& Co., Evanston, IIl., whole- 
saler, has opened its annual 
gift show in its auditorium 
at 2201 W. Howard St., in 
Evanston. The show, which 
opened in mid-September, 
will continue until Dec. 1. 

Featured in the exhibit of 
gifts are new electrical ap- 
pliances of every description, 
new power tools, chrome, 
copper and glassware. 

The show began with an 
open house for Chicago deal- 
ers and was high-lighted by 
factory demonstrations. Do- 
it-yourself demonstrations of 
power tools for the handy- 
man consumer were con- 
ducted by factory representa- 
tives. The opening was at- 
tended by 400 persons. 

The decorative cover of 
Hibbard’s new Christmas gift 
book, “Gifts For Everyone,” 
furnishes a colorful backdrop 


motif on which actual mer- 
chandise is displayed. A new 
Christmas wrappings display 


fills one counter in the show, 
and a special selection of 
most popular toys for 1953 
occupies the stage. 
Although presented for 
dealers, this year’s show has 
(Continued on page 210) 





Shown above at one of the recent sessions of the annual 

gift show being staged by Hibbard, Spencer, Bartlett & 

Co., Evanston, Ill., wholesaler, are William G. Hibbard, 

second from left, city sales manager of the firm and 

F. H. Steinmann, fourth from the left, assistant general 

sales manager of the company. They are greeting H. 
Moshen, a visitor to the show. 
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; Annual Samuelson Heads Sales eral Electric Co., Bridgeport, oe ~~ 
ition Bt Geceaice Yoel Co. aes i | Billings & Spencer Co, Buys Majority Of 
. Batn. ; . F. Stark, present sales . 
ae oe R. J. Samuelson has been manager of the department, Common Stock of Peck, Stow & Wilcox Co. 
nd annual cae iontiog re ney will retain the responsibility The Billings & Spencer are the present directors of 
e Exposi- Sane for electric irons and mixers, (Co Hartford, Conn., on Sept. Billings, in addition to Mr. 
ated Club, and A. H. Heitzler, formerly 95 announced the purchase Lacey and Mr. Wilcox. Mr. 
sales manager of the com- Ahern became chairman of 
ifacturers pany’s clock department, will the Pexto board and Mr. 
1s for the assume sales management of Lacey will be chairman of the 
had one toasters, grills and coffemak- Billings board. 
atives on ers. Each company has an en- 
literature D. H. Edwards, a former viable reputation for its re- 
ns about district sales manager of the spective products, it was 
division’s North central dis- pointed out. The Billings & 
dealers trict and special accounts Spencer Co. was established 
rida and representative, has been in 1869 and is one of the 
ring 345, named to fill Mr. Heitzler’s oldest manufacturers of hand 
nded the post as sales manager of tools in the country. 
clocks, according to M. M. It has built a world-wide 
’ employ- Wheeler, manager of that reputation fgr the quality of 
pent be R. J. SAMUELSON department. its ccatinanalillie in the de- 
displays 
ceenetnn, ROLAND J. AHERN 
bart Janney Sets Dates For of the majority of the com- 
‘becue i pete age eel 
i a Retailers’ Conference pcs Renee pee — 
: ileox Co., of Southington, 
sts. The The Janney Retailers’ Con- Conn. Roland J. Ahern is 
by danc- ference and Spring Market, president of Billings & Spen- 
sponsored by Janney, Semple, cer and Mark J. Lacey is 
: Hill & Co., Minneapolis, president of Peck, Stow & 
the show, Minn., wholesaler, will be wijcox. 
ection of held in Minneapolis next The Pexto board of direc- 
for 1953 January. tors resigned, with the excep- 
The three-day event will tion of Mark J. Lacey, presi- 
ited for begin on Monday, Jan. 11, dent, and Samuel G. Wilcox, *° 
show has 1954, and will continue until executive vice-president. 
ye 210) The new directors of Pexto 








A. H. HAWKINSON 


lee Tool Co., Div. of Green- 


Wednesday, Jan. 13. 





W. W. Conde Hardware Co. Celebrates 75th 





MARK J. LACEY 


manufacture of 


sign and 
lee Bros. & Co., Rockford, 7 a! ; 99 wrenches and_ shop _ tools 
Ill, at a recent mecting of ear With “Anniversary Days” Sales Event Se ee 


the firm’s board of directors. 
At the same time it was 
also announced that A. H. 
Hawkinson has been appoint- 
ed sales manager of the com- 
pany’s western division, and 
(Continued on page 202) 





G-E Forms Sales Div. 
For Electric Housewares 


The W. W. Conde Hard- 
ware Co., Watertown, N. Y., 
wholesaler, recently  cele- 
brated its 75th anniversary 
with a three-day sales promo- 
tion event, called Anniver- 
sary Days, held at the firm’s 
retail outlet known as 
Conde’s. 

As part of the occasion, a 
brochure entitled “75 Years 
of Conde Progress” has been 





through industrial supply 
distributors and hardware 
wholesalers. Billings com- 
mercial and specialized pre- 
cision drop forgings are 
produced for diversified in- 
dustries. 

The Peck, Stow & Wilcox 
Co. was established in 1785 
and manufactures mechanics 
hand tools and machines and 


annual A division of authority for prepared and_ distributed tools for the sheet metal 
lett & sales of electric housewares throughout the area serviced working industry. Its trade 
bard, products has been announced by the firm’s wholesale de- names Pexto and Worth are 
= ang by W. H. Dennler, general partment. The 20-page book- known far and wide among 
os manager of the electric house- let tells of the developments the hardware and machinery 
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wares department of Gen- 


(Continued on page 214) 
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W. W. CONDE, II 


trade. 
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STOOPLESS GRASS TRIMMER : 


Here’s the slickest outfit for trim- 
ming grass right up to the edge 
of walks, curbs, driveways, 
shrubbery, etc. Perfectly bal- 
anced. Electrically driven. Ex- 
clusive features give you eed 
sales advantages. 


Write today 


KAUFMAN MFG. CO 








Only Kaufman Builds Both 


for complete information 


KAUFMAN HEDGEMASTER 





Te Original Electric Trimmer with DOUBLE-ACTION 


~-4y, BOTH BLADES MOVE! 
fad Hf 

= Ral Share 1 why Hedgemaster will 
{| outperform any other electric 
ON +— trimmer on the market! Cuts 
- =~ cleaner — faster — easier. Two- 
position handle for easy one- 
hand operation. Duo-position 
cutting head for more convenient 

trimming. 








549 South 29th St., 
e Manitowoc, Wisconsin 














the Winter 


HEATING CABLE 


Don’t 
forget 


Market 
for G-E 


SETS 











cold frames, and greenhouses. 


Company, Bridgeport 2, Connecticut. 


: GENERAL @ 





Homeowners and farmers need portable, 
want-it” heat the year around. Step up your cold weather 
sales by offering General Electric heating cable sets to protect | 
pipes, valves, and pumps from freezing and bursting, and to 
guard against roof leaks and eave damage caused by ice 
accumulations. And in the spring, your customers will want 
‘ these heating cable sets to speed seed germination and seed- | 
ling growth by supplying beneficial bottom heat in hotbeds, 


““‘put-it-where-you- 


G-E heating cable sets are supplied ready to plug into 
110- or 220-volt outlets. A complete promotion program will | 
help you move them fast. For more information write Section | 
D110-1038, Construction Materials Division, General Electric 


Gru Can pul pow conf HCE th — 
ELECTRIC 


| 




















News of the Trade ————__--—_— 


Joseph Breck & Sons, of Boston, Purchases 
Henderson, Stumpp & Walter, of New York 


Luther A. Breck, Jr., presi- 
dent of Joseph Breck & Sons 
Corp., Boston, Mass., has an- 
nounced the expansion of his 





LUTHER A. BRECK, JR. 


company through the recent 
purchase of the Peter Hen- 
derson, Stumpp & Walter Co., 
New York. The merger 
places these nationally known 
seed houses under one man- 
agement and combined sales 
of the two companies in 1954 
are expected to exceed $8 mil- 
lion. 

Breck’s was established in 
1818 and is the oldest seed 
house in America remaining 
in the same family. Peter 
Henderson’s was founded in 
1847, and Stumpp & Walter 
in 1897. 

The six retail stores of the 
Peter Henderson, Stumpp & 
Walter Co. in greater New 


| York are located in Millburn, 


N. J.; Farmingdale, Long 
Island; Manhasset, Long Is- 
land; White Plains, N. Y.; 
Paramus, N. J., and Newark, 
N. J. Breck’s has two retail 
stores in the Boston area. 
Temporary headquarters 
for Henderson, Stumpp & 
Walter will be in Millburn. 
Lawrence Palmeter will con- 


| tinue as general manager, as- 


sisted by Stuart Block and 
the present staff, all of whom 
will work in cooperation with 
James Shiels, Breck’s vice- 
president in charge of horti- 
culture. 

Plans are under way to ex- 


| pand Breck’s catalog mail- 


ings for the Henderson, 
Stumpp & Walter Div. The 
complete line of Breck’s gifts 
and housewares will also be 
made available to Henderson, 
Stumpp & Walter customers 
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with the introduction of pre- 
tested merchandise that pre- 
viously had been offered only 
through Breck’s mail order 
catalogs. 

Expansion of the chain of 
stores is being considered, ac- 
cording to Mr. Breck, with 
plans for additional garden 
centers in the New York and 
New Jersey areas. 


Doepke Mfg. Co. Adds 
New Research Building 


A new research and engi- 
neering building has been 
completed at the Charles Wil- 


liam Doepke Mfg. Co., Ross- 
moyne, Ohio. 
The new structure mea- 


sures 60x60 ft. and cost $40,- 
000. A staff of five will work 
in the new quarters under 
the direction of Ott Moeh- 
ringer, for 10 years chief 
engineer of the company. 





Samuelson Heads Sales 


Of Greenlee Tool Co. 
(Continued from page 201) 
R. W. Stevenson has been 
named sales manager of the 

eastern division. 
Mr. Samuelson, the new 
vice-president, has been with 





R. W. STEVENSON 


Greenlee for 33 years and for 
the past 10 years has been 
sales manager of the tool di- 
vision. 





In New Factory 


The Fairgate Rule Co. has 
moved into its new factory 
at Cold Spring-On-the-Hud- 
son, N. Y. 
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setting sales 


RECORDS 


the DEMPSTER complete 

























Shallow-Well 
Reciprocating 


Deep-Well 
Reciprocating 











Multi-Stage 
Jetmaster 





Jetmaster 


Shallow-Well 
Jetmaster 





Flowmaster 
Hydrant 








Windmill 
Powered Pumps 


Centrifugal 
10-3600 GPM 


For 75 years Dempster’s reputation has been a sales- 
producing guarantee of reliability for Dempster Water 
Systems. From windmill-powered pumps to the latest 
multi-stage and submersible models, each new Demp- 
ster Pump has won instant acceptance because thousands 
of customers knew they could depend on Dempster 






Dempster’s 75th Year! 











= R Sab ned gee 


materials and workmanship. 
WATER SUPPLY Ten SUPPLY EQUIPMENT 













DEMPSTER MILL MFG. CO. 
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Clean, Safe Sidewalks 
BUILD 
STORE 

TRAFFIC? 


Use and Sell 
STERLING Auger-Action ROCK SALT! ~ 


Bring in More Customers and 
Extra Profits This Winter 


WNIENE NN 


MAKE THE WEATHER WORK FOR YOU — not 
against you. When a storm ties up the town, use 
STERLING Axger-Action ROCK SALT yourself. A 
clean sidewalk looks like a safe haven to harassed 
shoppers. Actually, it’s a wonderful chance to at- 
tract mew customers who, in fair weather, would 
continue to patronize your competitor. 

And, of course, that’s the time tq sell them 
STERLING Auger-Action ROCK SALT, too. Fea- 
ture two 10-lb. bags at a unit price—one for side- 
walks and driveways, the other for the family car 
—to provide instant traction in snow or on ice. 

So order your STERLING Auger-Action ROCK 
SALT now. Be prepared when the first storm hits! 
Posters on your windows. Stack-displays inside. A 
perfectly timed tie-in with STERLING weathercasts 
over 33 radio stations before and during every 
winter storm. Use Sterling! Sell Sterling! When 
the weather’s bad—it’s good business! 


STERLING 


AUGER-ACTION 


ROCK SALT 









) INTERNATIONAL SALT CO., INC. 

DEPT. H, SCRANTON 2, PA. 

0 Please send me free display material for STERLING 
Auger-Action ROCK SALT. 


=: ( Please have your representative contact me. 





Name . = 
Store Name ae % 
Street Address _— 
State 








City Zone 
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Stock Up Now! 


Imperial 
Calf and Cow Weaners 


Now’s the time to capitalize 
on the seasonal demand for 
Imperial Calf and Cow 
Weaners. Scientifically con- 
structed, they do a complete 
thoro-efficient job. What's 
more —Imperial’s quality 
builds repeat business 
through customer satisfaction. 
Order from your jobber now! 


IMPERIAL 
BIT AND SNAP COMPANY 
RACINE, WISCONSIN 














Eureka Calf 
and Cow #260 








Aluminum #345 


Stzes 1-2-3 





Sure Cure 
Calf Size #205 


Cow Size #206 


ed) 
Le 


Sure Cure 

Dull Disc Type 

Calf Size #203 
Cow Size #204 








Approx. Capacity at 5’ Head, 114” Outlet 


ing needs. Pump may 
tirely submerged without dam- 
age to working parts or the 
Neoprene—jacketed cord. 

No float adjustment necessary. 
The stainless steel motor hous- 


301 E. RESERVOIR AVENUE ° 


Please send full details on the Milwaukee line of sump pumps. 
NAME 
CITY 
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Drains Basements or Low Spots in Minutes 


THE Now MTTRN EN) 44: 


SUBMERSIBLE 


SUMP ano 


UTILITY PUMP | 


A General Utility Tool 
3600 


GALLONS PER HOUR 


Every plumber and_ builder 
should have one for his “ea 
ye en- 





ing serves as combination float 
and automatic switch control. 
Equipped with 
Volt, 60 Cycle A.C. Submatic 
Motor with factory sealed ball 
bearings permanently lubrica- 
ted. Easy to sell. 


MAIL THIS HANDY COUPON TODAY 


MILWAUKEE FLUSH VALVE CO. 





ADDRESS. 


MILWAUKEE 12, WISCONSIN 


_2ONe STATE 


ote 


1g h.p. BIS 














| 
| 


MODEL K-7004 





Fitzwater Elected Head 
Of Valley Supply Co. 


(Continued from page 200) 


been treasurer and general 
manager of the company for 
| the past eight years. He will 





J. H. FITZWATER 


continue as general manager 
in addition to his duties as 
president. 

At the same meeting of 
the board, William R. Fitz- 
water, assistant treasurer, 
was advanced to the position 


- ————— News of the Trade 


of treasurer, and Minter B, 
Rohr, who was vice-president 
for some years, was elected 
chairman of the board. 

J. H. Fitzwater has been 
associated with Valley Sup- 
ply and its predecessor, the 
Baldwin Supply Co., since 
1919, with the exception of 
two brief periods. He started 
with the Baldwin firm as a 
salesman. 





Toledo Pipe Names Cox 
Representative in West 


Marvin V. Cox has been 
appointed a _ representative 
for Toledo pipe tools, it was 
announced by Howard A. 
Mikesell, vice-president and 
sales manager of the Toledo 
Pipe Threading Machine Co., 
Toledo, Ohio. 

Mr. Cox, who will make 
his headquarters in Hunting- 
ton Park, Calif., will cover 
southern California, Arizona 
and New Mexico. He re- 
cently completed a training 
program at the company’s 
plant in Toledo. 


Cooper Mfg. Co. Holds Sales Convention 





Sales representatives from all over the nation, shown 
above, recently attended the sales convention held by the 
Cooper Mfg. Co., Marshalltown, lowa. The meeting came 
on the 40th anniversary of the firm and also marked the 
introduction of the company’s new factory building and 
offices to the salesmen present. New and improved Klip- 
per mowers were demonstrated at the meeting; the | 954 
advertising program was disclosed; and a representative 
of the Saturday Evening Post spoke on and explained 


the functions of national advertising. 


Other speakers 


at the two-day session included A. R. Cooper, president: 

H. M. Cooper, secretary-treasurer; Clayton H. Cooper. 

chief engineer; Glen Cooper, manager of the gasket 

department; Dayton C. Buck, director of sales, and 
Ralph Schmidt, sales manager. 
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Your 
Tackle 


Specialist 









TacKie SPECIALIST 
ERRED AT FAMOU 
<3 


Mr | 


THE TACKLE PREF 


§ FISHING SPOTS 


les. The 
kle some’ 
fishing tac 
hn o complete ine o <> 4 Power Glass s <B> Roe 
af! e rove ve 
wilt coll on you 7 luding the femovs wc 4 with our repres sentany' 
inc 


le line # ders plose 
1953 <> '* producer for 53. Or 


1 profit revent ! 
wilt be the ree eorly delivery and pr gespecttull 
re 
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yours 


Fe 






hen he calls w* it new 


500N 


sill call on of about 


Your H-I salesman—Mr. Tackle Specialist—is coming 
your way. He'll show you the largest, fastest selling, 
most profit-packed line of fishing tackle on the market 
today—the H-I line for 1954. It's the finest, largest 
line of tackle we've ever oftered—pre-sold by the 
industry's hardest-hitting, most consistent national ad- 
vertising program. Next year will be the biggest tackle 
selling season in history. Get ready to cash in with H-I 
—the tackle line that's preferred at both famous fishing 
and active buying spots! The first step is to see your H-I 
tackle specialist. Plan to spend plenty of time with him 





Dept. 3 


ORROCKS 
BOTSON 


<J 


Manufacturers of the Largest Line of Fishing Tackle in the World 





HARDWARE AGE, OCTOBER 15, 1953 









ivertising sells’em... 


ooda//, ROTARY 
POWER MOWERS 





To help you make the sale, Goodall sup- 
ports you with this triple threat advertising- 
merchandising program: 


National advertising in the big-circulation magazines 
arouses interest in Goodall...sparks the desire to buy. 


all dealer, we reinforce you with a cooperative plan 


) So prospects in your community know you’re the Good- 
for hard-selling local newspaper ads or radio spots. 


And to make certain you clinch the sale, we send you 
countless point-of-sale helps... and equip you with 
the Goodall Demonstrator for free home trials ! 


dall never lets yo 
"the sale. 


You never 


d of any mow 





the finest service recor 








Today, investigate the Good- 
all profit-maker line. Seven mowers—one for every 
budget and every mowing job— backed by the 16 years 
of pioneering experience and craftsmanship that have 
made Goodall America’s most wanted mower. Contact 
your Goodall Distributor or write us now. 


















21” SELF-PROPELLED 


—Features vertical direct 
drive to blade, horizontal 

direct drive to wheels. 242 
h. p. 4-cycle Clinton 
““Special’’ engine. 
Clutch control in han- 
dle grips, gear reduc- 
tion unit, differential, 
clutch safely enclosed 
in engine block. 











20” HEAVY wate 


—Exclusive 2 h. p., 4-cycle 
Goodall-Lauson engine 
with 3 crankshaft ball- 
bearings and special 
built-in oil pump. Ball- 
bearing wheels, adjust- 
able cutting height and 
handle height. 








IMPORTANT — a few choice Goodall Distributor and Dealer 
franchises available. Write. 
SELL THEM ALL WITH GOODALL 
e 17” 2-CYCLE GASOLINE @ 21” SELF-PROPELLED 
e 20” HEAVY-DUTY e 18” HEAVY DUTY 
e 18” STANDARD © 26” SELF-PROPELLED 
© 10” TRIMMER 


f/ MANUFACTURING CORP. 


407 | St. saan oe ee 18, Minn. 
Factory: Warrensburg, Mo 
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propellents. 





“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 

















E. I. du Pont de Nemours & Company (Inc.) 





OHIO STORE MANAGER REPORTS: 


Displays, Demonstrations and Suggestions 





What Consumers Think of Aerosols 


1953 Market Study 
Now Being Completed 


If you want to know more about the 
expanding market for aerosols and learn 
exactly what consumers in your field, 
and others, think about these modern, 
pressure-packed aerosol products. . . 
be on the watch for the results of 
Du Pont’s 1953 aerosol market survey. 

This is the seventh consecutive year 
that the Du Pont Company has con- 
ducted an extensive, revealing study of 

















the market for aerosols. The 1953 edi- 
tion will be a consumer survey exclu- 
sively, based upon reports obtained from 
consumers throughout the country. 
These people come from all walks of life 
... Students, housewives, business men 
and women and retired persons. .. assur- 
ing a clear, representative picture of the 
market situation. In response to a care- 
fully prepared questionnaire, they are 
now giving their candid opinion of the 
various aerosols being sold today. They 
are stating whether or not they consider 
aerosol dispensing superior to other 
methods... why they prefer or dislike 
pressure-packed goods in general... 
and what are their main reasons for buy- 
ing, or not buying, specific types of prod- 
ucts packaged in these modern con- 
tainers. 

Detailed reports of survey findings 
will be announced in later ‘‘Aerosol 
News” advertisements. These facts 
should prove very useful to you. They’ll 
help you prepare aeroso] merchandising 
and advertising campaigns that will 
reach—and sell—many more of your 
customers. Be sure to watch for these 
informative releases. 


206 





How Aerosol Products Are Packaged 


All low-pressure aerosol products on the 
market today are filled by one of two 
methods. One isthe refrigerated method, 
in which the active ingredients and 
“Freon” propellent are chilled to a very 
low temperature before filling; the other 
method is pressure filling, in which the 
active ingredient and ‘‘Freon’’ propel- 
lent are forced into thecontainer through 
the valve at room temperature. 

Both methods have certain advan- 
tages. Some types of aerosol products 
are better suited to pressure filling; 
others lend themselves to efficient filling 
by the refrigerated method. 

A typical low-pressure aerosol load- 


Fall Selling Suggestion 


Many aerosol products are worth spe- 
cial promotion during the fall months. 
It’s the hunting season in many locali- 
ties, and hunters are forever in need of 
all kinds of supplies. They’ll be in the 
market for aerosol-packed insect repel- 
lents, plastic sprays to protect guns and 
other equipment, waterproofers, dog 
sprays and various other products. You 
could effectively include these items in 
a timely window display along with 
whatever camping and hunting equip- 
ment you carry in stock. Put in a few 
branches of colored leaves, a pumpkin 
or some corn stalks, and perhaps a 
stuffed animal or bird for atmosphere. 
Costs you nothing, and it pays. 


ing machine is pictured above. At left, 
empty cans on a conveyor belt are un- 
scrambled and fed in straight line to the 
concentrate loading tank. Here, active 
ingredients are placed in the cans, which 
are then automatically moved to the 
“‘Freon”’ propellent loading tank. When 
this operation is completed, they are 
conveyed on the belt toa hot-water-bath 
tank, where the filled and sealed cans 
are leak-tested. Valves are also tested, 
and the containers are then moved toa 
packaging table where they are placed 
in cartons ready for shipment to dis- 
tributors. The entire operation is auto- 
matically handled. 


















































“She's been high-hatting.us ever since they've 
used that aerosol dog spray on her.” 
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“Kinetic”? Chemicals Division, Wilmington 98, Delaware 





Upped Aerosol Paint Sales 400% 


Space-Saving Feature of Aerosol Paints Appeals to Apartment Dwellers 


In selling aerosol paints over the past 
two years, the Shaker Heights Hard- 
ware Co. in residential Shaker Heights, 
Ohio, soon discovered that pushing aero- 
sol products helped boost sales and prof- 
its higher and higher. Late in 1951, they 
began stocking the complete line of aero- 
sols manufactured by the Sheffield 
Bronze Paint Corporation, Cleveland. 
Since then, “‘heads-up’”’ merchandising 
has sent sales soaring over 400 per cent 
... and they’re still rapidly rising, with 
more than 35 dozen sold during the past 
nine months. 


“Aerosol paints have certainly done 
plenty for us,’”’ says Mr. Meyer Silver, 
Paint Dept. Manager. ‘‘We set up 
snappy counter and window displays of 
Sheffield aerosols, and almost every day 
shoppers come in. . . stop and inquire 
about these items. Then we tell them 
about the product . . . its features and 
advantages. Very often we’ll demon- 
strate aerosol paints on a piece of tin 
or wood kept behind the counter. This 
proves to the customer that aerosol dis- 
pensing takes a lot of hard work out of 
painting jobs. Customers can see for 
themselves how easily they can save 
time and side-step fuss and muss. 


“Whenever a customer comes in for a 
small can of paint, a brush and some 





turpentine, we never fail to suggest try- 
ing an aerosol paint. We’ve made many 
first sales that way, and repeat sales have 
also been good. These aerosols do have 
pulling power, and we’re now stocking a 
variety of them all year-round: insecti- 
cides, plastic lacquers, mothproofers 
and seasonal items such as ‘Christmas 
snow.’ ”’ 


Mr. Silver traces the booming success 
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Demonstration takes customer home in spirit... lets her 
visualize how easy her own painting will be with aerosols. 


of aerosols in his store to the fact that 
many of the store’s customers are apart- 
ment dwellers . . . families who welcome 
the space-saving feature of paints in 
aerosol containers. They don’t havestor- 
age space in which to keep cans of paint, 
brushes, denatured alcohol, turpentine 
and other requisites of painting. In ad- 
dition, many customers are using gold 
and silver aerosol paints to ‘‘antique’”’ 
picture frames, headboards, hanging 
shelves and other pieces. Another fast- 
selling item is clear enamel to brighten 


up andirons, candlesticks and the like. 

This Ohio “success story’’ spotlights 
a fact to remember: today’s homemaker 
puts a premium on convenience and 
goes for products that promise easier, 
faster, neater work around the house. 
That’s why aerosols fill the bill. So why 
not get in step with the trend toward 
modern, pressure-packaging . . . back 
up aerosols with solid promotions in 
your own store and watch customers 
come forward and profits go upward. 
Try it. 





Why Majority of Aerosol Products Are Formulated with “FREON” Propellents 


Pressure packaging demands a depend- 
able propellent . . . one that’s safe in 
every respect and that will perform 
properly. To insure top quality and 
efficiency of operation, the vast majority 
of aerosol manufacturers make sure that 
their products are formulated with 
‘**Freon”’ propellents. 


Du Pont FREON® fluorinated hy- 
drocarbon propellents are nonflam- 
mable, nonexplosive, virtually nontoxic 
and noncorrosive. Over twenty years of 


intensive laboratory research and test- 
ing insure the highest purity and uni- 
formity that modern methods of manu- 
facture can produce. These propellents 
are ideal for formulation with many 
kinds of active ingredients, and they 
have made possible today’s great vari- 
ety of more than forty individual aero- 
sol-product types now on the market. 


Note: Although “Freon” flvorinated hydrocarbon pro- 
pellents th t are nonfl ble, certain other in- 
gredients in aerosol products may be flammable, in which 
case the purchasers should be warned. 
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* WOODRUFF KEYS 
“MACHINE KEYS 
*MACHINE RACK 
“TAPER PINS 
“COTTER PINS 

* SPECIAL PARTS 


and other Stanho products 


Mine 


Bulk or Packaged 
WRITE for CATALOG 


5 and PRICES = 
NOARD 
ORSE NAIL CORP 


NEW BRIGHTON, PA 




















: =>) 


WHENEVER YOU NEED 
BLOCKS OR 


be sure to refer to our 32-page Hardware Catalog “M”’. 











It’s packed full of information on the complete W-C 
line of Heavy and Shelf Hardware, which also includes 
Pulleys, Drop Forged Shackles, Wire Rope Sockets, 
Connecting Links, Thimbles, 
Hooks, Eye Bolts, Ring Bolts and 
countless other “Dependable” Fit- 
tings. This catalog will be sent 
free on request. Write for it 
today. 


TURNBUCKLES... 


WILCOX-CRITTENDEN 
“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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News of the Trade 





F. E. Myers & Bro. Promotes Kelley, Hudson, 
Derfler; Lists Other Territorial Changes 


The F. E. Myers & Bro. 
Co., Ashland, Ohio, has an- 
nounced changes in its out- 
side sales force and the pro- 
motion of three salesmen to 
district manager. 

J. M. Kelley has been ad- 
vanced to district manager 
for Colorado, eastern Idaho, 
Montana, Utah, Wyoming, 
Nebraska and Iowa. He has 
taken over the territory for- 
merly held by E. L. Board, 
who has been transferred. 
Mr. Board will continue as 
district manager for Ala- 
bama, Georgia, southern 
Mississippi and a portion of 
South Carolina. 

J. E. Hudson, former deal- 
er salesman in Ohio, has been 
promoted to district manager 
in that state. He will share 


territory with the present 
district manager, C. M. Par- 
quette. 


M. E. Derfler has been ad- 
vanced to district manager 
for Arizona, California, west- 
ern Idaho, Nevada, New Mex- 
ico, Oregon, Washington and 
El] Paso, Tex. He fills the 
vacancy left by the death of 
C. R. Jordan this summer. 

Other changes include: C. 
B. Austin, as district man- 
ager, adds western Pennsyl- 
vania to his territory in addi- 
tion to upstate New York. 
J. E. Tice also will cover 


North and South Carolina, 
Virginia, Maryland and the 
District of Columbia, as well 
as West Virginia, as district 
manager. 

Five new salesmen recently 
were graduated from a three- 
month sales training class at 
the firm’s main plant in Ash- 
land and are now serving 
their territories. They include 
W. R. Bauman, eastern Ohio; 
N. S. Glasgow, water condi- 
tioning specialist; J. W. 
Holmes, Wisconsin, Upper 
Peninsula of Michigan; T. R. 
Martin, Maine, New Hamp- 
shire, Vermont, Massachu- 
setts and Connecticut; R. L. 
Sebrell, Virginia, West Vir- 
ginia, Maryland, District of 
Columbia and Delaware. 

Other sales _ territorial 
changes include: R. W. Cul- 
bertson as dealer salesman 
in eastern Pennsylvania; W. 
T. Jones as field specialist; 
C. R. Snyder as specialist in 
New York City, New Jersey, 
Connecticut and Rhode Is- 
land. 

Also W. J. Wagner as 
salesman in southern Illinois 
and southeast Missouri; J. C 
Williams as_ specialist in 
Maryland, Delaware, District 
of Columbia, North and South 
Carolina, Florida and Vir- 
ginia; and S. C. Miller as 
representative in Canada. 








Northwest Hardware Club Holds Meeting 


More than 100 members and their guests, shown above, 
attended the last meeting of the Northwest Hardware Club, 


held at the Curtis Hotel, St. Paul, Minn. 


Those in at- 


tendance heard an explanation of the Do-It-Yourself 
Campaign. The meeting was presided over by Max 
Johnson, manufacturers’ representative, president of the 
club. Members of the Housewares Club and the Twin 
City Builders Hardware were on hand as special guests. 
The Northwest Hardware Club is now making plans for 
the Christmas party scheduled for Dec. || at the Minne- 
apolis Golf Club. 
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| The NEW easy action 
SCREEN --STORM 
DOOR 





Treason... 





rner as 
1 Illinois 


gh 1. UNCONDITIONALLY GUARANTEED 
District On every AJAX box you'll see this policy; 
id South “Your Money Back If It Is Not Of The _— 


ae Standards of Quality.” And, we mean it: 


“— 2. EVERY 5 MINUTES, A QUALITY CHECK 
————— Every separate operation, from our punch 
ting presses to our plating, is checked, at least, 
every 5 minutes to make sure that our rigid 
standards of quality are being maintained. 


3. YOU GET MORE — BUT YOU DON’T PAY MORE 
This means Competitive Prices. Even though 
AJAX stresses consistent high quality and offers 
customers a “plus” in service — every product 
is priced to meet or beat competition. | e Positive locking 


4. DEPENDABLE SERVICE ¢ No die castings 
Whether you order a gross or a dozen, e Full polished finish 
every order is important to AJAX and e Excellent closet latch 
receives quick, efficient handling. e Only 2—54" holes required. 

Bore 2¥g"’ deep. 

















5005 - BRASS LATCH & TRIM 
05005 - BRASS LATCH - STEEL PLATED TRIM 





e Simple installation 
e Easy action closing with door cleser 









For our interesting brochure showing the 
full line.of AJAX HARDWARE write to... 


q SPAY PM HARDWARE MFG. CORP. 
meee a0) 9 PADLOCK wo HARDIARE c 


LANCAST ae 
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SPECIAL ASSORTMENT:400 


Easy to Sell .. . Easy to Stock — 2 each of 6 fast selling 
Gift Salt 'n Pepper Sets ... All individually boxed. 


ec. 
Retail, 


(o) 4 53 Nor'Easter Weathervane 
(b) 4215 “Dutch Girl" 
(c) 2521 ‘Penguin Pals’ 


(d) #844 ‘‘Colonial Teapot’’ 
(e) £156 ‘‘Heavenly Pair’’ 
(f) #651 “World Globe’ 


Order today from your Jobber or write: 


DART CRAFTSMAN te torso Ay Yon 


NEW YORK 16, NEW YORK 


A COMPLETE LINE OF 

























Write for our New Catalog No. 12 illustrating our 
line of builders Hardware Specialties. 


ROCKWOOD 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 
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—————— News of the Trade— 


Yale & Towne Forms 
New Metal Products Div. 


A new division of the Yale 
& Towne Mfg. Co., Stamford, 
Conn., called the Powdered 
Metal Products Div., has been 
established in order to con- 
solidate the company’s ex- 
panding operations in the 
field of powder metallurgy. 

The new division unifies 
under one management the 
recently acquired Powdered 
Metal Products Corp. of 
America, Franklin Park, IIL, 
and the American Sintered 
Alloys Div., Bethel, Conn., 
acquired by Yale & Towne in 
1952. The new division will 
ke headed by George L. 
Bacher, recently appointed 
general manager. 





South Bend Bait Lists 
Sales Territory Changes 


The South Bend Bait Co., 
South Bend, Ind., has an- 
nounced various changes in 
its sales territories in order 
to better coordinate its sales- 
men activities with its new 
marketing program. 

W. L. Faulkner is now cov- 
ering New Jersey in addition 
to Pennsylvania, Washington, 
D. C., and a portion of New 
York, including New York 


City. Al Caputo is now work- 
ing the eastern half of New 
York state, except New York 
City, along with the New En- 
gland states. 

H. Bruns has been given 
territory of 


the additional 


North and South Carolina; he 
also covers Mississippi, Ala. 
bama and Georgia. C. Schill. 
ing is now direct sales 
representative for Florida. 
James Lough is now direct 
sales representative for In- 
diana, except Lake County; 
and Illinois, except the north- 
ern quarter. 

L. Sterk will now travel! 
South Dakota as well a; 
North Dakota, Minnesota and 


Wisconsin. Representation in}. 


all other areas remains un. 
changed. 





Black & Decker to Open 
Fourth Canadian Branch 


Plans to establish a fac. 
tory sales and service branch 
for Black & Decker Mfg. Co., 
Ltd., in Vancouver, B. C, 
have been announced by J. F, 
Spaulding, general sales 
manager of the portable elec- 
tric tool manufacturing com- 
pany. 

The Vancouver branch in- 
creases the total number of 
Canadian branches to four. 





Hibbard'’s Opens 
Annual Gift Show 


(Continued from page 200) 
already been attended by 
homemaker experts _ inter 
ested in examining hardware 
equipment for the home 
Martha Crane Caris, wh 
conducts a homemaker’s hour 
over radio station WLS, has 
been among those regular at- 
tendants of the gift show. 














Here is a view of the auditorium showing the many 


displays of the annual gift show being staged by Hibbard, 
Spencer, Bartlett & Co., Evanston, Ill., wholesaler. 
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12% POUNDS 





a 710 
oy NMAN NON 


or 500, 
Humming at 100:hours 


! 
For Long Life it’s the POWER PRODUCTS Lightweight 


Hundreds of thousands of happy users have proved 
by years of use that the POWER PRODUCTS 2-cycle 
engine is built for long life. 


The reason, of 
course, is that Power 
Products has added 
extra features that as- 
sure long-life and 
tr8uble-free perform- 
ance 


® LIGHTWEIGHT 

© MINIMUM EFFORT STARTING 

® LONG LIFE, LESS MAINTENANCE 
@ FULL CARBURETION 


@ BALL BEARING MAIN BEARINGS 

© SEALED DRIP PROOF CRANKCASE 

®@ FULLY ENCLOSED, FLY-BALL GOVERNOR 
® NO OlL CHANGING OR CHECKING 

© CLOG FREE COOLING SYSTEM 





These small extras make a big difference in per- 
formance . .. keep customers happy. . . make it pay 
to choose equipment powered by the Lightweight 


be modern-go Lightweight 
POWER PRODUCTS CORPORATION 
GRAFTON, WISCONSIN 
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Ubuwe Chruislinas Stacking 
ane you going To ll 7 


Order the right items, and you'll fill your own 
sock—with plenty of Yuletime profits: 


Sargent _asreaer * 


Feature this plier-cutter- 
wrench. The 414” size makes a 
fine stocking present for any - 
workshopper or outdoorsman. 


Sargent Parrot Head Pruner 


This neat number is a natural 
for the Garden Club brigade. 
Fits the feminine hand, cuts 
easily. And provides something 
he can buy for her stocking. 


Sargent Hercules Plane 


When she asks, ‘‘What present 
have you for aman?” come back 
with: “Have you any doors, 
drawers or windows that are 
hard to open?”’ Then show her 
the tool he needs to handle 
these jobs—the always handy 
Sargent Hercules Plane. 


These Yule wrapped Sargent gift items are ad- 
vertised for Christmas giving in Outdoor Life, 
Popular Mechanics and Better Homes and Gardens. 


Order an adequate stock from your jobber right 
away. Or, for details, write us, Dept. 1K. 





SARGENT & COMPANY 
New York «> NEW HAVEN, CONN. « Chicago 
Builders Hardware and Fine Tools since 1864 
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Ulan Frocior 


Hi-Lo 


ADJUSTABLE 


IRONING TABLE 
Easiest of ALL lables te Adjust-. Mest Stabfe 


gene Of _*™ a 
Pevarcroct by > 
Good Housekeeping 
<7 AovTeTst® ate 



























SALES 
FEATURES! 










No other table can match 


) ne Slate: Tic Contr 


. R <on Wheels 


EASIEST and SAFEST of 


2 
3. Seif-leve 
4 all ironing tables to use. 


wy 


IT WILL Ce Sf hy TABLE 


Here’s ironing ease no other table can equal . 
and sales features that can’t be matched 
in the industry. 

Here’s the ironing table that will let a twelve 
year old turn out more ironing in a morning 
than grandma could do in a day. 

Here’s the table that’s so good, it’s guaranteed 
to satisfy your customers or Proctor will give 
them their money back. 

And NOW'S the time to get the full story, 
and sales facts, that will make your cash register 
ring. Phone! Wire! Write! Today! 


PROCTOR 


PPLIANCE yo 
«vt © NAME yoy can * 
@ 3rd & Hunting ‘Park Ave., Phila. 40, Pa. 


Beautiful Chrome Legs. 


MADE! 


NATIONALLY 
ADVERTISED 
To 2 out of 3& 


of your customers 


Featured in the magazines 


that start the smash 


hits in sales! 





FASTEST SELLING, 
the world’s largest 


BEST KNOWN, MOST ADVERTISED! 
of metal tables. 


FINEST TABLE, 


Made by Proctor, manufacturer ironing 
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Coordinate Proto Sales, Marketing Divisions 


Under Bandoli, NewVice-President of Sales 


Consolidation of the sales 
divisions and the marketing 
and research divisions of 
Proto Tools and all sub- 
sidiaries under the leader- 
ship of vice-president Marvin 
S. Bandoli, has been an- 
nounced by Morris B. Pen- 
dleton, president of the firm. 

In his new capacity as vice- 
president of sales, marketing 
and distribution, Mr. Bandoli 
will direct and coordinate all 
sales, merchandising, adver- 
tising, sales promotion, mar- 
keting and research activi- 
ties for Proto Tools, of Los 
Angeles, Calif.; the P & C 
Hand Forged Tool Co., Port- 
land, Ore.; the Penens Corp., 
Schiller Park, IIl., and Proto 
Tools of Canada, Ltd., Lon- 
don, Ont. 

Associated with Mr. Ban- 
doli are Clifford A. Faust, 
formerly advertising man- 
ager and now director of 
merchandising, advertising 
and promotion for all divi- 
sions; H. W. Oetjen, form- 


erly director of research and 
development and now sales 
manager of Proto domestic 





MARVIN S. BANDOLI 


sales; J. H. Perry, vice-presi- 
dent and sales manager of 
P & C Hand Forged Tool Co. 

Also H. H. Hyler, vice- 
president and sales manager 
of the Penens Corp.; Manuel 
R. Calvo, formerly assistant 
export manager and now ex- 


—-— News of the Trade 








port manager in charge of 
Canadian and export sales 
for all divisions; Nelson E. 
Bartoo, formerly industrial 
sales specialist and now di- 
rector of research and de- 
velopment for all divisions of 
the company. 

Also H. D. Norton, director 
of contract sales for all divi- 
sions; Louis Greenfield, as- 
sistant to vice-president and 
assistant sales manager for 
Proto domestic sales; Jay 
Womack, director of training 
and organization for all divi- 
sions, and William B. Rice, 
administrative assistant to 
vice-president and director of 
budgets and statistics for all 
divisions. 





Great Neck Saw Mfrs. 
Completes Warehouse 


Construction of a new 
warehouse has been recently 
completed by Great Neck 
Saw Mfrs., Inc., Mineola, N. 
Y. Built as an addition to 
the company’s Mineola plant, 
the new warehouse covers 
12,000 sq. ft. 


Conde Hardware Marks 
75th Anniversary 

(Continued from page 201) 
that have taken place in the 
company during the 75 years 
of its existence. 

In 1878 the firm was found- 
ed by William Wheeler Conde 
and he was succeeded in 1918 
by his son, Harold W. Conde, 
who in turn was succeeded in 
1950 by his son and present 
head of the firm, William 
Wheeler Conde, II. 

Recently the company ac- 
quired the business of the 
Onondaga Hardware (Co, 
Syracuse, N. Y., wholesaler, 
which is now operated as a 
wholly owned subsidiary of 
the Conde firm. 

It was announced by the 
company that a second retail 
outlet will be opened in Wa- 
tertown’s new Shopping 
Plaza being erected on outer 
Washington St. 

The Conde Social Club, an 
employee organization of 85 
members, recently held a din- 
ner and program commemo- 
rating the company’s anni- 
versary. 
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BOMMER SPRING HINGE CO., Inc. 


ANNOUNCES THE REMOVAL OF THEIR MAIN OFFICE 
TO THE NEW MODERN PLANT AT 





Builders’ Hardware 


BOMMER SPRING HINGE CO., Inc. 


Chicago 6, Ill., STate 2-6668 
Sales Office and Warehouse: 





BOMMER 


A trademark 
since 1876 
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Exposition 
BOOTH +410 
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Sales Office: 
180 N. Wacker Drive, 
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Leebaw Mfg. Co. Makes 
Schwarz Sales Manager 


James Schwarz has been 
named sales manager of the 
Leebaw Mfg. Co., Youngs- 





JAMES SCHWARZ 


town, Ohio, according to an 
announcement by Herbert 
Leebaw, company president. 

Mr. Schwarz was formerly 
employed by the Y & Y Dis- 
tributing Co., Philadelphia, 
Pa., as vice-president and 
sales manager. In his new 
position, he will direct the 


establishment of a national 
sales organization for Lee- 
baw. He will also direct cus- 
tomer service relations. 





Name Jorgensen to Post 
At Arvin Industries 


Elmer C. Jorgensen has as- 
sumed his duties as merchan- 
dising manager of the radio- 
TV division of Arvin Indus- 
tries, Inc., Columbus, Ind., 
according to an announce- 
ment by Paul W. Tanner, 
general sales manager of the 
division. 

Mr. Jorgensen has _ been 
with Arvin since July, 1952, 
as a radio-TV district man- 
ager in southern California, 
where he has been succeeded 
by Alexander Cameron. He 
fills a vacancy in the Arvin 
headquarters staff created by 
the advancement of Mr. Tan- 
ner to his present sales post. 





Wilson New Sales Head 
Of James Industries 
John F. Wilson has been 


appointed general manager 
for both the consumer and in- 














over 300 

inquiries 

first time 
ad ran! 


Advertised to the farm market in 
April for the first time, the new 
Chance Earth Anchor is already 
selling in volume. One dealer in 
a town of less than 3,000 popula- 
tion has sold 548! Investigate 
now. Get your share of profits— 
right from the start. Call your 
hardware jobber. If he can’t 
supply you—write us for full 


information and prices. 


es 


A-B-CHANCE CO- 


CENTRALIA,MO. 





... you'll save time . 
pensive corner posts. 


See your dealer 
or send coupon for 
more information. 





| 
| 
| 
| 
| 
5 
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News of the Trade—— 


You’ll improve the value of your farm and avoid 
repair costs on fences, grain bins, and other farm 
structures—if you strengthen and guy them now 
with Chance Earth Anchors. Especially made for 
farm use, it is an inexpensive one piece anchor 
that requires no digging, hammering, or special 
tools to install. Just screw it into the ground 
and attach your guy wire or cable. Your 
fences will look better and stay that way 
. -no need for ex- 








dustrial divisions of James 
Industries, Inc., Philadelphia, 
Pa. 

Mr. Wilson will supervise 
sales for the firm’s walking 
spring toys as well as its 
precision industrial springs. 





Phoenix Table Mat Co. 
Names Kasten to Post 
A. J. Kasten has been 
named sales manager, East- 
ern Div., for the Phoenix 
Table Mat Co., Chicago, IIl. 
Mr. Kasten will coordinate 





A. J. KASTEN 


sales along the eastern sea- 


board for Aristo-Mats. He 
will maintain headquarters 
at 286 Fifth Ave., New York. 





Name Dow District Head 
For Leschen Wire Rope 


G. N. Dow has been ap- 
pointed Chicago district sales 
manager, Leschen Wire Rope 
Div., H. K. Porter Co., Inc., 
St. Louis, Mo., it was an- 
nounced by R. J. Dickson, 
general sales manager. 

Until his present promo- 
tion, Mr. Dow had been dis- 
trict representative for Les- 
chen in Detroit. 

The Chicago sales district 
includes northern Illinois, 
Iowa, Wisconsin, northern 
Indiana, Michigan and Min- 
nesota. 


Brand Names Elects 
Two Firms 


The Devoe & Raynolds Co., 
New York, and _ Barreled 
Sunlight Paint Co., Provi- 
dence, R.I., have been elected 
to Brand Names Foundation 
membership at a meeting of 
the executive committee. 


Holds down fence repair costs 


more than pays for itself 


in what it saves 


















Send more information on your Earth Anchor 










CO 
ADDRESS 
MY DEALER'S NAME____-__- 














DEALER'S ADDRESS. 


This od appears in Capper's Farmer and Kentucky Farmer 
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(Continued from page 200) 


Hardware store to Kenneth 
O’Connor of Burton Heights, 
who with Lionel Sandro will 
operate the business. Mr. 
O’Connor owns the O’Connor 


Hardware store in Burton 
Heights. 
Westfield, Ind.—The O. H. 


New Hardware, Furniture & 
Variety Store has been pur- 
chased by the firm of Hin- 
shaw & Kiser. The new busi- 
ness will be known as the 
Hinshaw & Kiser Hardware. 


Garnett, Kan. — R. B. 
Davis, owner of the Davis 
Hardware store, has closed 
out his stock of merchandise 
and retired from active busi- 
ness. 

Gatesville, N. 
D. Williams has 
the Turner Hardware 
store from J. L. Wagoner. 


C.—George 
purchased 
Co. 


Minneapolis, Minn. — Me- 
Connell & Blomberg Hard- 


ware, a new store, has re- 
cently opened at Walsh’s 
Shopping Center. 

Akron, Ohio — Fire de- 


stroyed the Pettit Hardware 
store, 28 N. Main St., and 


damage was reported as 
severe. 
Denison, Tex—H. H. Pe- 


terson, owner of Peterson’s 
Hardwere, 311 W. Main, has 
opened an annex to the store 
at 425 W. Main. Harold 
Harman is manager of the 
new store. 


Miami Beach, Fla.—Far- 
rey’s Inc., hardware store, 
has been sold to Frank G. 
Fox and his son, M. F. Fox. 
Francis Farrey stated that 
his firm has withdrawn from 
the retail field to concentrate 
on the development of its 
wholesale business. 
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Clifton, N. J.—William De 
Vos has taken over full own- 
ership of the Clifton Hard- 
ware store, Main and Madi- 
son Ave. He recently pur- 
chased the interest of his 
partner, Henry VanVoren. 

La Farge, Wis.—Bernard 
Mick, Sr., has purchased the 
stock of Heckart’s Hardware 
and has taken possession of 
the store. 

New York, N. Y.—King- 
dom Paint & Hardware, Inc., 
3265 Third Ave., recently 
celebrated its third anniver- 
sary. The store, owned by 
Herman Bernstein, started as 
an exclusively paint business 
and in three years it ex- 
panded to include many well 


known lines of hardware 
items. 
The store is still in the 


process of expanding, putting 
increasing emphasis on self- 
service type merchandising. 


Burlington, Ky.—The Flor- 
ence Hardware & Appliance 
Co. held a formal opening of 
its store at its new lccation, 
on U. S. 25 and 42. Prizes, 


——_ 


demonstrations and refresh- 
ments were featured during 
the three-day event. 


Libertyville, 1[!1._—Clavey’s 
Hardware Store recently 
opened for business at its 
new location, 612 N. Milwau- 
kee Ave. The store is owned 
by David Clavey, who has op- 
erated it for the past six 
years. 

Fortuna, N. D.—John Selle 
has opened a new hardware 
store in this city. In a new, 
modern building, the store 
handles Marshall-Wells lines 
of merchandise. 


Lynchburg, Va.— Gilmore 
Agnor, of Lexington, has 
purchased the Chestnut Hill 
Hardware Co. store. 


Phoenix. Ariz. — The first 
Coast - to - Coast Hardware 
Store in Arizona _ recently 
held its grand opening at 
24th St. and Indian School. 
Eleven departments are fea- 
tured in the building which 
covers 2,000 sq. ft. 

The store is owned by Ver- 
non C. Eckelad, and he is be- 




















U.S. Pat. 2,508,305 





Announcing... 





THE ‘MOST POWERFUL MAGNETIC CATCH 
ON THE MARKET (TWICE THE POWER OF ANY OTHER) 


magnetic catches. 





The new super-power Magnecatch Model 140— for medium 
and large cabinet and closet doors, including walk-in closets. 
Beautifully designed in glass-clear high-impact plastic. Individually 
boxed, complete with screws. Opens up a great new market for 


Order from your wholesaler, or WRITE FOR FREE SAMPLE: 


We will send a free 





pl of M 


tch 140 to anyone in 


the trade who requests it on his business letterhead. 


Magnecatch 


THE LIFETIME CATCH WITH 
PATENTED SPRING-MOUNTED “FLOATING MAGNET” 
SELF-ALIGNING . . . FULL-FACE CONTACT .. . RATTLE-PROOF 


MAGNECATCH CORPORATION 


1028 Chamber of Commerce Bidg., Indianapoli 


4, | Ai 
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ing assisted in the business 
by Franklin Johnson and 
Robert Howell. 





Great Falls, Mont.—A new 
hardware store has_ been 
opened in a shopping center 
at Sixth Ave. N. and 25th St. 
by Bowers Hardware, Inc., 
of Choteau. Mr. and Mrs. 
Charley Bowers and Mr. and 


Mrs. Pete Huidekoper are 
partners in the firm. Mr. 
Bowers will manage the 


Great Falls business and Mr. 
Huidekoper’ will continue 
managing the Choteau store. 





Columbus, 
Langford and Nelson Myers 
of the Myers Appliance Co. 
have purchased Syd’s Hard- 
ware, 125 N. 5th. Syd 
Thweatt, former owner, will 
continue to manage the store 
under the new ownership. 





Raytown, Mo.—Edgar 
Moore is the new manager of 


HARDWARE 


BRIEFS 





the Smith Bros. Hardware 
Store. 
Warren, Ark. — An exten- 


sive remodeling program is 
under way at the main store 
of th: Hurley Hardware & 
Furniture Co. New and 
larger plate glass windows 
are being put on the front of 
the store, new asphalt tile 
floor is being added, the in- 
terior is being painted, flu- 
orescent lighting is being in- 
stalled, and new merchandis- 
ing fixtures are being added. 





Hartford, Conn.—The Cap- 


Miss. — Jack*itol Hardware Co. has open- 


ed a new store at 763 Weth- 
ersfield Ave. The firm is 
owned by Samuel Mazon. 





Hardwick, Vt.—Hardwick 
Hardware Co. which has 
been owned and operated by 
J. Bert Hooper since 1933, 
has been sold to Harold 
Willey. 





Waltco Representatives Meet in Chicago 





At the recent tackle show in Chicago, Waltco Products rep- 
resentatives met with company sales executives to see the 
new 1954 line of Waltco fishing rods. At the meeting Sid- 
ney L. Klein, executive vice-president, introduced the new 
“Hot 6” rod line. In the picture, seated from left to 
right, are: Sol Handleman, Robert Rothrock, Jr., Noland 
Penland, Robert Rothrock, Sr., Fred Partridge, William 
Rider, William Tombrink, Donald Ashton, Michael Badz, 
Vaughn Johnson, Robert Bronson, Arthur Krenzien, Wal- 
ter Krenzien, Joe Marks and Bert O'Conner. Standing, 
in the same order, are: Arthur Spoerl, Mr. Klein, William 
Kalweit, Albert J. Leeds, director of sales, Joe Spoerl, 
Walter L. Klein, president, and Harry Simon, associate 
sales director. 








ALERT SERVICE MEN SAY ( 





AND CHECK OFF 
THESE ADVANTAGES 


[] @uick PRoFiT 


CI 
CJ 


Generals are easy fo sell because customers 
need GF's positive filtering protection. 


EASY SERVICE 


Single-bolt assembly means instant, sure 
servicing — no time lost through troublesome 


“call-backs.” 


REPEAT SALES 


Seasonal cartridge changes aid in finding new 
filter prospects, assure lucrative, dependable 


earnings. 


Finest all-wool cartridge and GF’s unique filter 
design mean the safest filtering known! 





GENERAL FILTERS 


INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 


ANOTHER MONEY-MAKER! 


CLEAN RIGHT Soot Remover works safely, 
gently, quickly cleans any heating plant. 
Made for General Filters, Inc. 





2A-700 
for average needs 


FUEL OIL FILTERS 











1A-25 
for small stoves, 
heaters, etc. 











SUPER-FILTRATION 


Veteran fuel oil service men enthusiastically agree that GENERAL FUEL 


OIL FILTERS are the finest all-wool-cartridge filter money can buy! Easily 
replaceable felt cartridges not only reduce maintenance to a few simple 


steps but assure positive filtering which puts an end to unprofitable service 
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“call-backs.” One cartridge change covers the entire 
season. In addition, GF’s quick, out-in-the-open installations 
save you time and money on every job. 







43800 Grand River Ave. 
Novi, Mich. 


217 











AREA HEAT 


puts “barefoot 
comfort’’ in any 
home.. puts 


EXTRA SALES DOLLARS 
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in your pocket! 





When you tell your customers how easy it is to 
have “barefoot comfort” in their homes, they’ll 
go in a big way for Dearborn Area Heat! And 
when you sell Area Heat, you're stuffing your 
pockets with extra sales dollars! For Area Heat 
sales are multiple sales—not just a single Dear- 
born heater, but 3 to 6 heaters per sale, each 


+ 
5B . 
7 ‘ ® 





REGIONAL SALES OFFICES: 


Merchandise Mart, Dalias, Texas 
5830 N. Pulaski Rd., Chicago, III. 
513 Glenn Building, Atlanta, Ga. 
303 Merchandise Mart, 

Kansas City, Mo. 

3625 S. Grand Avenue, 

Los Angeles, Calif. 

Merchandise Mart, 

San Francisco, Calif. 





1700 WEST COMMERCE 


equipped with a Dear- 
born Automatic Control. 
Area Heat is a sure-fire 
profit-maker if you build 
a fire under your sales 
force. There'll be plenty 
of national advertising 
to back you up: ads in 
Saturday Evening Post, 
Better Homes and Gar- 
dens, Holland’s Magazine, 
Sunset, and Small Homes 
Guide and other top mag- 
azines — all selling Area 
Heat. Get busy now plan- 
ning your Dearborn Area 
Heat promotion. Then 
plan on the biggest sales 
year in your history! 


If you want help in map- 
ping your Area Heat sales 
drive, or if you need more 
detailed information on 
Area Heat, write, wire 
or call. 


STOVE CO. 


STREET *© DALLAS, TEXAS 


i ieee he 
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Keil Lock Co. Names 
Ricketson in Midwest 

J. J. Ricketson, Overland 
Park, Kan., has been named 


to represent the Keil Lock 
Co., Inc., Charlestown, N. H.., 





tu he 


J. J. RICKETSON 


it was announced by Herbert 
Kaplow, Keil sales manager. 

Mr. Ricketson, who main- 
tains headquarters at 7914 
W. 77th St., in Overland 
Park, will handle the com- 
plete line of key duplicating 
machines, key blanks, locks, 
latches, inquirers and lock- 
smiths’ supplies in the states 
of Iowa, Nebraska, Kansas 
and Missouri. 


Foley Names Seven To 
Handle Mower Line 


Appointment of seven re>- 
resentatives for its line of 
rotary power mowers has 
been announced by Walter 
M. Ringer, Jr., president of 
the Foley Mfg. Co., Minne- 
apolis, Minn. 

Stanley Anderson, Minne- 
xapolis and Elmhurst, II1., will 


cover the state of Illinois. 
Archie Shields, Huntington 
Woods, Mich., will travel 


lower Michigan and portions 
of Ohio. J. W. McGrory, 
Narberth, Pa., will handle 
the line in eastern Pennsyl- 
vania, Marvland and Wash- 
ington, D. C. 

J.J. Taylor, Buffalo, N. Y., 
will cover the state of New 
York. Kerr & Kerr, New 
York, will cover the greater 
metropolitan New York area 
and New Jersey. W-D Sales 


Co., Denver, Colo., will travel 


the southwest and Rocky 
Mountain area. Robert Brack- 
ett, Berkeley, Calif., will 


handle the line in northern 
California. 


Snap Products Appoints 
Four to Cover 15 States 


Representatives for four 
territories covering 15 states 
have been named by Snap 
Products, Inc., Chicago, IIl. 

Russell B. Kneedler, 5706 
N. Camac St., Philadelphia, 


Pa., will cover Maryland, 
eastern Pennsylvania and 
Delaware. J. W. Whitney, 
1421 S. Michigan Ave., 


Chicago, will travel Illinois, 


northern Indiana and Wis- 
consin. 

Stephen McKenzie, 109 
Temple Bar Building, Cin- 
cinnati, Ohio, will cover 
southern Indiana, southern 
Ohio and Kentucky. Alvin 
Role, 180 Seaver St., Rox- 


bury, Mass., will travel Mas- 
sachusetts, Connecticut, Ver- 
mont, Rhode Island, New 
Hampshire and Maine. 


Four Named to Handle 
Baiterator Bucket Line 


Four representatives have 
been named by the Baitera- 
tor Corp., New Paris, Ohio, 
to handle its line of live- 
bait buckets, it was an- 
nounced by W. H. Pritchard, 
Baiterator sales manager. 

Robert Lawrence, Homer, 
N Y.., will cover all the 
New England states, New 
York and New _ Jersey. 
Charles E. Hunter, Mem- 
phis, Tenn., will travel all 
the southern states, Indiana, 
Pennsylvania, District of 


Columbia, Maryland, Dela- 
ware, Missouri and Arkan- 
sas. 


Charles F. Ruth, Milwau- 
kee, Wis., will cover Michi- 
gan, Illinois, Wisconsin and 
Minnesota. The M. H. Heis- 
man Co., San Diego, Calif. 


will travel California, New 
Mexico, Arizona and El 
Paso, Tex. 
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COMPLETE 
o> Col oR 0) b) 1. 4 


brings increased volume 
on profitable floor sweeps 















Displays 
and stocks 
Handles 





All Purpose Displays 4 styles 


FOOD COVER COMBINATION of sweeps tig 


Yes, Pemsco’s Food Car- Stocks 
rier is a combination of extra 
many features that the sweeps 


housewife has wanted and 
needed for a long time. 
This item is outstanding 
in gift appeal for showers, 
parties, weddings and 
holidays. Beautiful “‘hand- 
decorated”’ Flowercraft 
design. Can be used as a 
cover, tray, carrier for 
pies, cakes, hot dishes or 
other food items to out- 
ings, par- * 
ties etc. Re- 2.95 


tails for only 


NOW in CHROME! 


Sells sweeps—by use 
and proper style 


J 





Pemsco’s ‘‘Chrome’”’ Very 
Food Carrier does not little 
smear, shows no finger floor 
smudges, gives Chrome space 
a new appeal. Rich and 242" x 

1342” 





beautiful in design, 
Pemsco’s Chrome Car- 
rier will be outstanding 
in sales 


Retails 4.95 Floor Sweep 
Display No. 1 


ovwesnoornap| 





Mag-Rack 


Sturdy, well constructed, inex- 
pensive magazine rack that fits 
well into any room of the house. 
“Hand-decorated” Flowercraft 
design. Colors are: Ebony, Rose. 
Green an 
White. 


Here’s your oppor. 
tunity to increase 
volume and enjoy 
greater dollar return on Oxco floor sweeps, just as stores 
all over the country are doing. This handsome Display, 
a complete selling and storage unit, brings floor sweeps 
out of the stockroom, makes them popular sellers and 
real money-makers. 


Retails for 
2.95" 18 sweeps and handles plus metal rack 
All packed in one carton. Easy to set up—no compli- 


BRUSH H OLDER cated bolts or nuts—rack simply unfolds and it’s ready 


Beautiful “hand - decorated” : ; 
brush holder with built-in cleans- for stocking. Top sign tells customer style of sweep 










er shelf. No-rust drip pan, long needed for his floor surface. Saves 
nee 1.95" your selling time yet brings more 


sales at a nice profit! 
*Prices slightly higher in western states. 


cme 


(BRUSHES) © 
PEORIA METAL SPECIALTY COMPANY ax riser sxusn COMPANY, INC. 


9507 $. hi on St. Paeoeric«n - MARYLAND 
PEORIA, ILLINOIS 
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9352 1b. 
Black Marlin 


LANDED WITH 








PENN REEL 


Tom Bates, well known big-game fisher- 
man, caught this giant Black Marlin after 
a 1 hr. and 10 min. battle, off Cabo 
Blanco, Peru, on the same 14/0 Penn 
Senator Reel, with which he caught a 
/ 1060 Ib. fish one year ago. Says Tom 
Bates, “The Penn Senator performed to 
perfection in every respect, in spite of 
the fact that it took a real beating.” 




























A Penn Reel will never let 
your customer down! 


PENN REELS 


they’ve got what it takes! 







a 
38 Different Models 
For FREE CATALOG . . Write Dept. D . . Penn Fishing Tackle Co., Phila. 32, Pa. 


Venti Reels carcn visu: 


SWIVEL-HEAD 


““g 

GR FLASHLIGHT 
Head Turns Light 

America’s Any Angle 

steadiest selling 


flashlight! Usalite pat- 












ented Swivel-Head action S 
throws sharp pre-focused beam No. 
at any angle. It's a “must” num- y ))  sw-22 
ber in every flashlight department. / *REG. PAT. 


LEAK-PROO 


CopperSeal 


.& } 
teak prot} USC ite 


b per Seat U.S. Elec. Mfg. Corp., 222W. 1451.,N.Y. 11 
Branch: 323 W. Polk St., Chicago 7 


BATTERIES 
No. 75LP 










"" GUARANTEE ON 
EVERY CELL 
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Hamilton Metal Products 
Names Three in West 


The appointment of new 
representatives for the Ham- 
ilton Metal Products Co., 
Hamilton, Ohio, was an- 
nounced by Myron Piker, 
vice-president in charge of 
sales for Hamilton. The new 
representatives will handle 
the western part of the 
country. 

Henry A. Lauer, will rep- 
resent the company in the 
states of California, Arizona 
and Nevada. In the house- 
wares field for 20 years, he 
maintains offices in Los 
Angeles and San Francisco. 
He was formerly connected 
with the Phoenix Table Mat 
Co. and has had his own 
form since 1943. 

Ted Mack, who maintains 
offices in Portland, Ore., will 
cover the states of Washing- 
ton and Oregon. He has been 


a representative in the 
northwest for hardware and 
housewares firms for the 
past five years. 

The Rocky Mountain area 
will be covered by George E. 
Hyde, Jr., Denver, Colo. He 


will cover the states of 
Idaho, Montana; Wyoming, 
Utah, Colorado, and New 


Mexico. Before becoming a 
manufacturers’ agent nearly 
three years ago, Mr. Hyde 
was connected with General 
Mills. 


Arau & Co. Appointed 
By Shelton Plane 


Anthony Arau & Co., Whit- 
man, Mass., has been named 
New England representative 
for the Shelton Plane & Tool 
Mfg. Co., Shelton, Conn., it 
was announced by Raymond 
P. Lavietes, Shelton presi- 
dent. 





Name Vayssie, Cross 
To Represent Stanley 


Alfred J. Vayssie and 
Roger Cross have been ap- 
pointed sales representatives 





ALFRED J. VAYSSIE 


for Stanley Tools, New 
Britain, Conn., it was an- 
nounced by C. K. Freedell, 
general sales manager of the 


company. 

Mr. Vayssie will cover 
Washington, Oregon, Idaho 
and Montana. He joined 


Stanley in 1952, calling on 
the retail trade in the north- 
ern California area. In his 
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new position, he will main- 
tain headquarters in_ the 
Stanley sales office in Seattle, 
Wash. 

Mr. Cross will represent 
the firm in the state of 
Texas. He joined Stanley in 
1948 and took an intensive 
factory training course be- 
fore calling on the retail 
trade in the middle West and 
New England. In 1950 he 
was appointed sales repre- 
sentative for the northwest- 
ern states with headquarters 
in Seattle, a post he has re- 
linquished to take the Texas 
assignment. 





ROGER CROSS 


1953 
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VISIT US 

in Booth 57 at 
Retail Paint and 
Wallpaper Con- 
vention, Hotel 


Statler, New 
York, November 
16, 17, 18. 


DEPT. HA-10 
MILLER MANI 
9425-45 Seym 
Rush complete | 
Miller Paint Mi 
NAME 

ADDRESS .... 


CITY 


HARDWA 






A BIG SELLER because 


It has a Hundred Uses 
Sheffield 














in the 
fare and 
for the WATER 
ain area Y 
eorge E. PUTT 
Yolo. He 
ates of CRACK FILLER 
yoming, 
a New @ Sticks to Anything 
ming a a - ‘ 
t nearly @ Mixes Easily with water 
r. Hyde ; ..» Will Not Shrink 
General & k Fill of 
rack Fille @ Becomes Hard as Stone 
inted 
Every oenee - + + be tect 
. eve ¢ so 
»., Whit- miracle pay non bahar oo 
named _ thing heres permanently to 
Bear ShetticldZroz. RRR rect 
& Tool PAINT CORPORATION ing and smoothing job! Feature 
onn., it CLEVELAND 19, OHIO A = aa Tog 
4ymond customers are leoking for 
presi- something like this every day! 





THE WEW improved 
he a MIXER 


Seattle, YEARS AHEAD OF IT: 


TINTS! BLENDS! MIKES! 








present 
ate of 
nley in 
rea Ri NOW, DESIGNED WITH NEW FLOAT-A- 
‘od te COIL MOUNTING THAT ELIMINATES 
al PRACTICALLY ALL VIBRATION 
Still features the “Horizontal Mo- 
est and tion” that has made Miller the 
950 he Top Paint Mixer for over 16 years. 
repre- You'll appreciate the quiet, smooth 
p operation—your customers’ will 
hhwest- appreciate the fast, expert blend- 
ing and mixing. Available in sin- 
larters gle of double can models. Takes 
las re- any size can from quarter pints 
Texas to gallons. 
WRITE FOBAT.. 





VISIT US 
in Booth 57 at 
Retail Paint and 
Wallpaper Con- 
vention, Hotel 
Statler, New 
York, November 
16, 17, 18. 


DEPT. HA-10 
MILLER MANUFACTURING COMPANY 
9425-45 Seymour Street, Schiller Park, Illinois 


Rush complete details on the new 
Miller Paint Mixer. 
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Qual: “yg Since lE// 


TURNER 





NO. 150 






A quality torch at a competitive price well and favorably 
known to the hardware trade for many years! Powerful, 
dependable, safe honestly engineered for maximum 
service on even the heaviest jobs. Has massive cast-bronze 
burner, non-slip valve wheel, blow-proof pressure pump, 
Terne plate steel tank with sprayed bronze finish. One-quart 
capacity. Get details, too, on other Turner Tested Torches 

they're unequalled for economy in operation and wide 


application of uses. See your jobber 


THE TURNER BRASS WORKS 
SYCAMORE ILLINOIS 
SINCE 1871 

















OBITUARIES 





William E. Steinbarger 


William E. Steinbarger, 64, 
president of the Hatfield 
Paint Co., Inc. Indianapolis, 
Ind., a Pratt & Lambert sub- 
sidiary, died Sept. 7 as the 
result of a heart attack. 

Mr. Steinbarger had been 
associated with the Hat- 
field company for 30 years. 
He was a member of the 
Indianapolis Paint Associa- 
tion and the Metropolitan 
Chapter of the Painting and 
Decorating Contractors of 
America. 

Surviving are his widow, 
two sisters and two brothers. 





Lavern Bordwell 


Lavern Bordwell, 86, pres- 
ident and founder of the 
United Royalties Corp., New 


Soil Expert Addresses 
Reo Sales Conference 


Speaking before sales and 
service representatives at- 
tending the annual sales con- 
ference of Reo Motors’ Lawn 
Mower Div., Lansing, Mich., 
Dr. James Tyson, professor 
of soils science at Michigan 
State College, reported that 
power leaf mulching will 
greatly aid in keeping lawns 
rich and luxurious. 


York, died Sept. 6 after a 
short illness. 

Mr. Bordwell designed and 
patented the first double egg 
beater—the Ladd egg beater. 
United Royalties, which he 
had established more than 
40 years ago, manufactured 
kitchen items and _ utensils. 
The factory was in New 
Britain, Conn. 

He is survived by a nephew, 
Lee E. Earle, a manufactur- 
ers’ representative in New 
York City. 


Robert J. Pickett 


Robert J. Pickett, 72, re- 
tired from William Pickett 
Son & Co., Chicago, IIl., man- 
ufacturers’ representative, 
died Sept. 27. 

Mr. Pickett had traveled 
in the hardware trade for 





News of the Trade 





more than 40 years. He was 
associated with his father, 
William Stanley Pickett, and 
aunt, Miss S. E. Pickett, and 
his grandfather, William 
Pickett, during his lifetime 
with the firm. 

A son, Laurence J. Pickett, 
and a son-in-law, Gardner B. 
Wetzel, are continuing the 
business. 


James R. Dobbie 


James R. Dobbie, 73, for 
52 years an employee of the 
Geo. Worthington Co., Cleve- 
land, Ohio, wholesaler, died 
Sept. 21. 

Mr. Dobbie had been mana- 
ger of Worthington’s con- 
tract builders hardware de- 
partment for many years. 
He visited every state in the 
Union and also. traveled 
abroad. 

He was a member of the 
HARDWARE AGE Fifty-Year 
Club and of the Masonic 
Order. 





“Owners of mulching at- 
tachments should spread the 
dried leaves evenly over their 
lawn before mulching, stated 
Dr. Tyson, “otherwise, only 
the areas under trees will 
receive the nourishing leaf 
mulch.” 





Herman Blum Honored 


A dinner and award pre- 
sentation was given to Her- 
man Blum, general manager 


of the Chicago Specialty Mfg. 
Co., Chicago, Ill., on Sept. 
25, in honor of his quarter- 
century service to the com- 
pany. 





Sanson & Rowland, Inc. 
Holds Sales Conference 
Sanson & Rowland, Inc., 
Philadelphia, Pa., held its 
third annual sales conference 
at Mt. Pocono, Pa., recently. 








San Francisco Pot and Kettlers Install Officers 


Shown above are some of the nearly 50 San Francisco Pot and Kettlers at the Press and 
Union League Club, San Francisco, during the occasion of installation of new officers 
and a farewell party for outgoing president Rod Adams. Master of ceremonies for the 


installation of James Anderson, 


1953-54 president, was Robert Barkell, who also 


launched a special fund for the 1955 San Francisco sponsored National Pot and 
Kettle Convention to be held at Feather River. 
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Edd H. Howell 


Edd H. Howell, 73, for 31 
years a buyer for the Stew- 
art Bros. Hardware Co. 
Memphis, Tenn., died Sept. 
18 after a six-week illness. 

Mr. Howell devoted his en- 
tire business career to the 
hardware industry and was 
well known to manufactur- 
ers’ representatives in the 
southern territory. 

Survivors include his wid- 
ow, a daughter and two 
grandchildren. 





Henry Traub 


Henry Traub, a director 
of the American Steel Wool 
Mfg. Co., Inc., Long Island 
City, N. Y., died suddenly on 
Aug. 21. 

Mr. Traub had been em- 
ployed by American Steel 
Wool for 46 years and was a 
sales representative in the 
New York metropolitan area 
for more than 30 years. 


The four-day meeting was at- 
tended by company execu- 
tives, sales and purchasing 
personnel, and, for the first 
time, various sales agents of 
the firm. 


Hanson Scale Co. Moves 
To Northbrook, Ill. 


The Hanson Scale Co. has 
completed its new plant at 
Northbrook, IIll., and _ has 
moved from its former plant 
in Chicago, which it has oc- 
cupied since 1914. 

The new plant is located 
on a 20-acre site and has 
ample room for expansion of 
production facilities. 


Kirsch Co. Names Pauw 


R. C. Pauw has been ap- 
pointed to succeed M. C. 
Collainder as the northern 
California sales representa- 
tive for the Kirsch Co., 
Sturgis, Mich., it has been 
announced by L. D. Ford, 
vice-president in charge of 
sales. 


Robertson Changes Name 


Roberton Div. of King 
Pneumatic Tool Co., Chicago, 
has changed its name. New 
name of the firm is Roberton 
Mfg. Co. 


HARDWARE AGE, OCTOBER 15, 1953 














Ar 
peo 


The pictu 
a recent 
at the ge 
D. Wern 
New line 
promotio 
The mee 
Dunthorr 


Shown 

are, fro 
tool buy 
sistant; 
presider 
Bartlett 
saler. N 
D. W. ¢ 
Dorse E 
manage 
Elizabet 
the sal 
pocket 
chase. 


HARDWAF 


A report in pictures of 
people and events 
in the hardware trade 


and was 
nufactur- : 
in the The picture, right, was taken during 

a recent special sales meeting held 

re at the general sales office of the R. 

ee D. Werner Co., Inc., New York. a 

and two New lines of merchandise and new 
promotion plans were introduced. 
The meeting was conducted by Cy 
Dunthorn, company sales manager. 





director 

eel Wool 

g Island 
At left are members of the 
sales force of Clemson Bros., 
Inc., Middletown, N. Y. at the 
firm's recent four-day sales 
meeting. Plans for 1954, the 
company’s 75th anniversary, 
were discussed. The company 
announced it will introduce a 
new power lawn mower and a 
new special hand mower in 


1954. 


y was at- 

execu- 
rchasing 
the first 
gents of 


Shown receiving gold-plated tapes 
Moves are, from left to right, John Gabel, 
tool buyer; William Hogan, tool as- 
sistant; and George McIntyre, vice- 
president, all of Hibbard, Spencer, 
Bartlett & Co., Evanston, Ill., whole- 
saler. Making the presentation are 
D. W. Goldman, vice-president, and 
Dorse Endres, Chicago district sales 
manager, both of Evans & Co. 
Elizabeth, N. J. Occasion marked 
located the sale of Evans’ five-millionth 
ind has pocket tape; Hibbard made the pur- 
nsion of chase. 
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h Co, P a ‘ ” recently attended a_ sales 
‘ A meeting of the company’s 
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Ford, 4 j : \ , three divisions in Chicago. At 
| the meeting, M. J. Walker, 
vice-president, announced 
lower prices, three separate 
lines of new models, and pol- 
; icy changes to put mower 
Name Me / i y Mae Gaal in Gasket R. 
King , ; ae P M. Wiley, sales manager, ex- 
hicago, ae plained the features and the 
New 4 SF program. 
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Russ Lewis 
says, 


' Before you sign 
up even for one 
mower, see our 


S.D.P.* for’ 54!” 





Fairbanks-Morse “Grass Finder’’ self-guiding, self-pro- 
pelling rotary power mower can bring you as much 
publicity as a brass band! This mower has received 
more publicity than any other mower built. Pu? it to 
work for you in your area and watch its action attract 
worth-while crowds. 


This plan can mean more unit sales, more profits per 
sale, and more volume per year! Ask our salesman to 
explain it in detail. 


FAIRBANKS-MORSE 





a name worth remembering when you want the best 





C. M. KRANER, person- 
nel manager of the Johns- 
ton Lawn Mower Co., 
Brookhaven, Miss., started 
work with the company on 
Aug. 24, 1903, as an ap- 
prentice. He subsequently 
held every productive job 
and position, including that 
of superintendent. He held 
that position from 1915 to 
1946 when he moved to the 
tool room as foreman and 
tool engineer. When the 
company opened its new 








Cc. M. KRANER 


plant, last year, he was named personnel manager. 
Gardening is Mr. Kraner’s favorite pastime. He will 
observe his 69th birthday on Jan. 29, 1954. 


HENRY HAMSCHER, 
JR., vice president and 
secretary of the Edwin H. 
Fitler Co., Philadelphia 
cordage firm, began work 
in the production line in 
August, 1903, and con- 
tinued in production until 
May, 1917, when he en- 
tered the Army as a pri- 
vate. In January, 1920, 
after returning from ser- 
vice as a captain of the 
Engineers, he became a 





HENRY HAMSCHER, JR. 


salesman and advanced through the posts of 
assistant sales manager, sales manager and assis- 
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tant secretary. From July, 1937, to March, 1947, 
he served as secretary of the firm and then ad- 
vanced to second vice president. In January; 
1949, he was elected vice president and in January, 
1952, he was named secretary as well as vice presi- 
dent. Mr. Hamscher’s father recently retired from 
the company after 71 years and his grandfather also 
was connected with the firm over 100 years ago. Mr. 
Hamscher, who started work at 13, observed his 
§3rd birthday on July 30. 


AMIEL GLAUSER, su- 
perintendent of warehouse 
and buildings of the Ott- 
Heiskell Co., wholesale 
hardware firm of Wheel- 
ing, W. Va., on Aug. 1 
was honored by his asso- 
ciates on the occasion of 
his 50th anniversary with 
the company. Mr. Glauser 
advanced through the va- 
rious stages of order clerk, 
stock-keeper and receiving 
and shipping departments 
to his present position. He 
received a beautifully en- 
graved silver tray from his co-workers and a sub- 
stantial check from the company in recognition 
of his faithful service. Mr. Glauser, who cele- 
brated his 68th birthday on Sept. 30, spends his 
spare time in caring for his flowers and shrub- 
bery and in short auto trips. He is affiliated with 
numerous Masonic organizations, including the 
Blue Lodge, the Scottish Rite and the Shrine. 
His son, Charles G. Glauser, assistant secretary- 
treasurer of the Ott-Heiskell Co., has been with 





AMIEL GLAUSER 














the firm for 27 vears. 


W. S. WAKEFIELD, 
chairman of the board and 
salesman of the Lee Hard- 
ware Co., wholesalers >f 
Salina, Kans., started his 
business career in 1897 as 
a hardware store clerk. Af- 
ter four years he took a 
vear out to sell life insur- 
ance. He returned to hard- 
ware to become the first 
salesman for Lee Hard- 
ware, unlocking the door 
on Jan. 2, 1903, and check- 
ing in the first shipment of 
merchandise. He spent 41 years on the road as a 
salesman and 91% years as a city salesman. Mr. 
Wakefield recalls that those were the days when a 
salesman often asked a farmer for a night’s lodg- 
ing. Mr. Wakefield is a Rotarian and is active in 
church and the work of the Gideons, in which he 
has been a member for 48 years, holding the oldest 
membership in the state of Kansas. 





W. 8S. WAKEFIELD 


HARDWARE AGE, OCTOBER 15, 1953 








Russ Lewis says, 
‘We have the mower- 
for-every-type-of-lawn 
line included in our spring 
dating program, let your 
prospects name it—__. 
you'll have it!" § 


yee 





Fairbanks, Morse & Co. ' 
600 $. Michigan Ave., Chicago 5, Ill. Y 
Gentlemen: ] 
We are interested in knowing more about your Spring Dating Pro- : 
gram and other facts about Fairbanks-Morse mower line. Ask 1 
your salesman to call. i 
SED in ded be6 en Geodeenesekdansuiuses’s 6400 uanewseeene 1 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


dustrial Conference Board, Mr. 
Baker says selling is “our one best 
hope when defense buying de- 
clines.”’ 

Mr. Baker says “it is not gen- 
erally recognized that it would take 
only a 5 pet increase over our pres- 
ent level of private consumption to 
offset a cut of $15 billion in gov- 
ernment purchases.” Yet, he adds, 
“consumer purchasing power is 
now such that actual purchases 
could be expanded a great deal more 
than this.” 

Noting that the U. S. economy 
is based on created human wants, 
Mr. Baker says it is simply a mat- 
ter of having the public buy more 
which, in turn, makes factories op- 
erate at capacity, wages go higher 
and purchasing power increases. 





Says Business Is Due 
For Period of ‘Dieting’ 


William C. Stolk, president of 
American Can Co., says he is con- 
vinced the economy will undergo 
readjustment which, he said, “in 
my opinion is long past due.” 

As this readjustment takes 
place, he contends, business is going 
to find that competition will be the 
toughest that this country has ever 
witnessed. He says American busi- 
ness must relearn to sell and pre- 
pare for a “no-quarter given 
market.” 

“Every business is going to have 
to shed the pleasantly acquired 
suet of past years and slim down 
to its best fighting weight. Shed- 
ding fat is never easy,” he said. 


Purchasing Agents Take Dim View on Business 
But See Inventories in Better Balance 


The National Association of Pur- 
chasing Agents, in its September 
survey of business, notes that the 
stage is being set for another re- 
cession similar to 1949. It noted 
one exception to the condition :Un- 
worked inventories, being reduced 
for several months now, are much 
lower and better balanced than in 
September, 1948. 

The following was noted in the 
association’s survey: 

September business showed no 
significant upswing over August. 

The pressure for business is 
sharpening in almost all lines— 
with foreign competition more no- 
ticeable. 

Business is expected to taper off 
during the fourth quarter, but re- 
main at a high level. October will 
have to show a real spurt for in- 
dustrial business to equal that of 
the fourth 1952 quarter. 

The long expected drop in copper 
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and brass prices has occurred, with 
disposition of large Chilean copper 
surplus still pending. 

Unworked material inventories 
took another dip in September, the 
third month ih a row that more 
than 30 pct of the purchasing ex- 
ecutives reported lower stocks. 

Overtime is disappearing fast 
and some plants have cut operations 
to under 40 hours to prevent lay- 
offs. 

Buying, generally, is still in short 
range, with 60 days being the long- 
est commitment. 

The picture as seen by the agents 
is: 

PRICES UP: Steel and gray 
iron castings, paper and paperboard 
containers, some electrical equip- 
ment, sheet glass, soap, sulphuric 
acid, titanium dioxide. 

PRICES DOWN: Automobiles, 
brass, cattle, coal, petroleum, coke, 
copper, cotton linters, electrical ap- 


pliances, ethyl ether, ferromanga- 
nese, gelatin, glycerin, scrap iron, 
lead, lumber, mercury, tin, vinyl 
acetate, copper wire, zinc, zinc dust 
and oxide. 

HARD TO GET: Cement, graph- 
ite, polyethylene and _ structural 
steel. 


Grinding Wheels Placed 
On Net Price System 

A new simplified net pricing 
schedule on grinding wheels has 
been announced by the mechanical 
goods division of the United States 
Rubber Co. The new system will 
allow direct computation of net 
prices for most items including 
straight side, cup and cone wheels, 
The net price can be obtained by 
the customer in the simplified net 
pricing schedule booklet. 


Air Freight Rates 
To Rise Sharply 

If you use air-freight your oper- 
ating costs are set to go up. The 
Civil Aeronautics Board has pro- 
posed a 25 pct boost in minimum 
rates for freight carried by air. 

The higher rates are set to go 
into effect the second week of Octo- 
ber. 

The CAB says the 25 pct boost 
will not actually add up to 25 pet 
since most people using air-freight 
pay about 10 pct more than current 
legal minimums. 


1953 New Home Total 
At Last Year's Level 


Work got under way in August 
on 94,000 new non-farm residen- 
tial units, to bring new housing 
starts so far this year to a total of 
nearly 770,000—about the same as 
last year. 

Effect of a tighter mortgage 
money policy may now be showing 
up in the fact that the decline of 
about 3 per cent from July private 
housing starts is slightly more 
than seasonal for this time of the 
year. 

Public housing starts were 
stepped up from 400 in July to 
about 1000 in August, but was still 
below the 1700 for August a year 
ago. 
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CASH IW ON GROWING 
“DO-IT-YOURSELF” MARKET 


> _ 


HOLT 


SANDERS, 
POLISHERS 4 






. 


Equipment Quickly Pays for 
Itself, Builds Store Traffic, 
Helps Sell Wax, Paint, 
Sandpaper, etc. 





@ HOLT Rental Sanders and 
Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
You profit two ways—(a) from 
rentals, (b) from related sales. 





Rent HOLT Polishers 
and increase your 
wax sales. 

e 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 
name and address in margin of 
this ad and mail NOW. 





Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, closets, 


boats, etc. ° 
. 


MANUFACTURING 


COMPANY 





272 BADGER AVE. 
NEWARK &, N. J. 


+ 
669 - 20TH ST. Vem 
1 OAKLAND 12, CALIF. . 


a 
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Sensational 
"Free Goods Offer 


You More Than Double Your Money! 


Your Special Bonus Package Contains: 


1 display 100T (6 Tubes 4 oz. Tub-Caulk) 


plus 


2 extra 4 oz. ($1.00 retail) Tubes FREE 
8 Tubes 4 oz. Tub-Caulk sells for... $8.00 
costs WOU....... $3.60 


YOUR PROFIT 
$ 40 


Yes, a sensational 55°. profit on Tub- 
Caulk. Reported by store after store as 
their fastest selling iter. Customer accep- 
tance and enthusiasm for Tub-Caulk 
steadily increasing! 

NEW! Easy-to-use nozzle for 


neater, faster Tub-Caulk 
application! 





NEW! Dramatic, eye-arresting 
display! 


MIRACLE ADHESIVES CORP. 
214 E. 53rd STREET, NEW YORK 22, N. Y. 
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Business activity continued to 
purr along in high gear during 
August, reports the Commerce 
Dept. It was at the same level 
which prompted the department a 
month ago to call this summer the 
best ever for business. 

The department finds that the 
nation’s August employment, in- 
come and sales matched or topped 
their rates of earlier months. It 
says the economy’s “basic sources 
of demand” held undiminished dur- 
ing the month. What major changes 
there were could be termed “sea- 
sonal,” the department says. 

Consumer purchases, bolstered by 





Business Continued on High Level in August 
To End One of Best Summers on Record 


higher incomes, climbed “moder- 
ately” and wholesale prices for 
commodities generally held firm. 
Farm prices, however, sagged as 
livestock prices weakened. 

The department also notes that 
third-quarter outlays by business 
for plant and equipment are above 
the high first-half rate. 

Despite a steady level of indus- 
trial output for the past sev- 
eral months, some industries have 
trimmed production, the depart- 
ment’s survey finds. These indus- 
tries, mostly durable goods makers 
—wanted to avoid further increases 
in inventories, says the department. 


Change in Federal Reserve Policy Expected 
To Reverse Trend, Provide More Loan Money 


Bankers attending the recent 
American Bankers Association con- 
vention in Washington agreed that 
by mid-December money will be 
easier to get. The bankers say 
they’re really going to be hunting 
for loan business after the first of 
the year. And, they say, they don’t 
see how interest rates can possibly 
hold at present levels for many more 
months. 

The easier money, easier interest 
predictions are based partly on 
bankers’ belief some slowing down 
in general business activity is 
ahead. The prophesies were made 
by bankers from all sections of the 
nation. 

In a nutshell, the bankers see the 
money market this way: 

Loans, already a bit easier to get 
today than a few months ago, are 
likely to become even easier to get. 
The cost of borrowing might drop 
in the process. 

A major factor in what may be- 
come a full turnabout in the credit 
picture is the Federal Reserve Sys- 
tem’s new money policy. Well into 
May, the Reserve System was doing 
nothing to raise or lower the banks’ 
supply of cash for lending. As de- 
mand for credit piled up, the banks’ 
cash dried up. 

As a result, bank interest rates 
moved upward. New York City 
banks raised the “prime” rate—the 
rate to borrowers—from 3 to 3.25 
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pet. After that, the Reserve changed 
its system. 

It began to feed funds into banks 
through purchase of Treasury bills. 
In June, the System lowered funds 
banks must keep in reserve against 
deposits, thereby increasing banks’ 
ability to lend. The System is still 
following that pattern. The banks 
have plenty of cash on hand. 





As the Experts See It 





———. 


First Mass Production 
Color TV Set at $700 


Emerson Radio & Phonograph 
has introduced the first commer- 





cial color TV receiver designed 
for mass production. The set, 
with a 14-inch screen, is to retail 
at $700. 








Heavy Construction 
Shows a Decline 

New heavy construction  con- 
tracts for the week ended Sept 
24 totaled $341 million, reports 
Engineering News-Record. This 
brings contract volume for the year 
to date to $11.4 billion, a drop of 7 
pet below record 1952 levels. 


New Heater-Cooler Unit 


Frigidaire has announced a 1954 
model year-round air couditioner 
that offers heating and cooling in 
the same unit. Heat is provided by 
a forced air furnace with the op- 
tion of using oil or natural, manu- 
factured or artificial gas as a heat- 
ing fuel. The refrigeration system 
has a 3-ton cooling capacity. 





Economy is Due For Some Adjustment 


A businessman from the south- 
west was heard telling a friend of 
his in Washington: “We’re plumb 
running out of businessmen—all 
we have today is experts on predict- 
ing the future of the economy.” 

This individualist might have 
been exaggerating a little, but not 
by much. The economy of today, 
what’s ahead in the next 12 months, 
the problems of selling hard goods 
and the rest are bringing forth a 
rash of predictions. 

After 12 years of lush and boom- 
ing business, the businessman finds 
himself in the somewhat new posi- 
tion of having to sell his product 
in a competitive market. This holds 
true especially for the retailer— 
who faces the public each day—and 
for every segment that makes up 
the economy. 


What is the answer? Where is 








the economy going? 

Answers to those key question: 
are neither black nor white. A: 
businessmen, and retailers especi- 
ally, have noticed over the past 
years, some of us always have bet- 
ter times than others. But there 
is some expert opinion on the sub- 
ject: 

Commerce Secretary Sinclair 
Weeks offers a government opinion 
of our business future. Speaking 
before the National Industrial 
Conference Board, Mr. Weeks con- 
tends that “soft spots” may pop up 
in the economy but nothing is in 
the picture that can’t be taken in 
stride. 

Mr. Weeks, who described him- 
self to the Board as a “realistic 


optimist,” says that a fluid 
economy, such as ours, is never 
static. Adjustments occur. In 
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going from controls to more free 
enterprise, the transition itself in- 
creases somewhat the number of 
minor adjustments. 

What Mr. Weeks was taken to 
mean by his last statement is that 
many industries, not yet adjusting 
to new levels of sales and new 
types of markets, are in for a minor 
shakeout. He adds, though, that 
if things even look like they’re get- 
ting out of hand, the government 
would immediately step in to pre- 
vent any serious depression. 


Calls It a Letdown 


Still another view is offered by 
Henry Heinmann, executive vice- 
president of the National Associa- 
tion of Credit Men. While Mr. 
Heinmann does not disagree funda- 
mentally with Mr. Weeks, his ex- 
pressions on our business future are 
more marked: “The nation is cur- 
rently experiencing and may expect 
over a period of up to two years a 
slight natural business letdown,” 
he says. 

Mr. Heinmann predicts that 5 
to 10 pet of business firms will 
run counter to the trend by con- 
tinuing to advertise, stepping up 
sales efforts and adopting more 
courageous credit policies. 

Benjamin F. Fairless, chairman 
of United States Steel Corp., de- 
nounces “prophets of pessimism”’ 
who, he says, have become so 
obsessed with a downward trend in 
steel production that “they’ve lost 
all sense of proportion.” 


Depression Talk Hurts 


Mr. Fairless also notes general 
pessimism in business and warns 
that the country could “predict” 
itself into a depression. He sees a 
sound market for all goods, lots of 
money in consumer pockets, and a 
nation ready to be sold. “All we 
have to do is go out and get it,” 
he says. 

The businessman also is assured 
by Leon H. Keyserling, former 
chairman of the Council of Eco- 
nomic Advisers under the Truman 
Administration, that there is noth- 
ing to worry about. 

Mr. Keyserling says the govern- 
ment has the tools to maintain a 
stabilized economy and will use 
them if necessary. He predicts a 
slight softening of the economy by 





riid-i954 and says this will be 
brought about largely by business’ 
too strict adherence to pessimistic 
predictions. 

Mr. Keyserling is _ optimistic 
about the near future, and taking 
a long range view he sees the 
country’s economy entering its 
period of “greatest expansion.” 

By 1960, he predicts, personal 
consumption and_ expenditures 
should rise from the present rate 
of $230 billion a year to more than 








$310 billion. He also sees the na- 
tional product raised from today’s 
$375 billion to close to $500 billion 
—based on a uniform dollar. 
There are many more statements 
by many more people and they 
preach the gamut of economic phi- 
losophy—from deep pessimism to 
grinning optimism. Yet, in final 
appraisal, one thing stands out: 
The nation has an economic base 
for healthy growth that is un- 
parallelled in world history. 
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IMPORTED HAND TU0LS 


HELP YOU CAPTURE EXTRA SALES 


IN TODAY’S HUGE “DO-IT-YOURSELF” MARKET! 


“MR. AVERAGE” doesn’t need (and can’t always afford) high- 


priced professional tools for his “fixing” around the home. . 


. but 


he’ll go for these tremendous tool values that help him save. They’re 
well-made of top-grade materials by expert Old World craftsmen, at 
greatly reduced labor costs. And TRUECRAFT passes this saving 
on to you and your customers—enabling you to build profitable 
extra volume in today’s competitive market. 


ASK YOUR JOBBER—or write direct for full details and prices 


ATTENTION JOBBERS 


There's a TRUECRAFT representative 


ready to help you set up oa 


near you 

erchandising campaign 

ete TRUECRAET tine. Write 
nd dr ' 


iddre »day 


profitable m 














d 


(U.S. PAT. NO. 2,443,012) 





NEW PACKAGING-—attractive 
counter display and new Pliofilm 
Envelopes allow instant identifica- 
tion and selection. 


NEW NATIONAL ADVERTISING 
in local newspapers and national 
magazines. 


Re-Usable Couplings for Plastic Hose 


The new Sherman No. 226 Re-Usable Coupling 
is extremely simple and easy to apply to plastic 


hose. 


Constructed of heavy wrought brass with long 
expanding screws, this re-usable fitting incorpo- 
rates exclusive designs and quality construction 
throughout. Connections are strong, leak-free and 


very neat appearing. 


with SNAP-in SWIVEL WASHERS & FAUCET SEATS 





Featured in READER'S DIGEST (October 1951) 





stop 
faucet 
leaks 


for a lasting “do-it-yourself repair” 


MR. DEALER, Snap Products Corporation 
brings you a complete new sales and ad- 
vertising package! New display material 
—new packaging—new national advertis- 
ing in Popular Science, Popular Mechan- 
ics, Good Housekeeping and your local 


newspapers. 


SNAP-in Swivel Washers and Faucet 
Seats last 10 to 20 times longer than ordi- 
nary bibb washers—they're economical— 


easy fo install. 


SNAP PRODUCTS CORPORATION 


3615 South Jasper Place ¢ Chicago 9, Illinois 








Two Popular 
Sizes 


1/2” 1.D. Hose 
7/16” 1.D. Hose 












6th Monthly Rise In 
Cost of Living Index 


The government’s cost of living 
index advanced to a new high be- 
tween July and August. The rise 
was 0.3 pet. This was the sixth 
consecutive monthly increase in the 
index. 

The index, reported by the Labor 
Dept., was caused to rise by higher 
prices for transportation, food, 
housing, medical care, reading and 
recreation. Personal care costs and 
charges in the departments other 
goods and services section also rose 
slightly. Clothing prices eased off 
1 pet. 

Higher prices in such necessities 
as transportation, food, housing and 
medical care, it is said, cuts into 
potential buying of consumer goods. 
Money that might be used to buy 
appliances and other household 
items is in many cases used for 
essentials or laid away for possible 
later use for them. 


New Standard On 
Cut Tacks and Nails 


Copies of a proposed revision of 
Simplified Practice Recommenda- 
tion R47-49, Cut Tacks and Small 
Cut Nails, has been mailed to pro- 
ducers, distributors, users and 
other interested parties by The 
Commodity Standards Division, 
U. S. Dept. of Commerce. 

The revision was proposed by 
the American Institute of Tack 
Manufacturers. 





HARDWARE HUMOR 
By Hardware Age 





Most Citi 
Dept. Ste 


The Fede 
ports that 
in the Unite 
ended Sept. 
ike 1952 pe 

Nearly ev 
the sales gai 
ception of 
where sales 
Augusta are 
pet and in 
perienced a 

Reporting 
July sales, t 
national sa 
brighter thi 

Largest d 
seven mont] 
town Washi 

The full 
Check your 
Federal Reserv: 


District Area 
and City 
United States 
Boston District 
Lowell-Lawre 
Downtown Bc 
Springfieldt 


Providencet 





n 
\ 


SLIDIN 
BAR AN 


WRITE FOR 
NEW CATALOG TODAY 


Complete coupling (male and female), two ex- 
panding screws and installation tool packed in 


individual boxes. 
A contains 12 boxes. 


Colorful point-of-sale carton 





| "Hereafter, I'm going to see the 
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nd Small ) 
'd to pro- 
ers and UMIC DIAL INDICATOR GAGES 
i 
Divises AN OUTSTANDING LINE TO HELP YOU BUILD 
—_ by YOUR SALES OF PRECISION INSTRUMENTS 
of Tack @ Tubular frame construction assures light weight with maxi- 
mum strength and rigidity plus advantage of minimum thermal 
expansion or contraction. 
AOR Tubular Indicator Gages are easier to use, speed production, 
| reduce fatigue and encourage accuracy. Dial indicators give 
— instant visual readings in English or Metric. 











INTERCHANGEABLE 
MANDRELS 





Indicators are attached to adjustable offset mount, not to stem, 
to avoid damage through rough usage. Gages furnished with 
interchangeable mandrels, sliding bar mandrels or snap gage 


block as desired. Standard sizes, 4/2” to 54’. Special 














4 larger sizes available. 
SLIDING. 

BAR ANVIL. -.-.<e | “getee-—-—---------------------~ " 
a TUBULAR MICROMETER COMPANY 
Box 1, St. James, Minnesota | 
Send me latest information on precision gages, | 
micrometers, dial indicators, calipers, rules, Verniers, | 
etc. Also name of nearest Tumico jobber. | 
| 
se Sedjer | ——__—_________— = 
NEW ee — oe | 
see the ; BAR ANVIL CATALOG a — EE ; 
trade-in i" Firm 2 ——— Oe 
ah ee a aL a 
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Order from your wholesaler 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 





PRACTICAL— 
CARRIES COMPLETE 
INSTRUCTIONS FOR 
BAITING AND 








Made in 
New England 
Since 1879 





BLAIR Model 30 
18” Rotary Mower 
Also available: 21” and 18” Reel 
Power Mowers and a full line of 
fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 
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ICTOR 4-PACK 
HELPS YOU SELL 


MORE MOUSE TRAPS! 











YOU’ tL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specidlties orders 














To cash in on this easy money send for litera- 
| ture and familiarize yourself with the Stewart 

line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
| give the prospect the information he desires, 
| and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


Iron Picket Fence 

















Stewart Iron Railing 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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Labor Supply Now 
In Better Balance 


If you find it harder to sell the 
public these days, maybe this is a 
reason: The Labor Dept. reports 
the labor market is loosening up, a 
situation that has in the past caused 
retrenching by consumers. 

The department reports that 
new surveys of manpower condi- 
tions show labor demand and sup- 
ply is in the best balance in two 
years, but, at the same time, 
classified seven areas to 
markets. Only two were seen as 
tighter—which means peak em- 
ployment. Classification of 173 
areas was left “unchanged.” 

The re-appraisal shows that 18 
areas are now considered in the 
substantial labor surplus, or large 
unemployment, category; 85 are 
said to have surpluses, or moder- 
ate unemployment; 76 as having a 
balanced supply and three with 
labor shortages. 


it re- 


“looser” 


Record Employment 
In Non-Farm Industries 


The Labor Dept. reports the na- 
tion’s employment situation ‘‘con- 
tinued highly favorable” although 
the August upswing in non-farm 
employment was smaller than usual. 

The department reports  non- 
farm industries employed 49.4 mil- 
lion workers in August, a new high 
for the month. This was 1.2 mil- 
lion workers above the previous 
August. Unemployment hit a post- 
war low of 1.2 million in August. 

Employment failed to increase 
as much as expected, or reductions 
were greater than normal in the 
lumber, stone, clay and glass in- 
dustries; primary and fabricated 
metals; machinery, transportation 
equipment, apparel, rubber and 
leather industries. 

Construction employment has 
remained at near record levels. 


Lure Price Corrected 

The price of the Tiny 
Crawler that was featured in an 
advertisement of James Heddon’s 


Crazy 


Sons, which appeared on page 171 
of the Sept. 17 issue, was incor- 
rectly priced. The price should 


have read $1.50. 


1953 
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Business Stocks High | 
With Sales at Peak | 
0 sell the A slowdown in the rate of inven- 
this isa §} tory building is reported by the 
t. reports # 1; S. Commerce Dept., which esti- 
ung Up, a ff mates the July stock levels at $77 








ast caused billion—not much changed from ; . 3 
3 . a 8 
wag ar However, since inventories nor- : Greenlee Chisels 
gf “tie mally decline in July, the season- ; | 
on SUP" ally adjusted book value of stocks ' 
maid : make lasting 
eae July business sales were report- 3 Te 
: seen ed at nearly $48 billion—down $1 | — 
yeak om.§ Dillion from June. But after sea- sa | 
of 173 sonal adjustment, sales stood at a - : TAT KS TAKS or you . 
. that 1g 4 lion from June. ; : 
d in the A substantial portion of the in- 
or large § ¢rease in inventories at all levels 


June. 
a on hand rose $600 million. 
d. record level and up one-half bil- 
85 are Was attributed to rising stocks of 





r moder- motor vehicles, especially those in 
having a dealers’ hands. 
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When you sell a Greencee chisel, you are 


Expect Little Change 


In Mortgage Terms selling the means to fine workmanship and 





; Charles L. Clements, president of sure satisfaction. Each Greentee chisel is of 
1es Ini ates rimera ee ‘ 
the United States Savings & Loan highest quality . . . carefully balanced . . . 
s the na- League, predicts little change in ; , : 
-— “ea home mortgage terms for the rest blade is selected tool steel that long retains 
although of the year. its fine-cutting edge. Attractive green 
non-farm rervthi ; 
‘ial He notes, though, that everything plastic handle provides comfortable, sure 
an usual. points to an ample supply of money ; ; 
rts non- {| for mortgages in the period, but grip. Available in Socket Butt, Socket 
49.4 mil- that interest rates would stay about Firmer, and Tang Butt types. Sell them in 
new high where they are. This means no big 
1.2 mil Sit to heetesinn chats Gov tis vent sets shown below for extra volume! Stocked 
previous of the year, but no decline. by leading wholesalers. Write for 
it a post complete information 
August. complete informati 


increase Bankers Urged To 
duction: | Give More Home Loans 





1 in the Albert M. Cole, Housing and 
glass in- Home Finance Administrator, says 
rbricated mortgage lenders must _ supply 
ortation enough credit to maintain a “rea- " 
ber and sonably high” volume of home pro- = 
duction, or the government will ———— 
ant has take “direct action” to get houses 
vels. built. Sets of four GREEN- Sets of three chisels Sets of six or nine 
Mr. Cole urged bankers to weigh —” iio’ ar 


d carefully the problem they share 


with the housing industry, for ‘“‘to- 
y Crazy gether you have an opportunity to 


d in an demonstrate that private industry 

Heddon’s can and will handle the job without GRE NLEE 
yage 171 a return to direct government ac- 

s incor- tion in the housing field.” 


should Noting “some indications” point 
to the fact that there might not | GREENLEE TOOL CO., 1810 Herbert Ave., Rockford, Illinois 
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“€9 x-acto 


HANDICRAFT KNIVES * BLADES * TOOLS 


2 ‘ » 
ae 





'Y WORK BENCH 

(size: 27 x 10” x 1514”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 


Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ te $30.00 





Write today for our new Illus- 
trated Catalog of fhe complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
{ 440 Fourth Avenue, New York 16, New York 

























jobber's salesman about 
FULLER'S GOLDEN 
HUNDRED SALESMAKER 


with unique SCREW DRIVER 
TESTER and 100 famous 


Fuller Screw Drivers! 


TOOL CO., INC. 


3522 Webster Avenue, New York 67 





World's Largest Producers of 
Unbreakable Amber Handle Tools 











be an adequate supply of funds to 
support a housing program next 
year, Mr. Cole says his conferences 
throughout the nation indicate 
clearly that most builders and 
many local lenders are concerned 
over future prospects—despite the 
fact that current levels of produc- 
tion are good. 


Says Stores Require 
Better Public Relations 


Retail sales, now at a high level 
and still moving up, will soon de- 
pend to some extent on the initia- 
tive retailers take in regard to 
public relations, new processes, 
sales training programs, and bet- 
ter merchandising, a University 
of Illinois marketing specialist 
predicts. 

George W. Maxey, of the Uni- 
versity’s Business Management 
Service staff, is of the opinion that 
consumers, for the first time in 12 
years, are in a position to be more 
selective in their purchasing. 

They will expect—possibly de- 
mand—courteous service, complete 
product information, and efficient 
sales people to serve them. Empha- 
sis on sales training and public 
relations for retailers wil] be im- 
portant as it never has been be- 
fore, he believes. 

“Most definitely favorable” fac- 
tor in the outlook for retail trade, 
Maxey thinks, is the income tax re- 
duction scheduled for 1954, The 
rising population and high level of 
personal income also contribute to 
the plus side of the picture. 

On the negative side, credit is 
expanded about as far as it can go 
and any increase in the proportion 
going into savings will affect re- 
tail sales adversely, he believes. 


Fewer Businesses Failed 


Commercial and industrial fail- 
ures in the United States for the 
week ended Sept. 24 totaled 152, 
compared to 182 the week before 
and 156 in the same 1952 week, re- 
ports Dun & Bradstreet, Inc. Fail- 
ures with liabilities of $5,000 or 
more in the week ended Sept. 24 
totaled 136, compared to 157 the 
week before and 119 in the same 
1952 period. 





CHAMPION ALL-METAL 


ELECTRIC 


SPRAY GUN 


the single ealt thet 
n and sprays 






Lid 
og! 
FOR HOME & INDUSTRY 


Natienally advertised 
world’s best selling ‘ali 
metal self - contained 
8 Gua! Cord and 
approved. 


Plug UL 
WRITE TODAY : 
Sealer Giseounts. $12.95 retait 


CHAMPION IMPLEMENT CORP. 
8th Fl., 175 E. 87th St., New York 28 














MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 


7. Liq id. a 











BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 








Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 














ee pele 


all and large Registered U. 8. Pat. Office 





INC. 


GIBSON GOOD TOOLS, 
75 Pearl St., Sidney, N. Y. 








FLEXO-§ 
the ends 
shop on 
FLEXO-S 
you get 
chandise 
shelves 

13 adjus 
Neutral | 
K. D. fo. 
FLEXO-S§ 


724 Con 











FLEXIBLE 
|| he SUPPLY 
PIPES 


for 


Lavatory, Sink and Closet 


PITTSBURGH NIPPLE WORKS, inc. 
| 1455 Spring Garden Ave., Pittsburgh 12, = 
5 











GRAND 
DOOR HOLDERS 














MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

in Stock for immediate Delivery 


GRAND SPECIALTIES CO. 
3101 W. Grand Ave. Chicago 22, Iilises 


CHAIR-LOC 


Amazing New Liqsid 
S-W-E-L-L-S Wood 
© Penetrates weed fibree— 
makes them e-x-p-a-8-4 
permanently. 
Gutshost and coolest 6 ow 
to fix leese ehalr rus 
legs, wy 
dove-talls, ote. 
A Fast-Selling Impulse iter 
Write for Free Samples s* 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. 
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NEW! SELF-SERVICE ISLAND. 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
Price Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12/2 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 














Makes the clearest 
marks on metal 
you ever saw! 





Silaisde!. 
CHINA MARKERS 


Price-mark brilliantly, legibly, any 
metal, china, glass or plastic article. 
Markings stay clear and bold, yet are 
easily removed. Ask for 168-T Blue; 
169-T Red; 173-T Thick Black or 10 
other vivid colors. At your dealer, or 
write for sample naming this magazine. 
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, hig Carpet-like beauty 
<r ce" ee at low cost 
, A ike bale le Sided —_ 
ag RAE AAT 







This shows exact 
Texto Tred Texture 






STEP UP SALES 
Sales and profits go up when you show 
Texto Tred rubber stair treads to your 
customers. They like the "ripple twist" 
carpet-like texture, resiliency underfoot, 
durability and decorator colors. 

At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 
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WRITE FOR CATALOG No. OH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 
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Comes in 
attractive 
display 

box 


to any angle... 

















... THAT PAINTS 
AROUND CORNERS 


Now ...a flexible paint brush that bends 
makes it easy to paint 
those spots an ordinary brush just can’t 
reach. Makes painting easier and quicker. 
The Paint Brush with a thousand uses! 
SEE YOUR JOBBER 

OR WRITE 


te] KRWIKSAND inc. 


529 MERCHANTS ROAD 


ROCHESTER, N. Y. 

















EVERY ITEM ON THIS 
~ NEW HYDE UNIT 
> SELLS FAST AND 

GIVES YOU A FULL 


40% 


Features 


BLUE DIAMOND 
SHATTER-PROOF 
SEAMLESS PLASTIC 
HANDLE PUTTY 

KNIVES & SCRAPERS 
WOOD SCRAPERS 
COLORED GLASS CUTTERS 
RAZOR BLADE SCRAPERS 


<ivoe> MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 





PROFIT 





ORDER 
NOW 
FROM 
YOUR 

JOBBER 


FREE! 
WRITE FOR 


HOME REPAIR TOOLS SINCE 1875 
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Promotions 


Manufacturers’ New Merchandising Plans 


Tracy Kitchens Offer 
Salesmanship Awards 

Tracy Kitchens, Division of 
Edgewater Steel Co., Pittsburgh 
30, Pa., has announced the Tracy 
Gold Rush Salesmanship award 
for Kitchen Prospectors to their 
distributors and dealers. 

A Sheaffer Signature presenta- 
tion. pen and pencil set is being 
offered to each person who quali- 
fies by meeting the minimum sales- 
manship requirements. Details are 
available from the company. 


National Campaign 
Started on Aerowax 

Boyle-Midway, Inc., manufactur- 
ers of household products, has be- 
gun a heavy advertising schedule 
on Aerowax, in newspapers of key 
cities. Television and radio are 
also included in the campaign. The 
wax will be advertised on the 
“Love of Life” television show and 
on “The Romance of Helen Trent” 
radio broadcasts. 

Dealer aids include newspaper 
mats, floor stand displays, “shelf 
talkers” and window streamers 


$25,000 Contest On 
Cellophane Tape 


A $25,000 contest, with the first 
of 1,178 cash prizes amounting to 
$5,000, will be used by Minnesota 
Mining & Mfg. Co., St. Paul, to 
promote the use of cellophane tape 
during the holiday season. 

To be eligible for a prize in 
the “Trim-A-Tree” contest, contes- 
tants must submit a trimmed 
“Trim-A-Tree” entry blank accom- 
panied by the tab from a roll of 
cellophane tape. Retailers are be- 
ing supplied with entry blanks for 
their customers, plus posters, shelf 
markers and clip-on cards. Three 
merchandise deals are also offered 
to dealers. 

The entry blanks provide an out- 
line of a Christmas tree, plus 37 
assorted ornaments for decorating 
and 12 gift packages for placing 


under the tree. Objective is to 
tape the cut-outs on and under 
the blank tree in a most effective 
manner. 

National advertising, which will 
run through Jan. 2, will appear in 
73 local newspaper comic sections 
early in November and again in 
early December. A 2-page, full- 
color spread will also run in the 
Nov. 18 issue of Look. 


"Li'l Abner" to Sell 
Strunk Chain Saws 

“Li’l Abner,” Al Capp’s famous 
cartoon character, will be featured 
in the Fall advertising and sales 


promotion campaigns for Strunk 
chain saws. 
The theme of the campaign 


which will run in farm and outdoor 
magazines will be “Li’l Abner loves 
his Strunk Chain Saw!” The first 
ad will run in Life and Country 
Gentleman. 

Merchandising and point-of-sale 
material, including posters and spe- 
cial floor displays, will be supplied 
to dealers. 


Mirro Offers TV Films 
For Holiday Season 


Mirro Aluminum will be ad- 
vertised in a series of sponsored 
television spot announcements in 
34 markets throughout the country 
for four weeks, beginning Nov. 
16. This will augment Mirro’s 
continuing magazine advertising 
program. 

Two different 1-minute com- 
mercials will be used. One features 
Mirro for gifts. The second shows 
the Cooky Press in action. 

For dealer use, the TV films are 
also available in 50-second length 
with 10 seconds allowed for dealer 
identification. 


Silex Ad in Post 


The Silex Co. will open its holi- 
day season advertising program 
with a half-page ad in the Satur- 
day Evening Post and ads in seven 
other national consumer maga- 
zines. 
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Pioneer Gen-E-Motor 
Announces New Policies 

A number of policy changes and 
promotional plans for the three 
divisions of the Pioneer Gen-E- 
Motor Corp., Chicago, was out- 
lined at a recent sales meeting, by 
M. J. “Doc” Walker, vice-president 
and R. M. Wiley, sales manager. 

The announced changes included 
lower prices; three distinct lines 
of new mower models, and a new 
dealer franchise plan. 

The expanded Pincor division 
sales force will cover the country 
in a fleet of new station wagons 
to bring the samples to the dealers 
for their inspection. A _ dealer 
franchise offers the qualifying 
dealer a franchise discount and a 
protected territory. Freight allow- 
ances will be made to dealers. 

The Pioneer Division will pre- 
sent wholesalers with a line of 
mowers with similar advantages. 

The Blue Diamond Division will 
offer a distinct line for volume 
buyers and private brands. 

All divisions will offer their re- 
spective trades a line of electric 


portable power tools, including 
14-in. drill kits and power saw. 
The company’s advertising pro- 
gram will be expanded. Pincor 


tools are being featured in the 
American Weekly for the Christ- 
mas trade. 





HARDWARE HUMOR 
By Hardware Age 





"Says he never took a sales 
course in his lifte—I'm in- 
clined to believe him." 
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The Complete ‘ 


GAS HEATERS 


Keep Profits 
Flying Your Way 


This is the way to obtain more 
satisfied customers 
@ 8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
@ 22 Unvented Heaters 
10,000 BTU to 50,000 BTU 
Every Heater AGA Approved 
for Natura fied and Manu- 
factured Gases 


Write Your Jobber or Direct for 
Completa Catalog 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 












Liqu 





Over 
45 Years Stove 
Experience 











multiplies 
your selling 
time 


For complete information on 
the “Pipe Master’’ call your 
Oster distributor, or send us 
the coupon below for a fully 
illustrated factual booklet. 


Facts prove that to cut-off, ream, and 
thread a 2” pipe by hand takes 7% 
minutes. With an Oster “Pipe Master” 
it takes about 1 minute—saving over 
6 minutes. Multiply those 6 minutes 
by the number of pieces you thread, 
and it really adds up. Time saved on 
sizes down to %” is comparable. 





mae ee 
| THE (ojpasd MANUFACTURING CO. 
2028 East 61st Street, Cleveland 3, Ohio 

Spent with a customer, the time you Send me full facts on the Oster “Pipe Master”. 
save with an Oster “Pipe Master” | 
means more sales, greater customer | 
satisfaction, and higher profits. The 

| 

' 








Oster “Pipe Master” assures profitable 
“pipe cut-to-sketch” business. 


1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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STAINLESS STEEL 
FASTENINGS 

QAOF ALL TYPES | 

RIGHT OFF THE SHELF (* 


mT es z, 
tallest eS ae 9 
SS ian ae Hi 





ei Sa 





In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 

WRITE, WIRE OR PHONE 

YOUR REQUIREMENTS 


New Catalog now 
available—write today 





i 


ee 


STAINLESS SCREW CO. 


(Hmm Som AR mory 4-1240 
232 Union Avenue © Paterson 2, N. J. 
Direct NEW YORK Telephone: Wisconsin 7-904) 


© (= 





“TRULY A 


CARPENTER’S 
FRIEND” 


HAT 
“HANG T 
THE PROFESSIONS 


Agreed. by carpenters to be almost indis- 
pensable. Cuts a clean, accurate, deep 
complete profile on door and jamb by 
striking with a hammer. (Just remove 


chips.) Used by thousands to — 
. HANG MO. DOORS EASIER, FAST- 


BETTER 
«NO ADJUSTMENTS, ERROR OR 


« PRECISION-MADE OF DROP-FORGED 
STEEL 
MES IN STANDARD 3”, 3%” and 


« CO 

4” SIZES 

Over one half million in use now. “We 
are selling more E-Z MARK Butt 
Gauges today than all other butt 
p~_ > put together,” says a promin- 
ent West Coast jobber. 

Contact your nearest Jobber or Wholesaler for 

particulars or write 


E-Z MARK TOOLS 


P. O. Box 78377 * Los Angeles 16, California 
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Laundry Appliance 
Shipments Increase 


Factory sales of standard-size 
household washers in August to- 
talled 291,260 units, compared to 


| 228,268 in July, an increase of 27.6 


pet, according to figures from 
the organization’s membership an- 
ounced by the American Home 


| Laundry Manufacturers’ Associa- 


_ tion. The August total was 14.4 
| greater than that for August 1952. 


Automatic tumbler dryers sold 


| in August aggregated 70,774 units, 


compared to 33,296 in July, up 


| 112.6 pet and compared to 53,376 


in August last year, an increase of 
32.6 pet. 

Ironers sold in August totalled 
8,067, down 16.2 pet from 9,626 
sold in July, and off 51 pct from 
16,477 sold in the comparison 


| month of 1952. 


16% More Vacuums 
Shipped in August 


Factory sales of standard-size 


household vacuum cleaners in Au- | 


gust totalled 185,029 units, com- 


pared to 159,446 in July, an in- | 


crease of 16 pct, the Vacuum 
Cleaner Manufacturers’ Associa- 
tion announces. 

Sales in August compared to 
222,413 units in August, 1952, a 
decrease of 16.8 pct. The total for 
the first eight months of 1953 ag- 
gregates 1,894,120 units, an in- 
crease of 4.7 pct over 1,808,459 in 


| the like period of 1952. 





Commercial Exports 
Have Declined 13% 

Part of the reason you find it 
easier to get goods today than for 
many years is that the United 


| States has lost a good part of its 


export markets. The Commerce 
Dept. reports that commercial ex- 
ports in the first seven months of 
this year sagged 13 pct under year- 


| ago levels. 


Cold Walls Attract Dirt 


A temperature difference of only 
one degree between the walls of 
your home and the warmer air in 
your room will cause dust and dirt 


to settle on the walls, Westinghouse | 


home planning experts report. 





tis ta 


Send for Catalog J-52 


METAL FOLDING PLAY SETS 





CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicago 11 











* Sell or buy a store 


Hire experienced 
hardware personnel 





* Dispose of surplus 
stock—distress 
inventory—job lot 


merchandise 


tion for your line 


+ Get a job in the 
Hardware field 


THEN— 


In The Classified 
Advertising Pages 


Classified Ad. Dept. 


100 E. 42nd Street 
New York 17, N. Y. 





| 





Do You Want To— 


* Represent new accounts 


- Get sales representa- 


Tell It To The Trade 


Of HARDWARE AGE 


HARDWARE AGE 





ee 
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WARNER QUALITY AT 


THE LOWEST PRICE 





@ Fast cutting 





FREE DISPLAY! 


@ Gets in Sell more scrapers with 
to this attractive hardwood 

corners display! It’s free with 

a small apmement of 

scrapers a isa. 

®@ Double-edge dealer cost only $8.00. 


Order from your jobber 
or write us about Warner 
No. 1012 display. 








ACCURACY 








= 






‘New LF 
WONDAWIRE 
POCKET SAW 








8 A "MUST" for every outdoor kit 


| 
| 


@ | Made of hard steel. 20" long. Individually pack- List 
_| aged, coiled flat in cellophane envelopes. Cuts $ 00 
| down small trees. Saws firewood and tent poles. goo 
Cuts heads off big fish. Imported from France 
- used by commandos and paratroopers. por doz 
Sells on sight to hunters, skiers, fishermen, camp- 
ers, Boy Scouts. Ideal for novel and inexpensive F R E E 
Display 


| Christmas gifts. 
| Free sample and catalog on request. Order NOW and get Free Display. 





ARN 


TOOLS 





MINNEAPOLIS 14, MINNESOTA 











Yr 





’. profit! That's MOUSE 
ee of 14 pack- 


SEED*. 

wo costs you only $2.00. 40) U M A KE 
You sell for $3.50 ts, 

package). You make 50 
$1.50 on every carton. $ ] ; 


75% profit! 
Mouse SEED* is the 
clean, easy way to kill 
mice. The tiny, chemi- 
cally treated grain * 
simply put in saucer an 
placed where mice ap- ' 
pear. Mice eat ape rag 
) ‘and die—usually within : 
hours (not several on. 
Excellent results for over - 
years. ‘ 
! Insi Mouse SEED*— 
sist on 3 4 
! a only by Reardon. a 
| der now. If your wholesale 
hasn’t it, write us, ome 
his name. *Reg. U.S. Pat. Off. 


ON EVERY 












Wholesalers: write 
for complete information. 
Ww. G. REARDON LABORATORIES, Inc, 


Sales-making cellophane 
window package. Colorful 
display carton- occupies 











309 North Main St., Port Chester, N. Y. only 5%” x 65”. 


Ep "WARNER Manufacturing Co.--- 

























Sole U. S. Importer 


FRENCH INDUSTRIES, Inc. 


| 170 Second Street San Francisco 5, California 








E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 
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Garden and tree 
sprayer. Easy 
operating, solid 
brass, double action pump. 
5 ft. finest quality spray hose 
with bucket strainer. Adjust- 
able nozzle throws 20 to 30 
ft. spray or fine fog mist. 


Unexcelled for 
spraying gardens, 

wers, white- | 
wash, weed or => 
brush killing so- 
lutions. Popular 
with ladies as not 
tiresome to use. 
Lasts many years. 
Big seller, indi- 
vidually mounted 
on attractive dis- 
play card. 


As advertised in 
House & Garden 


and 
House Beautiful. 















Send 
for 
Catalog 











426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 


Canadian Rep. G. L. Cohoon 
1265 Stenley St., Montreal 2, Canada 








Makes 
paint stick 


Removes rust 


Prevents rust 


Packed 1 


in display case 


doz. 


For prices and sample, write 
THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 
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Consumer Mailers 





New Wholesalers’ Aids for Dealers’ Use 


Consumer Christmas Catalogs 


The following listings arrived too late for inclusion in the Directory of 


Christmas Catalogs available from wholesalers which was published in the 
Christmas Merchandising Guide of the Oct. 1 issue, beginning on page 106. 


BIGELOW & DOWSE CO. 

160 “A” Bt. 

Boston 5, Mass. 
Small electrical appliances, 
tools, and household gifts 
are featured in the 24-page 
rotogravure catalog,  en- 
titled, “Our 100 Gifts for 
Christmas,” are shown at 
right. 


YAKIMA HARDWARE CO. 
230-232 S. 1 St. 
Yakima, Wash. 


A consumer broadside in a 
page size of 8%x1l in.—a 
total of 12 pages printed in 
color—features small elec- 
tric appliances, tools, house- 
wares, guns, and _ wheel 
goods. Specials are shown. 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND CIRCULATION 
REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, AS AMENDED 


BY THE ACTS OF MARCH 


3, 1933, 


AND JULY 2, 1946 


(Title 39, United States Code, Section 233) 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
September 17, 1953. 


1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Chilton Co., 
Inc., 100 East 42nd Street, New York 17, 
N. Y.; Editor, William A. Phair, 100 East 
42nd Street, New York 17, N. Y.; Man- 
aging Editor, Noné; Publisher and Busi- 
ness Manager, Leonard V. Rowlands, 100 
East 42nd Street, New York 17, N. Y 


2. The owner is: If owned by a corpora- 
tion, its name and address must be stated 
and also immediately thereunder’ the 
names and addresses of stockholders own- 
ing or holding 1 percent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be given. If 
owned by a partnership or other unin- 
corporated firm, its name and address, as 
well as that of each individual member, 
must be given. 


Holders of more than 1 percent of the 
capital stock outstanding of Chilton Com- 
pany: Mary M. Acton, 260 Sycamore 
Avenue, Merion Station, Pa.; Mrs. Beulah 
Fahrendorf, 59 Drake Road, Scarsdale, 
New York; Dorothy S. Johnson, 1115 
Fifth Avenue, New York, New York; 
Mabel M. Musselman, 260 Sycamore Ave- 
nue, Merion Station, Pa.; John Blair 
Moffett, 1608 Walnut Street, Philadelphia, 
Pa.—Agent for J. Howard Pew, J. N 


Pew, Jr., Mabel P. Myrin, Mary Ethel 
Pew; Ethel G. Breen, Trustee u-w of 


Charles W. Anderson, Old Greenwich, 
Conn.—Beneficiaries. Robert C. Anderson, 
Percival E. Anderson, Charles W. Ander- 
son, Jr., Annie L. Clark; Tradesmen’s 
Land Title Bank and Trust Company, 
Trustee Estate of James Artman, De- 
ceased, 100 S. Broad Street, Philadelphia, 
Pa.—Beneficiaries: Franklin Artman, Vera 


Watters, Alvin C. Artman, Elizabeth J. 
Artman, Marion A. Pratt, George ‘ 
Pratt, by assignment, Edwin Moll, by as- 
signment; Alberta C. Sly, Executrix u-w 
of Frederick S. Sly, 149-40 35th Avenue, 
Flushing, Long Island, New York; Bene- 
ficiaries: Albert C. Sly and John E. Sly; 
Mabel M. Musselman, Mary M. Acton and 
John Blair Moffett, Trustees u-w of Clar- 
ence A. Musselman, Deceased, 1608 Wal- 
nut Street, Philadelphia, Pa.; Charlotte 
M. Terhune, 160 E. 48th Street, New York, 
New York. 

3. The known bondholders, mortagees, 
and other security holders owning or hold- 
ing 1 percent or more of totai amount of 
bonds, mortgages, or other securities are: 
(If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and conditions 
under which stockholders and _ security 
holders who do not appear upon the books 
of the company as trustees, hold stock 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was (This 
information is required from daily, weekly, 
semi-weekly, and tri-weekly newspapers 
only.) 

LEONARD V. ROWLANDS 
Publisher and General Manager 

Sworn to and subscribed before me this 
17th day of September, 1953. 

Mae A. Gatzenmaier 
My commission expires March 30, 1954. 
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WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
trade-name. You will find it listed 
alphabetically under the product 
heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufacturer 
who makes it. The address of the 
maker will also appear with the firm 
name arranged alphabetically in the 
same list. 


Keep this Merchandise Directory Num- 
ber where you can reach it quickly 
whenever you need help in buying 
hardware products. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 











| 
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Brand Spanking Tlow! 


MEYCO CONTROLLED CUT 
CARBIDE TIPPED 
SAFETY SAW 


* The latest addition to the famous 
MEYCO line of precision cutting 
tools. This new controlled cut, 
carbide tipped safety saw has 
many advantages: It’s SAFE: will 
not pull hand into the blade, will 

f not grab and kick-back 

work. It’s ECONOMICAL: 

costs less to buy, longer 
life between grinds; cuts 
smoother, longer. Its 

CONTROLLED CUT 

regulates rate of feed, as- 

sures clean cut; makes 
chips instead of saw dust. 

Available at leading mill 

supply and hardware 

houses, or direct from fac- 
tory. Write for fully descrip- 
tive literature and price list. 

Ask for Catalog No. 40. 

























W. F. MEYERS CO., INC., BEDFORD, INDIANA 















Fe Gunc ool 


BUSH HOOKS—BANK BLADES—CANT HOOKS 
DISTRIBUTION THROUGH JOBBERS 
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MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN, IOWA 








Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughl y—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 
gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, 


(Classified Opportunities Dept.) 


100 East 42nd St., New York 17, W. Y. 
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Classified Opportunities Section 


CLASSIFIED ADVERTISING RATES 
Help Wanted, Accounts Wanted BOXED DISPLAY AD RATES NOTE: Samples of merchandise, literature, 


‘ * * 4 
Business Opportunities catalogs, etc., will not be forwarded to box 














R tati Ww d $8.00 per column inch number advertisers unless accompanied by 
epresentatives ant by . ficient st f iling. 

Set solid, maximum, 50 a 95.00 5% discount allowed for 4 or more con- a a HARDWARE 
Goch eddilons! werd... te secutive insertions of Boxed Display Ads. No agency commission allowed. ive, hardware 
Cuts or special borders not accepted. ‘ expansion offers 
Positi w d 5 HARDWARE AGE is published every other employed as wh 
Nias, tas \ _ oa Address your correspondence and replies to Thursday. Classified forms close 15 days atablished, territ 
e) set solid, maximum, prior to publication date. hardware, hand t 
50 words vasceres Se HARDWARE AGE etc. Draw vs. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 


Car necessary. 
Harpware AGE, 
7 N.Y 


Each additional word........... 
Allow Seven Words for Keyed Address 
or Your Address 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 














HARDWARE 
PHIA HARDW 
process of expar 
salesmen with fe 
Stores and Lumb 
Pennsylvania, D 
Box 8-452, care 
St., New York 1] 


Representatives Wanted Representatives Wanted Accounts Wanted 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 


REPRESENTATIVES WANTED. Salesmen 
wanted for Ohio or Ohio-Indiana territory for 


WANTED: 





























Write for full information 


E. F. DYER HANDLE CO. 


Houston, Mississippi 














EXCLUSIVE PROTECTED TERRITORIES | 


OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for op ing new te and high volume re- 
peat business. Address Box A-870, care of 
~— Acz, 100 E. 42nd St., New York 17, 








MANUFACTURERS’ REPRESENTATIVE 
WANTED call on hardware and _ houseware 
wholesalers with volume compact fast selling prod- 
ucts retailing under fifty cents prefer your pres- 


ent line allied. Products stable and stocked. Com 
mission basis. Exclusive territory. Sales policy 
change. All territories open. Present lines and 


references required. Reply. Address: Box B-442, 
care of Harpware Ace, 100 East 42nd St., New 


York 17, N 





MANUFACTURER OF HAND _ TOOLS 
PRESENTLY selling to hardware wholesalers is 
interested in securing new sales agents for sev- 
eral eastern and southern states. Must be estab- 
lished, having limited number of allied lines. Ad- 
dress Box B-388, care of Hanpware Acz, 100 
East 42nd Street, New York 17, N. Y. 





LEADING MANUFACTURER OF TOILET 
SEATS desires salesmen to cover wholesale hard- 
ware and houseware jobbers only. Commission 
Basis. No objections to carrying other lines in 
allied fields. Must have following in the jobbers 
trade. Address: Alon Manufacturing Co. 1123 
Hamilton Street, Philadelphia, Pa. 





MANUFACTURERS REPRESENTATIVE 
WANTED: Manufacturer of turnbuckles, eye 
bolts, etc., has Southeastern states open for 
representation. State territory covered, other 
line handled, and number of men traveling. Only 
companies able to sell a highly competitive line 
need to reply. Address: Box B-446, care ot 
oo AGE, 100 East 42nd St., New York 17, 





OLD ESTABLISHED NEW YORK FIRM 
desires salesman with allied lines to sell plumbing 
specialties to Hardware Stores, etc. All terri- 
tories open except Metropolitan N. Y., Florida, 
and Georgia. 6% Commission, Forward refer- 
ences. Address: Box B-444, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 
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ing. Address Box B-422, care of HARDWARE AGE, 


100 FE, 42nd St., New York 17, N. Y. 


PAINT MANUFACTURER WITH COM 
PLETE POPULAR priced line suitable for re- 


quirements of Hardware, Paint, Surplus, Army 


& Navy, Lumber Yards, etc. Has several pro 
tected territories open. Non-conflicting sidelines 
not objectionable. Commission basis. Write par- 
ticulars. Address: Box B-438, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 








Accounts Wanted 


or two good lines of Hardware or Sports goods. 
We sell only Jobbers, we call every month regu- 
larly. We sell all the discounting Jobbers in this 
territory. Commission. Address: Box B-445, care 
of Harpwarr AGE, 100 East 42nd St., New York 
7, XH. YF. 





CONCENTRATED PERSONAL COVERAGE 
OF NORTH CAROLINA AND VIRGINIA 


I would like to represent an established product to 
sell Hardware Jobbers in North Carolina and Virginia. 
Straight commission and exclusive territory arrange- 
ment. No imports, only interested in standard mer- 
chandise and well noted mfg. Address reply to 

G. BOSEMAN, Mfg. Agent, P. 0. Box 
472, Enfield, N. C. 














ATTENTION HOUSEWARES 


The Regional and District Managers now em- 
ployed by a National concern with six years 
of successful selling, merchandising, promoting 
and advertising specialty items in Chain and 
Wholesale Grocery, Super Markets, Wholesale 
Drug and Hardware Department and Variety 
Stores, covering the States of Florida, Georgia, 
Alabama, Tennessee, North Carolina, and 
South Carolina would like to represent com- 
panies already doing business with the above 
types of trade, or a company whose products 
have consumer acceptance and would like to 
expand in the above fields. We have proven 
sales records. 


Address: Box B-439, care of HARDWARE AGE 





100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS’ REPRESENTATIVE 
—Contacting retail hardware dealers in Virginia 
and North Carolina for past five years. ell 
known in established territory urgently need one 
good line for this trade. Consistent coverage 
guaranteed. Address: A. C. Cavedo, #35 Mal- 
vern Avenue, Richmond 21, Virginia. 





WASHINGTON & OREGON REPRESENTA- 
TIVE: Calling on the hardware & plumbing job- 
bers for the past 7 years is seeking several addi- 
tional lines for the hardware trade, particularly 
on the mechanical side, tools, specialties, etc. 
Only first class lines accepted. This representative 
formerly a successful retail hardware operator. 
Address: Box B-443, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 


‘ well established line of hand tools. Sold thru Branch Offices 

Manufacturer's Agent to sell Hick- }  roagearl cgpene gM oe hale gr Bho sag New York © Philadelphia © Detroit WANTED — 
re} and Ash handles in th . ol er contacts an imite number 0 al ie ines. Cleveland © Louisville COMPLIER FC 
wis ° ’ following ag es an gg Tg gM pee ame, Covering all classes of jobbers. We will carry distributor. Add 

es: oa 2 St... — 3 the accounts or you can bill direct. " ware AGE, 100 E 
Minnesota Indiana Mi H 7 — See ae Write for further information and references 

issouri 

° ° ae | MANUFACTURER’S AGENT WANTED to 
Wisconsin Illinois Kansas | represent a NATIONAL KNOWN TOOL COM.- = Posii 
Michigan Kentucky Oklahoma PANY. Sell to hardware, paint and glass, and 
Ohi sash and door jobbers. Tools nationally acceptable a a a = a es 

10 lowa Texas and priced competitively. Generous commissions. MAN U FACT UR ERS REPRESENTATIVES 

Specify territory desired and other lines now sell- | MICHIGAN & TOLEDO, OHIO. Can use one PRESENTLY 
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NATIONALLY KNOWN MICHIGAN MAN. 
UFACTURER’S REPRESENTATIVE traveling 
3 men and covering wholesale hardware, mill sup 
ply, automotive and chain store accounts desires 
one additional line. Strong sales force for the past 
20 years carrying a limited number of lines. Ad- 
dress: Box B-392, care of Harpwarg Ace, 100 
East 42nd Street, New York 17, N. Y. 





EASTERN SALES ORGANIZATION will adi! 
one additional line for concentrated Sales Promo 
tion and merchandising with all chains, Jobbers 
and Department Stores. Particularly desirous of 
Garden Tool Line. Maintain our own New Yor 
Office. Address: Box B-449, care of HaArpware 
AcE, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVE 
COVERING EASTERN PENNSYLVANIA, 
southern New Jersey, Delaware; also Baltimore and 
D. C., calling on Hardware Jobbers, chains, 
syndicates, garden supply, paint and seed dealers: 
Desires two additional lines. Write for references 
and other information. James D. Miller, P 
Box 47, Glenside, Pa. 


—_—_— 





EXPERIENCED AND AGGRESSIVE TWO 
MAN sales organization covering Eastern Pennsyl- 
vania, Delaware, Maryland, Washington, D. C. and 
Virginia with two outstanding houseware lines 
desires an additional line. Will consider al! o 
any part of this territory. Our factories will fur- 
nish references. Correspondence invited. Ad. 
dress: Box B-437, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 
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Business Opportunities 





Business Opportunities 








HARDWARE SALESMEN. Large, aggres- 
sive, hardware wholesaler, now in process of 
expansion offers opportunity to men presently 
employed as wholesale hardware salesmen. Some 
established territories available. All top lines of 
hardware, hand tools, power tools, garden supplies, 
etc. Draw vs. comm., plus expense allowance. 
Car necessary. Address: Box B-389, care of 
Harpware Ace, 100 East 42nd Street, New York 
—n. © 





HARDWARE SALESMEN. PHILADEL- 
PHIA HARDWARE WHOLESALER now in 
process of expansion has openings for hardware 
salesmen with following among Retail Hardware 
Stores and Lumber Yards in Philadelphia, Eastern 
Pennsylvania, Delaware and Maryland, Address: 
Box 8-452, care of Harpware AGE, 100 E. 42nd 
St., New York 17, N, Y. 





WANTED EXPERIENCED CATALOG 
COMPLIER FOR mid-west wholesale hardware 
distributor. Address: Box B-451, care of Harp. 
ware AGE, 100 East 42nd St., New York 17, N. Y. 





Positions Wanted 





PRESENTLY EMPLOYED AS HARD 
WARE MANAGER OVER 20 years experience 
in all phases of housewares, paints and supplies, 
age 41, desires position as sales representative with 
manufacturer or jobber to work Chicago area. Ex- 
cellent references. Address Box-B-430, care of 
Ace, 100 E. 42nd St., New York 17, 





SITUATION WANTED — BUYER. MANY 
YEARS experience buying housewares, cut- 
lery, toys, vacuum goods, wheel guods, and other 
kindred items for wholesale hardware and major 
mail order company. College education, married 
and will move. Address: Box b-419, care ot 
 /s Acz, 100 East 42nd Street, New York 








Business Opportunities 








YOUR COMMUNITY NEEDS 
A TOOL RENTAL SERVICE! 


We show you how to start a profitable 
new business or add a traffic building 
tool rental department in your store. Pro- 
fessionally pl d and pre-tested soles 
aids get you started right. Puts you ahead 
of competition. "Do it Yourself With 
Rental Tools" market is ready made and 
waiting. For complete details on ex- 
clusive franchise for your area write 


Allied RenTool Service 
Yardley 1, Pa. 

















, MANUFACTURING BUSINESS FOR SALE 
in N. W. Penna. Making a sporting goods 
item, fully patented, and the only one in the field. 
Promotion for the past 3 years has been very 
Successful. 1952 sales show 76% increase over 
1951. All equipment and stock will run around 
$18,000. Will furnish all details to any reliable 
Person who is really interested. st of reason 
for selling. Address: Box B-405, care of lHlarp 
i AcE, 100 East 42nd Street, New York 17, 





SHARON REFILLABLE ASSORTMENT 
SERVICE UNIT FRANCHISES available in a 
‘ew select territories. See our advertisement on 
dage 26. Write for details. Sharon Bolt & Screw 
.0., Boston, Mass. 
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LOWEST PRICED LINE 


OF MEDICINE AND KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE 
Metal Products Division 
THE WALTER S. KRAUS COMPANY 
48-01 Forty Second St. Long Island City 4, N. Y. 

——OUR 29TH YEAR 














HARDWARE, PAINTS AND ELECTRICAL 
APPLIANCES. Located Long Island where there 
is transient business. Established 50 years. Han- 
dling all National, Popular Agencies. Reasonable 
Rental. Proprietor retiring, Old Age. Volume of 
Business approximately $220,000.00 per year. Ad 
dress: Box B-429, care of Harpware AGE, 100 
E. 42nd St., New York 17, N. Y. 


FOR SALE Cash wholesale business covering 








large territory plumbing, heating, paint and 
electrical supplies. Reason for sale—illness. Fine 
opportunity for anyone interested in this line. 
Selling price at inventory—warchouse will be sold 
or leased as desired. Will sacrifice to sell. Ad- 
dress: Box B-436, care of Harpware Ace, 100 


East 42nd St., New York 17, N. Y. 
EXPERIENCED RETAILER HIGHEST REF- 





ERENCES seeking partner for Retail hardware, 
houseware store in Nassau County. Or a partner 
ship in an established business—$10,000—$15,- 
000 investment Address: Box B-448, care of 


| “i, Ace, 100 East 42nd St., New York 17, 
N. Y. 





HARDWARE STORE. $200,000 volume, south 
eastern state, for sale as going business. Special- 
izing in builders’ hardware and paint. 100 ft 
wide visual-front store. Ample first and second 
floor storage. Serving residential area in small 
prosperous city. Owner retiring. Favorable lease 
available. Address: Box B-447, care of Harp 
WARE AGE, 100 East 42nd St., New York 17, N. Y 





HARDWARE, HOUSEWARES, PAINTS & 
GIFT STORE. Best location Long Island N. \ 
New shopping center with 600 car parking. 20, 


000 families immediate area, new building now 


going on, Clean stock, new modern fixtures, 
long lease. $13,000. Must be seen to be appreci 
ated. Address: Box B-48, care of Harpwart 


Ace, 100 East 42nd St., New York 17, N. Y. 





FOR SALE—Retail Hardware Plumbing & 
Electrical Supply store. Good business area 
Established 34 years. 1952 gross business 35 to 
40 thousand. Great potentiality for young men 
Owner wishes to retire. Address: Box B-441, care 
of Harpware Ace, 100 East 42nd St., New York 
oy, Bw. ¥. 


BERGEN COUNTY, N. J. DID $53,000 in 
1952 on $12,000 inventory. 20% higher in 1955 
Selling 


to same date. Plenty of parking space. 
property and business. Manager available. $20, 
000 minimum required. Partners disagree, have 


other interests. Call Fairlawn 6-7679. 


MODERN HARDWARE STORE, in _ well 
populated suburban area, two miles out of Aiken, 
S. C. Located on Highway to H-Bomb Plant 
Business good, prospects even better. Clean stock, 
modern fixtures. Owner has two stores in Charles 
ton, S. C. unable to look after store 135 miles 
away. Wonderful opportunity for someone who 
can supply full time needed, Lease available, or 
property can be purchased. Write to: Seigels 
Hardware Co. No. 1, 1109 King Street, Charles- 
ton, S. C. 











Top Management: 





YOUR BOOST 


IS NEEDED MOST 


IN THIS CAMPAIGN TO BUILD EVERYONE'S INDEPENDENCE 


The present period marks an important 
campaign to strengthen the financial inde- 
pendence of the nation’s people. You and 
other leaders of industry will be the princi- 
pal deciders of the success of this campaign. 
It's the Treasury Department's Independence 
Drive to increase purchases of United States 
Savings Bonds. And the Payroll Savings 
Plan, now operated by 21,000 companies, is 
responsible for the greatest share of Series 
E Bond sales. 

If your company doesn’t have the Payroll 
Savings Plan, now’s the time to instal! it! 


If your company does have the Plan, now's 
the time to put extra push behind itl 

Employees who pile up money in Savings 
Bonds feel more secure - are actually 
better workers. Moreover, Bond sales build 
a back-log of future purchasing power—good 
“business insurance’’ for all of us in the 
years ahead. 

This is your country—and it’s your Drive. 
Help to put it over! All the material and 
assistance you need are available from 
your State Director, Savings Bond Division, 
U. S. Treasury Department. 


The Treasury Department acknowledges with appreciation 


the publication of this message 


HARDWARE AGE = 


This is an official U. S$. Treasury advertisement 


ge FOR 4 


&* 


Von 


PayROW 


prepared under the auspices of the Treasury Department and The Advertising Council. 
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Compound 


BARTLETT Lever Snips 


Made in 5 sizes from 
7 to 12 in. overall 










times with capacities 
more guaranteed 
power up to 18 

gage 
Write today for catalog 


howing full line including No. 19 
eovy Doty Shears with capacity of 14 ga. 


£ MANUFACTURING 
BARTL COMPANY Fully 
3034 East Grand Blvd., Detroit, Mich. Guaranteed 














Beaver Caulking Guns 


come 








Immediate 
Delivery 


For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. ¢ All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 


Sold with caulking materials—handles light oils. @ Posi- 
a tive ratchet drive. © Threaded nozies—no 
LIFETIME bayonet joints to come loose. ® Three popular 
GUARANTEE _ sizes—6!/2", 10" and 15". List prices—$6.50, 


$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 














COMPLETE STOCK OF GARDNER'S SPRINGS 


cabinet No. 932 contains 402 precision-made industrial 
127 different sizes, in coded compartments . . . 


4-drawer 
type plated Springs. 


A COMPLETE 
STOCK! Boxed re- 
fills shipped at 


once from stock. 
Be ready to fill 
practically every 
call for Springs— 
erder from your 
jobber or write us 
today! 





Two and one-drawer cabinets also available. 


Gardner Wire Co. "aisacoo.a" 








What sensational paint retailing idea 
is booming paint profits for dealers 
in 48 states 


For the real story behind this idea, 
turn to Pages 107, 108, 109 and 110. 
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everybody is talking about CHICAGO —the 
greatest name in roller skates 





SELL AMERICA’S MOST POPULAR CHARCOAL BROILER 


Cash in on this fast grow- 
ing hobby. COOK 'N’ 
KETTLE is America’s fast- 
est selling charcoal broiler. 
Heat retaining cast iron. 
Every customer will make 
other sales for you. Hun- 
dreds are sold each year 
as gifts. Display cards, ad- 


mats and litera- 
ture furnished. ey i 
Nationally ad- m4 
vertised. Write = 
for complete SA 


information. AN 


[ eoOK'N TOOLS NE #0 a 
GORMAN-RUPP 


HI-N-DRY 
SUMP PUMP 


















Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 
inquiry. The Hi-N-Dry is headed 
straight for the top in the Sump 
Pump field. Competitive in price 
and profitable to sell! 


THE GORMAN-RUPP COMPANY 


MANSFIELD OH! 


HYPON 


PLANT FOOD 


tohl, 











Now demanded by millions for h plants, flowers, veg , lawns, 
gardens. Produces vigorous, beautiful growth in all plants quickly Pays 
dealer 33! x profit. Attractively packaged for display. Does not deter- 








iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 
Retails Your Cost 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case 
3-0z. cam 25c..... 36 to case wt. 12 Ibs...... $6.00 case 
7-oz. can 50c.....24 to case wt. 14 Ibs...... $8.00 case 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 

























Check these features with the 

shelf hardware line you're now carrying... 

Delivery —immediate shipments made on all orders. 

Packaging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. 

low Prices—no leader items, but consistent low prices. 

Sales Aids —free display and merchandise boards. 


£9 I) 


JOS€PH HALL CO. 


3420 MARKET STREET PHILA. 4, PA 





















SOLD THROUGH JOBBERS EXCLUSIVELY 
You can handle this complete Kne of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it, 
we'll send him our new illustrated catalog and revised price list. 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 















ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET * Re 1° 
Manufacturers of WIRE PLUG and CARTRIDGE FUSES 
CORD SETS WIRING DEVICES CHRISTMAS LIGHTING 


USS 


See Your Jobber or Write For Your Nearest Distributor 


VU IIA Builders’ Hardware 7 


Always a favorite with architects and 
leading builders everywhere! 


eeeeeseeses 


Simple, modern designs. 

The finest of basit materials used. 
Precision construction and operation. 
Long, smooth, friction-free perform- 








WwW vvvyv 





ance. : : 
— attractive, protective 50 Yeors 0 soles leader 
STERLING 







NATIONAL MANUFACTURING CO. 


ILLINOIS 





WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 














IT’S IN 
THE ULTRA-NEW 
EVER-WRAPPED 

BAG 











Easily snipped hank 
with scissors or individually Strong 
pocket knife, wrapped and Durable 
leaving each dust proof. Pre-stretched 
Braided : 
Cotton a = 
uTor HAWTHORNE 

















Pyovarotoed by ™ 
Good Housekeeping 
<0 .) 


4$ aoyransw wy 





SINCE 1880 


world’s largest manufacturers 
of cotton cordage. 





HICKORY, N.C. ‘ 











You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 




















DOMES - 
SILENCE 


Best-known, quickest-selling 


FURNITURE GLIDES 





NATIONALLY ADVERTISED 









RUBBER CUSHIONED REGULAR 

One set on a card. One set in a 
12 cards in a box. box. 12 boxes in 
Sizes — I'/,"", I'4", a carton. Sizes— 
ive,  &”. 2", Ie", ", 
%". Ha" ®". 














REMC Bakelite Fur- 
niture Rests 

and Caster Cups; Upholstery Nails; 

Thumb Tacks; Screw Bumpers. 


suet ow 


DOMES OF SILENCE 
GLIDES 


ssee 





Use these Displays for profit! 


ALL FLOORS 














Ask your jobber or write— 





DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. A 
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Wow Rod Dewily FP-34 


Here is a Floor Polisher to answer 
your need for a larger household floor polisher; a smaller, more 
convenient polisher for offices, stores, schools and other buildings. 


The Red Devil FP-34 has twin, counter-rotating brushes 
that scrub, wax and polish a full 16’’ swath! Light and easy 
to handle, the FP-34 has a 35 pound pressure on the brushes, 
enough weight to do nearly every cleaning and waxing job. 
Powerful 12 H.P. Universal (AC-DC) motor, designed espe- 
cially for this machine, drives the Tampico and Palmetto 
fibre brushes at 400 r.p.m. The polisher is smart steel gray 
with vinyl bumpers on brush and motor housings to prevent 
marring furniture. 





Here is a powerful, useful new Red Devil Floor Polisher 
in a brand new weight and work class at a most reasonable 
soe (owe Caeeseel—cm el ttbejelreMmusiermeatlelester-a-levemerelttielte-megtie es 
fo) bp ores Magara sie) (-Mmeletintel-am ol-lelme-teve| 
reversible steel wool pads. 


Read Dewil’ rp.33 


Smaller and lighter version of the 
FP-34 — Twin 6” brushes, Universal AC-DC 
motor. Excellent for low-cost rentals, 
smaller home owners. 


36/7 00 


Including Tax 


Mr. Dealer! 


This floor conditioning machine will 
do double work for you! A superior 
machine that will be a welcomed 
addition to your group of rental 
machines - and a better machine 
for large home owners and small 
business men. A perfect middle-of- 
the-road floor conditioner. 


Products of 


Red Devil Tools. Irvington 11, N.J., U.S. A. 
LIE LP I we 














RB Sahel ACME 93! 9 


More homemakers are choosing a modern 

BOSS Kerosene Range. And because they find it 
their secret of success in cooking and baking, 
it’s“your doorway to profits”. 


To help you ‘‘deliver the goods” through this doorway 
is a powerful new BOSS advertising and sales 

promotion program, including buy-appeal ads in the " : t (ae : 
leading consumer magazines in your area. re. 
Eye-catching point-of-purchase material and colorful ws ; 
new direct-mail literature will ‘‘spark’’ new sales... a eo F | 
increase your profits! ey ( j 


Stock the BOSS line . . . sell the BOSS line .. . your } 
customers want it. Now more complete E 
than ever before! 





LI hy I a! i 


Myint) 


Be sure of sales... positive of profits, with Boss 
See your BOSS jobber or write us direct for information 


Crane Serer RRR 
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